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BIG and still growing... 


YOUR MARKET FOR 


Official estimates place Boy Scout and Cub Scout mem- 


bership near the 3'2 million mark . . . almost double that 


of ten years ago. Increased birth rate raises the likelihood 
of even bigger business in boys’ shoes in the coming years. _ oO Y T, C O U ¥ 


Make extra sales now in the big Boy Scout field, and cash 


in year after year on this growing market. Ss tg oO a Sy 


INTERNATIONAL SHOE COMPANY 


Distributed through 


ROBERTS, JOHNSON, RAND © PETERS © FRIEDMAN-SHELBY © WINTHROP © SUNDIAL 














CELLULAR NEOPRENE SOLES 


add comfort and extra-long wear 
to smart-looking safety shoes 


PY Thom lnc fn. 


Safety shoes are stepping out these days. The stylish pair 
of bluchers above keep their sturdy features a_ secret. 
Supple glove grain uppers hide the steel box toe, while con 
trasting composition storm welts and trim soles of cellular 
neoprene eliminate that “‘werk-shoe”’ look. 

Lightweight and long-wearing cellular neoprene with 
stands the onslaught of abrasion and scuffing without a 
chip or a crack .. . refuses to soften on hot flooring. Oil, 
grease and solvents have little effect on it. And thousands 
of tiny closed cells throughout cellular neoprene cushion 
the foot with every step—make standing jobs less tiring 

Small wonder so many shoe designers specify soles of 
Du Pont neoprene for safety shoes that sell... through 


appearance as well as performance. 


DU PONT NEOPRENE 


The rubber made by Du Pont since 1932 


QU PONT 


BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 


Only neoprene offers this balanced 


combination of properties 





for work- and safety-shoe soles 


Resistance to flex cracking—even at freezing 
temperatures 

Resistance to heat 

Resistance to abrasion, chipping 
Resistance to oils, greases | a 
Resistance to acids, chemicals / = (; 

of A 
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[om ? 


~~, 


SEND FOR FREE BOOKLET 


E. 1. du Pont de Nemours & Co. (inc.) 
Elastomers Division BS-2, Wilmington 98, Del. 


Please sena me your booklet which contains information 


about neoprene soles descriptions of neoprene’s unusual 


properties and superior qualities 
Name 


Firm 


Address 





City ____ State 








Soldier Field, gigantic stadium on Chicago lake front 


“SOLDIER FIELD WOULDN'T 
HOLD ALL THE WOMEN WHO 


BOUGHT NATURALIZERS 
AT 0-G’s, CHICAGO, 
THIS YEAR? "cece. teses to 


O’Connor & Goldberg’s Naturalizer sales have increased 58% over the past 3 years. 
Let Mr. Roseman explain this growth: 

“Naturalizer was ready—with the right shoes—to meet the greatly expanded 
demand for moderately priced shoes with beautiful fit, quality and style. 

“The rest has been up to us. We have bought Naturalizers in sufficient depth and 
sized-up so frequently that we have reduced the walkout in this class to practically 


nothing.” 


Brown Shoe Company 


St. Louis ... Makers of: Air Step * Buster Brown * Official Boy Scout Shoes 
Official Girl Scout Shoes * Life Stride * Naturalizer * Pedwin * Propr-Bilt 
Risqué * Robin Hood * Roblee * Westport 
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NATIONALLY ADVERTISED 


GINA 
Italian influence 
Black Kid Suede 
Black Glazed Kid 
Basque Red 
Flight Blue 
Vanilla 
Oak leather sole. 100% leather 
j eather bow. Sizes: AAA 
are so much better nod. ‘Leather bow. Sizes: & 
$325 
less 5%-—31 days net 


for the money, they 


CAN DOUBLE YOUR PROFIT PER PAIR 


write nou for 
19 colors exclusive id 
your Lown! 


in stock 
IN STOCK 


AAA-AA-B 
immediate delivery 


one pair or a thousand 


PEGGY 


skimmer pump 
ALL KID LEATHERS — LEATHER LINED 


White Black Kid Suede 


Black Brown Glazed Kid 
Red Silver Brocade sweater pump 


Navy Blue (can be dyed) Black Kid Suede 
Brown Kid Suede Apricot Glazed Kid Black Glazed Kid 


Pastel Pink Lime Frappe Glazed Kid ' 
Pastel Blue Pineapple Glazed Kid White Glazed Kid 
Black Patent Turquoise Glazed Kid Pink Glazed Kid 

seweay Glazed Kid Vanilla Glazed Kid 
Made on a new pump last riental Cloth 
Pancake heel adine Vanilla Glazed Kid v3 porn! re oe yo gon 
sole with waffle design Avocado Glazed Kid a ' TMA S 0 * ‘ie f 4 "ie eel. 
Sizes: Women’s AAA 5-10 $225 I2es ' 2 
AA 4.10, B 3%-10 3 $325 
Misses B, C 12%-3 less 5%—31 days net sees Wiehe dave aaa 


ED WHITE JUNIOR SHOE CO. vert 10 PARAGOULD - ARKANSAS 


Manufacturers 
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SN 
STRONG WHITE WAVE 
SWEEPING COUNTRY 


“4 a‘, | 


vA y 
VERY BRIGHT BUSINESS DUE 


/ 
ON SHOES FASHIONED OF 


va 
THE WHITEST WHITES* 








0) plable CLOVER CALF & KIP 
rs 


/ KID & CABRETTA 


— and also in White, 


) TAN-ART SUEDE 


LEVOR LEATHERS 
include 
natural, | YOU'RE 
shrunken grains :. DOLLAR RIGHT 
and boarded finishes ! WITH 


| THE WHITEST WHITES? 


G. LEVOR & CO., INC. | 
GLOVERSVILLE, N.Y. : Tanner Member of KID LEATHER GUILD 


*Reg. U.S. Pat. Off. 
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ADVERTISING STAFF 

A Remodeled Shoe Salon Harry &. Hughes 

7 100 East 42nd St.. New York 17, N. Y 
Fashion's Forefront Telephone: Oxford 7-3400 

. Robert K. Hogarty 

Hitch Your Wagon to a Star 20 N. Wacker Dr., Chicago 6, II! 

t p Telephone: Dearborn 2-1712 
Review of the Retail Trade Hugh M. Bowen 


. 1221 Locust St., St. Louis 3, Mo 
Manufacturing and Markets Telephone: Central 1-969 


Gordon Scott 
Shoe News Gordon Scott, Jr 


10 High St., Boston 10, Mass 
Telephone: Liberty 2-4460 


Clarence R. Heyde 
Chestnut & Séth Sts., Philadelphia 39, Pa 
Telephone: SHerwood 8-2000 
. ‘ L. H. Jackson 
One of the Publications 3156 Wilshire Bivd., Los Angeles 5, Calif 
Owned, Published ond Copyrighted, 1956, by Telephone: Dunkirk 7-2119 


® CHILTON COMPANY (INC.) 1) R. J. Birch 


Frank McKenzie 
Executive Offices 300 Montgomery St., San Francisco 4, Calif 
Chestnut and Séth Sts. Philadelphia 39, Pa. U.S. A Telephone: Douglas 2-4393 


Dates to Remember 


News of Salesmen and Suppliers 


OFFICERS AND DIRECTORS CHANGE OF ADDRESS: Send your new ad 
dress at least 30 days before the date of the 
JOSEPH S. HILDRETH, Chairman of the Board issue with which it is to take effect. Address 
G. C. BUZBY, President 

Vice-Presidents: P. M. FAHRENDORF, HARRY V. DUFFY; Treasurer, WILLIAM 
H. VALLAR;: Secretary, JOHN BLAIR MOFFETT; GEORGE T. HOOK 
MAURICE E. COX, FRANK P. TIGHE, LEONARD V. ROWLANDS, ROBERT Send old address with the new, cates if 
i | |. The Post ic 

E. McKENNA, IRVING £. HAND, EVERIT 6. TERHUNE, JR. RUSSELL geen ip Re gene tage Mg gg i 
W. CASE, JR. JOHN C. HILDRETH, JR postage. Duplicate copies cannot be sent 


BOOT AND SHOE RECORDER 
Chestnut & 56th Sts., Phila. 39, Pa. 








Member Audit Bureau of Circulations. Yearly Subscription Price United States and Possessions, $3.00; Canada, $3.50; Pan 
America, $4.00; in ali other parts of the world, $15.00. Single copies 25 cents except October |5 issue which is $1.00 





Boot and Shoe Recorder 





"OW ‘E SIND “LS “3ZAV NOLONIHSYM 8712 ‘ANWdWOSD JOHS 830 IN3IWLYVd3D WIOLS-N!I Ol 


$¥3qyO GNIS 


Prov Og romp mY Sey 


vey OF - emorny WIT SE's 

Hrrep OF - PIM MOISA YS a31aq gp AAeu yyim apans pay }y3ug 

yenoornp wiy Pry eylueA ‘PIM anig 143] pjarys uaes3 F pes ypIM apaeng yoeIg 
DIM WUlg “DIY Ot 

SLlv apans yoelg ‘Piy NoeIg 


| ) pyerys ue} P sFieq yim ad 
PIM a1yM ‘Pry UOWIeS ivii 1V31d ' swuv 40 LvOo> 
“PIM MOII®A “ 


YS Pas PF woe} YjIM apans Aad yYysT 
ojeje 


¥ adieg 


“PIM ang 143IT ‘ply yUlg 
“PIM e1UeA “Pry poy 
‘ply Aaen ‘apans yoejg 
“PIM “yoeig 

‘yuajeg y2e1g 

dOO3S MIN 


yenmrrrp way re 
Yd}yS apiym’** puenspnyw jeg 
yoe|g Yyyim adojeyey Aauy yys'y 


YOPYS Spm °° 
psenspnyw jjed uel ym adojejey adieg 


SOW ONVIIW 


| youd my 


ae 





ohroy OF 

- yunoiyyp way 

JEYOD aypey 

Pezioyseja Suiynjew 
S8'v 

HED SYM “HED yOeIg 
Slv 

apang yoe|g “uajeg yoe|g 
1V1d SNN3IA 


hep og- 
Junooery pray 
seb 
HED SIUM 
HD ye1g 
SLi 
apans yoelg 
pIW Yutd 
3IHDN3Yd 





February |, 1956 





4 Reasons 
Why 
you should 


SOLE ATTACHING CEMENTS 


q Quality — Supergrip gives you a complete line of fully 
proved sole attaching cements. Rigid quality control including ‘‘shelf life’ analysis 
assures superior performance. 


< Price —Supergrip costs you no more. You can keep your 
cement costs down yet you get all the benefits of a top quality cement. 


3 Mileage — Supergrip saves you money by increasing 
‘“‘mileage’’. Actual Supergrip case histories show up to 28% more pairs cemented 


per gallon. 


“Know How’’—I/he proper cement, correct preparation 
and method all can be suggested by a United representative — and all combine 
to produce superior bonds. 


See for yourself how top quality Supergrip Sole 
Attaching Cements can save you both time and 
money. Call your nearest United Branch today and 


ask for a Supergrip trial in your factory. 


Supergrip Sole Attaching Cements are Products of the B. B. Chemical Company UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Stock #G3677—Manhattan brown algonquin. 


HOW AIRFOOT CUSHIONS 


The superior compression 
and “comeback” ratio of 
AIRFOOT allows thinner 
sections in insole cushion 


applications. 


Now- New Douglas Styles 
are cushioned with 





This featherweight ventilated number, and smart 
sturdy business model, both made by W. L. Douglas 
Shoe Co. a subsidiary of General Shoe Corporation 
of Nashville, Tenn., are now cushioned with AIRFOOT. 


One reason is that AIRFOOT luxuriously cushions any 
type shoe without adding bulk or necessitating style 
changes. 


It will pay you to feature AIRFOOT cushioned lines 
now being produced by some of the best names in the 
industry. 


WITHOUT ADDING BULK: 


AIRFOOT doesn’t crumple, 
crumble, lump up or come 
apart—so can be applied 
instead of conventional 


fillers, in same space! 


OTHER AIRFOOT ADVANTAGES: 


Lighter-for-Density than other foam 
rubber cushionings— yet the thinnest 
layer of AIRFOoT takes heat, humidity, 
flexing and sidewalk-pound in stride! 


Controlled Aeration distributes inter- 
connecting air cells evenly — AIRFOOT 
“breathes” all over with no weak 
spots to flatten out. 


Unvarying Support—the scientific 


> Gh 


compression-ratio of AIRFOOT assures 
instant comeback that 
down — full-cushioning for shoe life! 


never slows 


Proved Quality—years in development, 
years in use under all conditions, 
AIRFOOT will the 


retailer, down. It will help you get 
and make them old 


never let you, 


new customers 
stand-bys! 


BRO AND 


wey | 
woconyr GOODFYEAR 


Airfoot, Airfoam-T.M.'s The Goodyear Tire & Kuler Company, Akron, Ohie 


WORLD’S FIRST, FOREMOST AND FINEST FOAM RUBBER CUSHIONINGS DESIGNED SPECIFICALLY FOR FOOTWEAR! 
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MR. ANTHONY EMANUEL, Proprietor, ex- 
plains below how a National System 
pays for itself every 10 months in the 
Sample Shoe Store. 


customers see the price charged on 
National's easy-to-read indication in the 
store, and can compare it with the 
National printed receipt. 





READY For BUSINESS is the Sample Shoe Store, with their modern National System 
that provides profit-making information and profit-saving protection. 


“Our Zalional System 
saves $2,380 a year. . . 


pays for itself every 10 months!” 


—Sample Shoe Store, Gastonia, N. C 


“Before we installed our 4-drawer 
National Cash Register,”’ states Mr. 
Emanuel, ‘‘our cash shortages aver- 
aged about $2 per day, and occasion- 
ally were more. 

“Now our National’s individual 
cash drawers and separate printed 
sales totals help make our salespeople 
more careful in handling money, and 
place responsibility. Cash shortages 
are reduced to a minimum. The Na- 
tional printed receipt eliminates 
written records and thus speeds up 
customer service which is especially 
important at busy periods. 


‘‘We also profit from knowing 
which department is making money 
and which is not, with National’s 
individual department sales records. 
This means we can immediately start 
strengthening a weak department’s 
sales. With so much of the work done 
automatically by our National Sys- 
tem, we save important hours each 
week, formerly spent on figure work 
and bookkeeping. At a careful esti- 
mate, our National System saves us 

2,380 a year and pays for itself every 
10 months! We would not have or 
use any other model in our business.” 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


986 OFFICES IN 94 COUNTRIES 


Are you completely satisfied with your 
present method of operation? If not, we 
suggest you investigate the advantages 
of a National System specially adapted 
to the needs and problems of your shoe 
business. Your nearby National repre- 
sentative, a trained systems analyst, will 
gladly give you complete details. His 
number is in the yellow pages of your 
phone book. Call him today! 


TRADE MARK REG. U 6 PAT OFF 
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SHOES FOR CHILDREN 


EB Y SHOE CORPORATION 
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... like progressive shoe dealers 
and the profitable FLEET-AIR line 


of children’s shoes. 


New York City Sales Office: 
465 Marbridge Bidg. 


EPHRATA, PENNA 





No, 4034 


Monte Carlo 
last by Walk-Over 


No. 3850 

Teak brown Softee 
Hand threaded front 
Riviera last by 
Walk-Over 


in recent years WALK-OVER salesmen have encountered 
remarks such as: “I remember when WALK-OVER was un- 
questioned tops in the men’s shoe field. We'd like to see 
you come back to that position!” 

Well, we're on our way. A spirited new management has 
put out a Spring line that dealers and buyers tell us is not 
only new, but the newest, most dramatic selection of styles 
ever presented by any company. On these pages you see a sam- 
pling of the countless new styles for sure-fire volume selling. 

I can say with complete honesty, if you miss seeing our 
new Spring line, and learning about our program, you'll 
really be missing something. If a WALK-OVER salesman 
hasn't yet contacted you, please drop us a line or wire collect. 

JEAN R. KEITH 
President 
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6¢ 
Teak brown satin a \ = Ou 
Melomoor 


seen the new 


Walk-Over line?” 


WALK-OVER’S 


Walk-Over today is more than a line — it’s 

a complete program. A coordinated program 
of styling, merchandising and advertising with 
a primary thought, "How can we benefit you, 
the dealer?” 


No, 4905 

Brown Gluv Ski 
with Teak Nylon 
Mesh 

Embassy last by 
Walk-Over 
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SEALSKIN 
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fe 
New styles and new store locations (10 new WALK 
OVER stores and departments since February) tell 
much of the new WALK-OVER story. The smiling 


gentleman is, of course, Jean R. Keith sed generation 
President 


GEO. E. KEITH COMPANY _ Brockton G63, Mass. 


MAKERS OF WALK-OVERS, KEITH HIGHLANDERS AND WM. JOYCE SHOES FOR MEN 
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“AA44 tboas >> 


Ota 


Style No. 8591 


REPEATS” 


Style No, 8503 


Style No. 8500 


Net 


LiFe 
cou 


SATURDAY EVENING 
1ER'S, LOOK, AR¢ 
AMERICAN 


POST, 
ind 
ON 


sC)SY 


Lt 


full color movie on 


Write for details 


See ‘‘The Last Story 
the Guide-Step principle 








Successful models of GUIDE-STEP shoes 
line “s. 


have also been developed in our children’s, 


The salesman who carries JOHNSONIAN GUIDE-STEP « 


Like interest on your investment— that’s your 


“repeat”? customer. And that’s one of the main 
reasons why the Johnsonian Guide-Step line is so 
coming back 


profitable—it keeps them 


Guide-Steps’ handsome styling is partly responsible, 
but so is their fit, based on hundreds of thousands 


of foot measurements made on the foot in action. 


Once your customers discover the fit and comfort of 

Johnsonian Guide-Steps, you’ve got yourself 
“repeats” from now on, especially since they retail 

profitably at $9.95 and up. Write for full information 


or a personal call by one of our representatives. 


A ca 1 OF BENDICOTIT JOHNSON 


Onnsoman 
a ~ — PS 


tyles 


ie 


Johnsonian 
ENDIC( 


H1,N. Y 


Endicé 


growing girls’ and women’s 


lines, 


misses’, 


can tell you about these too. 
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EDITORIAL OUTLOOK 


Fiscal Integrity versus Politics 


Tue: President of the United States. in his message 
to the reconvening Congress on the State of the Union, 
made these significant statements: 

“Under conditions of high peacetime prosperity such 
as now exist, we can never justify going further into 
debt to give ourselves a tax cut at the expense of our 
children. 

“So, in the present state of our financial affairs, | 
earnestly believe that a tax cut can be deemed justifiable 
only when it will not unbalance the budget. a budget 
which makes provision for some reduction, even though 
modest, on our national debt. In this way we can best 
maintain fiscal integrity.” 

In these statements Mr. Eisenhower did not foreclose 
the possibility of some tax reduction. He is probably 
as desirous of seeing the burdens of Federal taxation 
lightened in some reasonable degree as are the members 
of Congress and those senators who will come up for 
did, in effect, 


both sides of the ( apitol to keep Federal « xpenditures 


re-election. But he issue a challenge to 
within the bounds of the budget, or forego tax reduction 
entirely, 

How, then, will the Congress respond to this chal 
lenge? There is little doubt that a majority of senators 
and representatives would agree with the President in 
preferring a balanced Federal budget and some sub 
stantial reduction in the national debt. But senators and 
representatives are subject to pressures of various kinds, 
and most of the pressures involve the spending of more 
less, 


money rather than 


This being a year in which the entire House of 
Representatives and a third of the Senate come up for 
renominated, the 
The fact 


increases the 


likely to 


re-election, assuming that they are 
than usual 


further 


pressures will be even stronger 


that it is a Presidential year 
political pressure to pass measures that are 
please great masses of voters. 

What kind of measures which are likely to come up 
at the present session of Congress fall within this 
category? First, no doubt, will be those that relate to 
the much discussed farm problem. Undoubtedly the 
Congress will do some things to help the farmers ot 
at least make them feel that they are going to be better 
off. Many farmers have suffered a decline in purchasing 
power due to the fall in prices for their products that 
has taken place in recent years. The question of what 
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done will be a politic al issue of the first 


should be 


magnitude for, as the President said in his message, 


the farmers constitute the only large occ upational group 


in the nation that is suflering from falling incomes 


Moreover, the President expressed the view that 


reasonable assistance 
Most 


pe dine dl to go 


the farmers are entitled to every 


the Federal senators and 


with that 


government can give 
representatives will be along 
Phe House passed a measure aimed in this direction 
at the first Congress, but the adminis 


Whatever 


taken will almost certainly result in increased expendi 


this 


session of 


tration has different ideas action is) finally 


tures, 
Phere 
passed by the 


Is also pending a highway pro Pain that was 


Senate at the last session. It has been 


House 


the views of the 


introduced in the and still awaits action there 
Here too 
ably 


ficss. 


administration are consides 


different from those of the majority party in Con 
There is the controversial but widely supported se hool 
aid measure that won approval by a House committee 


but awaits final both 
taken in 


action in houses, If any positive 


action. is this direction it is certain to add a 


large sum to the governments ¢ xpenditure - 


\ measure to increase certain Social Security benefits 


passed the House at the last session and awaits Senate 
action. Something is likely to be done along these lines 
before the Congress adjourns. The Social Security pro 
eram is considered to be self-supporting through the 
contributions of insured workers and thei employers 
Nevertheless 
will 


i subject that 


increased benefits mean increased costs 


which have to be met eventually by higher taxes 


This is 
space permits tt 

The foreg 
affected by political considerations in this Presidential 
fully 
provided for in the Federal budget. The latter has been 


merits closet examination than 


this commentary 
four measures most 


perhaps the 


omg are 
year and most likely to add expenditures not 


made public since the President's message was delivered 


$65.865.000,000 in fiseal 
July. That 
a half over anticipated expendi 


fiscal 


halane ed 


It calls for expenditure of 
1957. the vear that begins next 
billion 


current 


is Approx 
mately a and 
President's 


heeded the 


tures for the year. If the 


advice in favor of a budget is 
chances for any really substantial tax reduction appear 


exceedingly slim. 





extra-protit-maker 
BELONGS ON 
YOUR COUNTER! 


S a, 


CApilaggypp reper aaa 
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Mi Bee 


KEEPS YO 


nationally ao 
advertised! POs! 


A schedule of two-color ads in the Satur 


a repeat selier! 


People who use Shoe Saver like it so well 


sales appeal plus! 


Everyone who wears shoes is o prospect 


for Shoe Saver, the most effective water they tell others and come back for more 


day Evening Post and a series of local 


repellent ever developed for home treat One bottle will treat 2 to 4 pairs of shoes 


advertising campaigns are pre-selling 
ment of shoes. Easy to apply, it keeps for a season 
your customers on the many advantages 


water out and still lets leather breathe of Shoe Saver. Be prepared to supply 


display-packaged to thot demand 
er ho make buyers out of 
o g and staining from repeated wet 

ting and drying Leather stays soft and eyers! 


pliable; shoes ore more easily cleaned 


Because Shoe Saver makes shoes shed 


water, it protects them against the stif 


free sales helps! 


~.. With every Shoe Saver order, you'll get 
a a traffic-stopping point of sale display 
\ and attractive window 


Shoe Saver is packed 
and more comfortable to wear @ 
12 bottles to a com 


Shoe Saver also gives you the oppor poct Se getting streamer to attract 
tunity to cash in on the great and grow es display wen customers into 
ing sales appeal of products made with an effective silent your store 


Dow Corning silicones salesman, Put it to 


work for you 





increase your net 


The sales appeal of Shoe Saver is proved 
by an initial sales rate in typical family 
shoe stores of a dozen or more bottles 


rofit! 
P . 
Shoe Saver builds store traffic and net 
profits. It's a fast moving, dollar item 
with the kind of profit margin you realize 


a week on most shoe findings 








ee ee —— oo —_— 


Right now is the right time to stock and display this nationally Shoe Saver Sells 
advertised, year ‘round extra-profit-producer. Order from 
your distributor, or write direct and we'll have him call on 
you. But act now for extra Spring and Summer profits from 


first in silicones 


DOW CORNING 
SILICONES 


Shoe Saver! 


DOW CORNING CORPORATION 


Midland, Michigan 
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\ World’s most 7 
popular cowboy 
boots—the 


year ‘round ~~ 


TWO HIGHEST HONORS. Acme Cowboy Boots have earned the 
two highest honors ever awarded to footwear The Parents’ Mag 
Acme Boot Company azine seal of commendation and the acceptance of the advertising 
Clarksville, Tennessee committee of the American Medical Association 
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Shoemaking Facts 
about ‘‘Celastic”’ 
Soft Box Material 


: @ Speeds shoe production be- 
. . cause it readily accepts 
Si i al \ steam for excellent worka- 
ate ’ e bility at toe lasting. 

| a _ eee 

‘ r | Plenty of resilience — 
r’ S f B M * | “snaps back”’ every time. 
: oft Box Materia Used with latex. 

A material for every shoe 


Adds the Feeling of Casual Comfort style. 


Ideal for lined or unlined 
shoes. 


) on * 99 . ~ . . r natert we're proud to have bea 
This newest of ‘‘Celastic’’ materials produces the firm, yet yielding, 6 ee & ave Dor 


toe which more and more women look for . . . and buy. Because it’s 


durable, toes will always look their best when made with soft-box 


“Celastic”. Shoe manufacturers: for a demonstration or samples of 


this material call your United branch office. 





*Colastic is @ registered tredemort of the Celastic Core 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Extra Value . . . proved by countless millions of pairs, with features that help sell shoes. 


Extra Long-wearing . .’. takes the roughest and toughest wear, even on children’s shoes. 


Comfortably Flexible . . . and helps keep shoes in shape without 
curling or warping. 


Weather-proof, Skid-proof . . . protects shoes and feet from cold 
and dampness. 


Volume Production , . . modern facilities create economies and assure uniform high 
quality and good service. 


Complete Line . . . for men's, women's, boys’, misses’ and children’s shoes. . . 
wide range of styles, colors, and thicknesses. 


FROM THE WORLD'S LARGEST PRODUCER OF SHOE SOLING MATERIALS 


BILTRITE 


HEELS AND SOLES 














Whether you're selling products or services... 
a PITTSBURGH OPEN-VISION FRONT 


will help build business! 
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DRUG STORE—The Prescription Shop in Moline, Illinois, 
owes much of its smart good-looks and eye-attracting 
appeal to its bright Pittsburgh Open-Vision Front. The big 
Panels of Pittsburgh Polished Plate Glass make the entire 
interior one big showe ase and the re essed entranceway 

featuring a Herculite” Plate Glass Door and Sidelights 
draws the passerby into the shop. Carrara” Structurai 
Glass and Pitteco” Store Front Metal complete the shop 
front, designed by Architect Wm. A. Schultzke, Moline, Il. 


THEATRE—Denver Theatre. Denver. Colorado. 
makes the most of an attractive lobby with its 
Pittsburgh Open-Vision Front. Pittsburgh 
Polished Plate Glass and six Herculite Plate 
Glass Doors were used to create this inviting. 
wide-open effect. The installation was com 
pleted with the use of gleaming, beautiful Pitteo 
Store Front Metal. The doors open easily on 
smoothly-operating Pitteomatic” Hinges. Arch 
itect for this outstanding modernization was 
Walter H. Simon, Denver. Colorado. 


Send for free booklet! 


For more information about Pittsburgh Store Front 
Products, and about the effectiveness of their use on 
hoth new and remodeled buildings, just send in the 
convenient coupon, We'll be glad to send you a copy 
of our free store front booklet. 


GLASS CHEMICALS BRUSHES 


p PAINTS 
( 





PLASTICS 


= PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





DAIRY STORE—The Purvin Dairy Company, Wilkes-Barre, 
Pennsylvania, shows how effectively a Pittsburgh Open 
Vision Front draws attention to a small store. Pittsburgh 
Polished Plate Glass and a Herculite Plate Glass Door 
create the open-vision front, while Carrara Structural 
Glass is used for facing on the building front and for the 
attractive name signs. Pitteo Store Front Metal supports 
the Plate Glass panels and the entranceway. 





| 

Pittsburgh Plate Glass Compan 

| pany 

| Room 6134, 632 Fort Duquesne Blvd 
| Pittsburgh 22, Pa 

| Without obligation on my part, please 
send me a FREE copy of your moderni- 
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Headlines and Footnotes 


Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Live Panel Session Enlivens Mid-Atlantic 


Recorder-Sponsored Discussion on Third Day of Philadelphia Show, 


with Retailers and Manufacturers Participating, Brings Out Varied 


Viewpoints on Key Problems Confronting Shoe Business Today. 


One of the important events of the Mid-Atlantic Shoe 
Show was the panel discussion held in the Philadelphia 
Room of the Benjamin Franklin Hotel, January 17 
in the afternoon and sponsored by Boor aNd SHO} 
Recorper. William A. Rossi, Recorper field editor, 
was moderator. Working members of the panel in 
cluded four manufacturers: John L. Stone. sales vice 
president of Craddock-Terry Shoe Corporation, Lynch 
burg, Va.; William Manowitz, president of Hussco Shoe 
Corporation, Honesdale, Pa., Francis kb. Ryan, sales 
vice-president of the Bates Shoe Company of Webster, 
Mass., and Stephen Altschul of Julius Altschul Co., 
Brooklyn, New York. 

The retail branch of the industry was represented by 
Paul de Falco of de Falco Shoes, Poughkeepsie, N.Y. 
William H. Piper, vice-president of Geuting’s. Phila 
delphia, Pa.; Frank Rich, vice-president of B. Rich's 
Sons, Washington, D. C., and Ludwig Kahn. Kaufmann 


Department Stores, Pittsburgh, Pa. Kay Sleater, fash 
Fairs, Marlboro, Mass., and Dr. 


Charles Krause, dean of Temple University’s School of 


ion director of Foot 


Chiropody, Philadelphia, Pa., completed the panel 
Within a matter of ninety minutes, several topics of 
vital interest to the industry came up for discussion 
The first topic concerned the efficiency of the retail shoe 
salespeople and encompassed such important contribut 
ing questions as: What would you say is the retail shoe 
salesman’s chief shortcoming in fitting and selling shoes 
and the merchant's responsibility for sufficient stock? 
It was the consensus of the panel that lack of knowl 
edge is an important factor. The manufacturer doesn’t 
tell enough of the story of his product to the merchant, 
who in turn doesn’t pass sufficient selling information 
along to his sales staff. Several suggestions were made 


e.v., to make shoe selling an attractive, dignified pro 


Participants in live panel session sponsored by BOOT 
AND SHOE RECORDER at Mid-Atlantic Shoe Show, Phila- 
delphia. Left to right, Stephen Altschul, Francis E. Ryan, 


William Manowitz, John L. Stone, Miss Kay Sleater, Wil- 
liam A Rossi, moderator in center; DOr. Clarence Krause, 
Paul deFaico, Frank Rich, William H. Piper, Ludwig Kahn. 
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fession with fair compensation for the clerk’s ability 
as well as sales volume; to maintain a concrete training 
program to educate the selling personnel on what con- 
stitutes good fitting; foot anatomy, what goes into the 
operation of the finished product, and fashion co- 
ordination. 

are 


salesmen 


“Most 


hired to sell shoes and not fit feet. 


shoe 
I think that the 
major fault on that score lies with the merchant him- 


self. | believe, too, that the manufacturer, when he sells 


Paul de Falco indicated: 


his merchandise to the retailer, doesn’t tell his com- 
plete story. There is a lack of understanding, too, 


between the buyer of the store and his clerks.” 


Proper Shoe for Every Foot 


William Piper indicated: “The biggest problem is 
actually finding out the proper kind of shoes for the 
particular foot as far as fitting goes. In many cases we 
find customers request certain types of footwear that 
are not suited to their needs, and the salesman’s biggest 
problem is to convince them that they should buy the 
shoes they need.” 

Mr. Kahn said: “I think the training of shoe people 
to do a good selling or fitting job is important and | 
think it is very much up to the owner or the depart- 
ment manager to see to it that his people are supplied 
with the necessary information throygh a training pro- 
gram that does that job. By and large, salesmen, espe- 
cially those who fit children’s feet, are not rewarded 
or compensated in proper measure.” 

Frank Rich’s contribution was: “I think that if we 
can fit the heads as well as we can fit the feet, we would 
do better in this area of fitting shoes. Tied in with this 
business of the salesman’s shortcomings on fitting shoes 
is his professional approach to the customer—-his de- 
meanor in trying to switch the customer from the shoe 
she wants to the shoe she needs. If our salesmen are 
competent and confident in their approach to the cus- 
tomer, it can mean a great deal towards gaining the 


, od ” 
customer’s confidence. 


How to Handle Markup Problem 


On the subject of markups and markdowns the panel 
considered the matter of changing conditions and the 
enlarging role of fashion in footwear, which creates a 
greater risk factor, and came up with the opinion that 
this is one of the most vital questions in industry today. 
Bill Piper said: “I don’t know of any one question that 
comes up more often. We are in an era where the cost 
of operation has risen to the point where it is difficult 
1o determine what is an adequate percentage of mark- 
up. I think it depends upon the type of business you 
operate and the service you furnish. 

“If you are a service store, where you give the cus- 
tomer all kinds of privileges, deliveries, etc., you re- 
quire one thing. If you are in a fast-selling operation 
where it is quick turnover, that’s another story. There 


is no such thing as determining an actual percentage. 
But I do know that we have been faced with the situ- 
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ation where we have tried to work out a way to get 
better markup and | think a good deal of that has been 
brought about by the fact that manufacturers, particu- 
arly branded lines, fix the prices and by that same 
token fix the retail prices.” 

Frank Rich indicated: “I do not think there is any 
particular percentage that you can peg, as such. | do 
believe, however, that on fashion merchandise there has 
to be more markup than on basic merchandise. You 
have to look at your merchandise when it comes in and 
consider the competitive factors and, above all, | think 
where it is going and how far to go in certain classi- 
fications of shoes. We just can’t carry everything, and 
the more that we try to spread ourselves in fashion 
shoes and keep with the basic shoes that we have always 
had, or the new basics that come along, the more we get 
stocks, | 


think the store has to have the courage to decide its 


into this area of wide varieties and shallow 


percentage, This would help to control percentage of 
markdowns in some degree.” 

One ramification on the question of markdowns and 
markups was the matter of factory determined, flexible 
or open price ranges on branded lines. The majority 
opinion was that manufacturers should leave the price 


‘reasonably open for the retailer to set, and that a flexi- 


ble price range is in many cases the only sound course. 


Price Policy Under Cost Rise 

The 95-cent policy came up for discussion and the 
matter of $6.95, $10.95 or $12.95 as opposed to such 
prices as $5.25, $6.45 or $8.75 was weighed and some 
of the feeling of the panel members was that estab- 
lished store policy should prevail. If a rise in cost 
occurred—for example a 25¢ or 35¢ increase at the 
manufacturer’s level—what course should the merchant 
follow? Steve Altschul felt that “in these changing 
times, the retailer should adjust his price picture to 
take care of the increase and instead of adhering to a 
$6.95 or $7.95 he should figure the cost on the basis 
of markup of his shoe and he should raise the price 
accordingly. He has to protect his established price 
policy.” 

Francis Ryan felt that any deviation from an estab- 
lished 95-cent price policy confused the consumer. If 
you changed from a 95¢ price to a 50¢ price, it sounds 
different and the customer would ask “Is it higher or 
lower?” It was his opinion that retailers faced with a 
25¢ or 35¢ or 50¢ increase felt it was better to mer- 
chandise the shoes, and if necessary move the price up 
one dollar on some lines thus retaining their accus- 
tomed price mark, whether it was 95¢ or 45¢, etc. 

Timing of clearance sales came in for a portion of 
the panel discussion and on this matter it was felt that 
merchants side-tracked some profitable business by 
sale-ing too early. Frank Rich indicated that mer- 
chants should not necessarily concern themselves with 
what their competition is doing. He said: “After care- 
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ful consideration of the matter, we decided to go out 
own way. I think 
that there are times when economic conditions and cir- 


So far we haven't suffered from it. 


cumstances may alter the case and weather conditions 
may have an effect, but as a general rule we do not 
clear too early.” 

Ludwig Kahn felt that “even after the sales are over 
there are lots of people who are going on vacation 
Winter or Summer—and they are looking for timely 
shoes. Retailers who have the courage to sell regular 
merchandise at the right times will always have their 
regular customers with them.” 

To bring about a closer working arrangement be- 
tween doctors, chiropodists, etc., and shoe men, it was 
recently recommended that a joint committee be estab- 
lished to discuss mutual problems and carry out certain 
projects. The panel was asked to consider this matter 
and Dr. Krause of Temple University said: “The hous- 
ing of the foot is definitely the shoe and a good shoe is 
naturally going to control good foot health. | personally 


believe that better understanding between the chiropo- 


Personnel the Key to 


As reported in the January 15 issue of Boor aNnp SHOE 
Recorper, the National Retail Dry Associa- 
tion emphasized the important role of the shoe depart- 


Goods 


ment in the department store last month by inviting a 
prominent shoe merchant, John W. Morgan of McGrew 
and Morgan, Inc., which operates the footwear depart- 
ment in the Dils Brothers store at Parkersburg, W. Va.. 
to be one of the principal speakers at the ready-to-wear 
merchandising session of its 45th annual convention in 
New York. 

In the course of 38 
Morgan has served as vice-president and director of 


years in shoe business, Mr. 
the National Shoe Retailers Association, secretary of 
the association’s Women’s Style Committee and a mem- 
ber of the National Shoe Fair Committee. In his speech 


he discussed some of the essential requirements for 


successful shoe department operation. Comparing the 


ideal shoe department buyer and department manager 
to D’Artagnan in the “The Three 
Musketeers,” he said, among other things: 


Dumas novel, 

“The departmentized family shoe store is doing a 
tremendous job! It has a 100 per cent location, lots 
of windows; tremendous inside display; complete hand- 
bag departments and hosiery bars within easy sugges- 
tion range of every fitter. Store owners or ambitious 
managers are on the job to see that things move. The 
modern shoe store has ample seating space and in- 


And 


charge accounts, delivery service—and many have their 


stantly accessible stock rooms. most all have 


own parking areas. 
“So, to compete effectively means fighting fire with 
fire. Run your shoe departments as you would a shoe 
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dists and the shoe merchants will work to the mutual 
benefit of both groups.” 

Steve Altschul felt that the two groups should not 
encroach on one another’s territory. “As far as pre- 
scribing of shoes is concerned,” he said, “that should 
be in the hands of the medical man. As far as fitting 
the shoes properly——-length, width and proper last, that 


should be left to the retailer without any interference 
because the retailer is doing the job he is supposed to 
do in his store.” 

The conclusive opinion of the panel on this matter 
was that it would be helpful if the doctors and chiropo 
dists could meet with shoe manufacturers and retailers 
from time to time to discuss such various phases as foot 
anatomy, fitting, lasts, orthopedic adjustments 

Both audience and members of the panel expressed 
appreciation for the opportunity to partake in this in- 
formal discussion of important industry matters and 


food for 


future evaluation and possible solution 


came away with considerable thought for 


Increased Shoe Sales 


store under your roof. Customers are curious and 


color minded—so give them windows and interior dis 
plays which will stop them in their tracks. Shoppers 
are selective—so give them large, intelligently balanced 
inventories in the price and type ranges you believe in 
Customers are luxury minded—so give them a shopping 
area dignified and comfortable. Give them personnel 
trained to discuss fashion, fit and sound value—not 
sales check writers. 

“Shoeman D’Artagnan merchandises four things 
tens of thousands of pairs of shoes—the space required 
to house and display them effectively —human beings 
his own fitting organization. This sales force will make 
him a hero or a bum. 

“How do you get the right sales or fitting force? 
And since this last question is the most potent challenge 
for success or failure, decrease or minor gains, shoe 
profit or shoe loss—well let’s talk about shoe people 
the guy and the gal right on the fitting stool who work 
the forty hours until their retirement 

“[’m old enough for the gas light era but | don’t 
remember the San Francisco earthquake—and my shoe 
experience began with the good old high shoe days 
The retail shoe business was almost entirely a man’s 
and to be successful, he should have been 


We 


them up 


occupation 


short, round and a little bit bow-legged. would 


lace them up, yes, we'd even button and 


quite often the foot could be fit but then the tops 


wouldn’t meet. So we'd move the buttons—sew shoe 
laces and work like the very devil to make a sale! 
“What a difference now. Gone are many of the men 


from the industry because of low pay and poor incen 
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In place we have the bottom of the barrel from 


tives 


the personnel files, part-time school kids and an in- 


creasing number of girls and women who are taking 
to the retail shoe business like a duck takes to water. 

‘Now shoes can be put on in the flick of an eyelash 
the naked 
the 


for we're working in an age of pumps 


shoe — slings —— halters —- elasticized high fronts 


backless shoe-——free fitting casuals. It’s almost “push 


button”-—it's so very simple by comparison, 


The Right Personnel 


Yes, ladies and gentlemen, the key to your shoe in- 
crease is personnel—-and the solution to any personnel 
problem associated with shoes is a corps of enthusiastic, 
well-trained women fitters. 

‘So D’Artagnan gradually hires himself a staff of 
females—the non-glamour type, if you please. He likes 
them with a high school diploma, from a small town o1 
rural areas and it’s wonderful if they have nine or ten 
brothers and sisters for then you know that they’ve 
been exposed to a little hard work. 

He explains and teaches them how to use the Bran- 
nock measuring device——and they are fascinated by the 
simple, easy mechanism. He talks to them about color, 
texture coordination and they know what he means for 
He offers them 
a chance to earn far above average pay for women at 
and they grasp the opportunity. Women 
they like to talk a little 


and that’s wonderful in the women’s shoe business. 


they already have it as an extra sense. 
retail are 


courteous and careful listeners 


“So now D’Artagnan has a sales force predominated 
by long-stemmed femininity instead of the squat little 
man of yesteryear. He finds that they have been eage 
listeners during his regular weekly get-togethers which 
always convincingly emphasize that shoes are worn and 
sold every day——not just at seasonal peaks. 
“He discusses information-loaded documents which 
he is regularly receiving for his low cost membership in 
the National Shoe Retailers Association. 

“Wise Mr, D’Artagnan has joined the local shoe club 
and soon finds that his competitive colleagues are facing 
similar problems—and want to do something about it! 
So they all latch on to a regular promotional schedule 
geared to the overall efforts of the National Shoe I[nsti- 
And the newly rejuvenated sales force loves to 
tearn—for that this 


trading-area focus on shoes is bound to increase their 


listen and they know town-and 
pay check. 

“D’Artagnan now is set. The inventory is right—the 
window and interior displays are alive-—the newspape! 
ads are scheduled—everything points to doing a real 
job for President Porthos—and Aramis and Athos. 

“Theoretically, the chances are terrific to hit that 
eight per cent volume goal and to reduce those credits 
and refunds to a respectable three or four per cent of 
sales, 


how does he handle the big 
of that 


“One thing remains 


roadblock? How does he know the efficiency 
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sales force? How does he know how many are walked 
too quickly on a fast busy floor? How does he know 
if his sales force is selling for today because of a 
glamorous physical change, or if his customers are 
being convinced that his shoes should be their shoes 
for years to come? 

“Let's take a look at the average floor man of today 
the one who changes the table displays a hundred o1 
more times a day-—the fuss-budget type of guy or gal 
who grumpily answers an occasional question of a 
potential customer or a member of his own sales staff. 

“Let’s give Mr. Floor Manager a three by five card 
listed fitter 


supervision. He will charge a customer to each fitter 


upon which is each working under his 
as he begins to show shoes and at the end of the day 
can count transactions as listed on daily index cards 

to arrive at the 


or from the department sales checks 


potency and accuracy of his organization. The eighty- 
five or ninety-five per cent group deserve a constant pat 
on the back 


mation, more shoe training 


anyone under that needs more shoe infor- 
RIGHT NOW! 
“These, ladies and gentlemen, are the musts for a 


decent and deserved department store shoe business.” 


x 


New Rules Would Permit 
Mailing Letters in Packages 


For the first time in history, the Post Office has per- 
mitted letters or messages to be mailed inside packages 
or publications under a new “combination” mail 
service, If the permit is made permanent, the phrase, 
“sending under separate cover.” need not grace an 
invoice or letter again, 

The new service, which has been on trial for 60 days 
before becoming final, should be of special use to busi- 
ness firms sending substitute merchandise and wanting 
to explain why; also, companies including sales letters 
with samples of merchandise or promotional items, and 
manufacturers sending operational, maintenance, repair 
and guarantee instructions with household appliances. 

Mailing of two classes of mail together through use 
of separate but attached envelopes and containers has 
will continue to be 


been available for some time and 


per mitted, 


Labor Potent Political Factor 
But New Party Held Unlikely 


Orcanizep labor is going to be a much more potent 
factor in politics next year. Under Secretary of Labor 
Arthur Larson is reminding the Eisenhower Admini- 
stration of labor’s coming political power, but he doubts 
that the AFL-CIO merger will bring about the creation 
of a Labor party such as exists in England. 

U.S 


workers, despite the brawn of the organizations 
to which they belong, still are going to make up their 


political minds as individuals, he predicts. 
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You can see its quality and feel its luxury 
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Lawrence FINA is a qualit leather with Put yourself in) your custome 
feel of luxury. Its distinctive What he wants is fine leathes 
beauty speaks for itself, good as it look thats FINA b 
You Phere itisfaction in it for 


a wonderful 


That’s a big selling advantage for you 
sell more because you're able to sell a fine 
mellow side leather that incorporate many Also in the “Great American kamily"’ of 
of the selling advantages of higher priced ide leathers by Lawrence: the new uperb 


KEENA and full grain U NEEKA 


and money in it for you 


leathers. 


A. C. LAWRENCE LEATHER COMPANY, «& oivision of ' N nc) PEABODY, MASS 
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the Start of the Sale L 








with DURALENE 


Looks Better Longer 


MEN’S, WOMEN’S AND PARTICULARLY 
CHILDREN’S SHOES need all the finish A 
durability you can give them! Retailers Mf 
want shoes that stay factory bright. / 
Duralene, the new finish that doesn’t 


' f 
“drop off’ between packing room and : DURALENE'’® 


shoe store — provides both advantages. 


oe 


for the packing room 

Yes, and wearers find that this 
water-repellent finish will keep its 
sparkle far longer — actually of the family of 


eliminates rain spotting. \ \)| \ i! ce fl 
The cost? Probably no more than UM | ri} J P| MIS ts 


you are now paying because Duralene 
adds value without increasing the cost. we 
Ask for a demonstration today! . 


is the newest member 


Distributed by 
UNITED SHOE MACHINERY CORPORATION 


*Trademark BB Chemical Co. 
BOSTON, MASSACHUSETTS 
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CHANCES ARE BRIGHT 





It won't be long before the final figures for 1955 
are compiled and become part of statistical his- 
tory. 





The unanimous impression that emerges indicates 
that production, employment and income were at 
such levels as to make 1955 the most prosperous 
our nation has ever enjoyed. 


The Hon. Sinclair Weeks, Secretary of Commerce 
of the United States, in discussing the outlook for 
1956, said: 


“I look forward to a good year. In faet, when the 
total figures for the entire year are in, the chances 
are bright that 1956 will be another record year. 


“The economic outlook is clearly excellent for the 
first six months of 1956. As for the last half, not 
enough firm facts are at hand now for me to an- 
ticipate the pace of business activity. 


“It would not be surprising if, later on, some parts 
of the economy experienced breathing spells, as 
they adjust from the current extraordinary rate to 
a more normal rate of growth. 


“Never underestimate the long-haul growth poten- 
tial of our dynamic economy. Business activity can 
level off a bit from time to time and then generate 
new force for another climb. 


“Confidence is widespread and the spending rate 
is high. If both people and government act wisely. 
we can have another good year.” 

There it is, the authoritative declaration by our 
Secretary of Commerce and certainly an inspira- 
tion to all of us to do our level best to make 1956 
as good or better than the previous year. 


<1s Ton YUMPY NG-JACKS 


Editor Emeritus VAISEY-BRISTOL SHOE COMPANY 


Boor ann SHoe Recorper MONETT, MISSOURI 


February |, 1956 





TODDLERS’ INFANTS’ CHILDREN'S CHILDREN'S CHILDREN'S 
SIZES SIZES and MISSES’ and YOUTHS’ and YOUTHS’ 
0 to 5 4109 SIZES SIZES SIZES 
Jf, to 12 If, to 12 If, to 12 
I21/, to 3 121, to 3 121, to 3 
GIRLS BOYS 


TO RETAIL FROM 


JUDY 'n’ JERRY FOOTWEAR IS ALL LEATHER IN EVERY INCH AND EVERY 
PART (except for shoes featuring Genuine Neolite or rugged composition Saco _ “Ee BS° 


soles) 


@ All top-grade leathers: counters, linings, innersoles, welting 


@ Soft cushion fillers: foot-cradling protection against heat, cold and 
damp EVERY STYLE 


@ Cookie: built into innersole to support growing feet 


@ Proven lasts: wide-toe, narrow heel for needed support for balanced t a we 4 ¥ oO Cc i< 


walking 
@ Pre-formed soles and moulded heel: to give contour fit and greater 


comfort and an 
@ Six-Station inspection: Every pair of Judy ‘n’ Jerry shoes is inspected average 0 
6 times during production to insure perfection 


@ Style-Leadership: Judy 'n’ Jerry is an acknowledged style-leader in MARK-UP 
Juvenile Footwear today of 
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Hide Price Hike Threat 








More Tax Cut Talk 












Flood Damage Reinsurance 









Delay New Security Levy 


















The clear threat of higher shoe prices confronted retailers and the con 
suming public in mid-January. The inflationary portent is due to a recent 
order issued by the U.S. Department of Agriculture which requires the 
purchase in the United States of all hides and skins bought under the 
foreign aid program. Purchase of hides and skins in other nations is 
expressly forbidden to countries taking aid from the U.S 

In addition, the new government order permits U. S. exporters of 


hides and skins to qualify for a direct U.S. Government subsidy on each 


hide and skin leaving the U. S. 

Shoe manufacturers and tanners in this country fear the U.S. hide and 
skin trade will expect leather consumers in this country to meet the higher 
prices they expect to receive both from their foreign customers and from 
the U.S. Government subsidy. If retail prices in the U.S, are forced up 
too much, many customers may turn to synthetic and other materials to 
the further displacement of leather 

Industry officials are expressing regret that the Department of Agri 
culture made this inflationary move just at a time when hide and skin 
prices were showing signs of stability. At the beginning of this year, calf 
and kip quotations were up a bit from the previous year, but hide prices 


were only slightly more than they were 12 months earliet 






President Eisenhower, although calling first for a balanced budget and 
some reduction in the $280 billion national debt, doesn’t close the door 
on tax cuts. Treasury Department indicates that the booming pace of 
business and personal incomes probably will make possible a balanced 
hudget, some slight reduction in the debt, and still leave several billion 
dollars for tax cuts to low and middle income families. By Spring, the 
talk of tax cuts will be resumed with renewed vigor 

However, businessmen should not hold out hope for cuts in either 
excise taxes or in the corporate tax rate, although some technical cot 
rections in the excise tax laws are probable to ease the burden on business 


a little 





Congress is considering an Administration proposal for a 5-year experi 
mental pregram of flood damage re-insurance under which federal and 
state funds will supplement premiums paid by business men and home 
owners. Most lawmakers favor such a program, so business men in danget 
areas should be able to buy protection by the end of this year. In ad 
dition, Congress is expected to approve a program of aiding depressed 
industrial and farm areas with loans, technical assistance, and help in 


creating new job opportunities 








Employers are to get a reprieve of at least a few months before the pay 

roll tax. to provide federal social security payments, is boosted, Legislation 

to increase the rates is to come up for a vote in the Senate soon 
Legislation pending in the Senate proposes to raise the tax on the 


individual and his employer from the present 2 to 21% per cent on the 
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first $4,200 of income. Tax on the self-employed would be advanced from 
ine current 3 to 3%4 per cent. 

In addition, the bill would reduce to 62 the age at which working 
women could draw benefits: provide disability insurance payments for 
certain disabled persons who reach age 50; and continue benefits for 
children disabled before reaching age 18. 

Failure to hold hearings before the House voted on and passed this 
legislation last year brought scathing criticism from House Republicans 
They warned that payroll taxes are being pushed so high that they may 


eventually exceed the federal income tax 


Farm Families Worse Off karm families made less than half as much money as their city cousins 
in 1954. the U.S. Census Bureau reports. The outlook for 1955 is for a 


further slip. 

The median income—the figure where half the total number are above 
and half are below—-for farmers in 1954 was $2,000, compared with 
$4.400 for nonfarm families. The 1954 farm income estimate was about 
$250 below what it was in 1953, reflecting the continuing decline. At the 


same time. nonfarm income climbed by $350 


Retail Minimum Wage An edgy, election-conscious Congress this year will jostle many business 
men as the lawmakers jockey for position, but most of the controversia 
proposals now pending will be held over for another year. The politicians 
don’t want to take any chances on disturbing an outlook which is now 
according to President Eisenhower, “bright with promise,” 

Most important issue facing Congress, from the retailer's point of view 
is the President's demand for extension of the minimum wage law to 
businesses not now covered, including some retailing. His strong request 
in the State of the Union message amounts to a mandate to Congress. 

The proposal 1s unpopular in several segments of business “UCTOSS the 
country. Chances are fair that strong opposition will block the measure 
this year. Public hearings will be held however, and the country will be 
conditioned for a stronger try next year. The Administration and the labo 


unions are determined to extend coverage as soon as possible 


Last in. First Out Treasury Department will support a one-year extension of the period 
within which manufacturers and other businesses using the LIFO (last-in. 
first-out) method of inventory accounting many replace inventories and 
receive a tax adjustment. 

The extension, through Dec, 31, 1956, affects inventories liquidated 
during the period of shortages resulting from the Korean War, It permits 
a tax adjustment where a liquidation of LIFO inventory is followed by 
replacement before the end of the extension. The purpose is to avoid 
artificial pressures for inventory replacement during periods of shortages, 


the Department says. 








GENUINE JUSTINS...WESTERN BOOTS THAT SELL 
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DRY-FOOT 


Sylflex'' tanned leather vamp 
keeps water out, resists perspira 
Boot will 


tion, barnyard acids 


not stiffen, shrink or curl 





TALL TEXAN 


New, popular 14” boot 
with tapered block heel. 
Style-setter for the boot 


wearing world. 


leather 


stitching 


| 


RED RIDER 


Distinctive boots of lustrous tan 


Gold and green silk 


with rattlesnake 


trimmed scallop 


RIO GRANDE 


A nation-wide favorite 
for men of action. A 
distinctive boot smartly 


styled with Justin's new 


Trim-Line last 


faat- Col -Meolalh aia 
FORT WORTH 


a> ¢ Yt 


RODEO KING 
RODEO QUEEN 


Matched 
"Him" and “Her”. 


ditional favorite with 


footwear for 
Tra 
rodeo performers from and 


coast to coast. 





CATTLE KING 


Colorful boot style 
with Justin's hand 
made pointed toe 
Desert tan veal tops 
rich chocolate 


brown vamps 


Quality Boots with Full Profit 


Justin boots have enriched the annals of the “Old West” and survived to 


enjoy even greater popularity. Today, genuine Justins are identified with 


quality and comfort by cowhands, ranchers, stockmen, sportsmen and 


dudes in every part of the world. Promotions built around Justins bring 


bigger dividends because these are boots with established customer 


acceptance. They are designed for modern living and modern merchan 


dising...a full 40% profit combination for you. 


INVESTIGATE THE JUSTIN LINE NOW! 
Write or wire... 





JUSTIN BOOT COMPANY 


FORT WORTH 1, TEXAS «+ P.O. Box 548 


Where Goot Waking ts Stila Fine pert 


31 





woman's day 


THE A«P MAGAZINE 
the NATIONAL magazine...with the NEIGHBORHOOD impact. 
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All right, all right, lady—the man heard you! 
He just didn’t realize how strongly you felt 
about WOMAN’S DAY—how you buy it every 


single month at the A&P—how you look to it for 


shopping ideas. From now on he'll remember 


that A&P shoppers are his customers too... 


and he’ll feature the shoes in WOMAN’S DAY. 
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4 ways to lose 10) pounds 


woman's day 
- | 


*like the 
Air Step Shoes 
she'll 
be seeing 
in 
Air Step’s 
continuing 
campaign 
in Woman’s Day 





inG FOOTWEAR 


ALLUR 


fashion ’s 
softly 
slendered 


tempo 
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BOOT and SHOE 


Mevvitce SHOE CORPORA 
PION, in a recent company memo 
entitled “Design for Selling,” 

“Our 
their 


have improved thei: 


Says: 
customers have improved 
pure hasing powe! and they 
standard of 
living so that the best shoe value in 
the low-price field is no longer what 
want, They have 


some of them 


moved upward from that. 


“And their movement to the sub 
urbs has taken them outward, away 
from the established shopping areas 
from Thom MeAn 


In the last five years, 150 


away many 
stores, 
million Americans have moved 
“The concept of value for today’ 
customer involves new. standards 
of style, quality and price. It in 
cludes higher standards of service 
in the store. It contains a desire 
for what is new, smart. bold, alive. 
And it ne ludes convenience doing 
business where the customer now 
lives. 
“It is 


movement must be upward and out 


obvious, then, that our 


ward. In styling, in quality, in ser 
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vice, In price, in display techniques, 
in promotion, in store location and 
involved in 


design, in everything 


selling a pair of shoes, we must 


move up and out with our market.’ 


* * * 


Raven K. CARMAN of Carman’s 
Fine Footwear, Bartlesville, Okla., 
says: 

“Prepared business forecasts seem 
to indicate a continued rise in most 
all businesses. And this continued 
prosperity is bound to have a direct 


Vore 


people are buying homes, cars, and 


effect on the shoe business 
all kinds of appliances. They have 


more time to relax and more money 


in the pay envelope so more can be 


spent on apparel, and especially 


shoes. Shoes should fare well in 
this increased spending because they 
have to be bought for Sper ial pul 
poses when it comes to recreation 
Ihe retailer who takes advantage 
of this will see that his customers 
are encouraged not only to buy spe 


work, 


will see that they also 


cific shoes for office and 


school: he 


buy shoes for play such as beach 
golf, tennis, boating and other spare 
time activities. He will also see 
that they buy special shoes for 
lounging 


rv, for 


evening weat 


in the patio, lor watching 


the cocktail hour and for 


SAM hl. P. HERSH of Lloyd and 
Haig Philadelphia BUYS. 


‘1956 should be a banner year 
for us in the men’s shoe business 
Our trade has been steadily impros 
ing over the recent period and we 
feel certain that with the mounting 
interest in mens footwear and the 
readiness to buy shoes instead of 
just windoy hopping, things 
should be very good 


ad of ople buy 


hoes They will continue to buy 


SCTrVICe ius well ais 


where they get double value 

‘A man generally knows what he 
likes and what he doesn't like. When 
your busine s depends on someon 
liking the shoes you sell, you ill 


be smart to give him what goes with 
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it—the best fitting service you have. 
You want him to decide that he’s 
back to 


he is in the market for more 


coming your store when- 
ever 
shoes. Giving each customer the 
chance to make his buying decisions 
but also giving him the best kind 
of help, is your investment towards 
better profits. A shoe man’s optim 


ism about the future of his busi 


emerge out of thin 


both 


knowledge and tireless efforts to 


ness does not 


air. He has applied shoe 
please and found they produce re- 


sults 





W ALTER SIMMONS, manager of 
the Hoxsie Shoe Store in Warwick, 
mR. Bes 


“Suburban 


says 
stores are ar 


that has 


shoe 
complishing one factor 
been of major importance, They are 
bringing in people who are hap 
pier, more relaxed and in a much 
better buying mood. I believe this 
is due almost entirely to the neigh 
borhood location, the saving of time 
This is 
making the salesman’s job conside 
better 
does not have to deal with the tense, 
that 


and the ease of parking. 


ably and easier because he 
hurried and anxious customer 
downtown problems produce. Fo: 
these advantages in buying their 
shoes, we find that people willingly 
adjust their preferences to meet the 
store’s merchandising offerings. 
“Our experience has been that a 
good stock of medium priced foot 
is the best bet for suburban 


1 he 


have a modern, downtown appear- 


wear 


selling. suburban store must 
ance and it must be kept up with 
good displays and attractive met 
chandise. We hire a professional 
window trimmer because we do not 
have the necessary time to give to 
our windows and because he can 
give a professional touch that is 


worth the money.” 
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Harry S. BIRNBAUM. who de- 
scribes himself as “a very happy 


RecorperR subscriber,’ submitted 
the following bit of shoe humor 


with apologies to Irving Berlin: 


“THERE’S NO BUSINESS LIKE 
SHOE BUSINESS” 


“There’s no business like shoe 
business, 

Like no business I know. 

Kverything about it is revealing, 

Kverything from “T.O.’s” to 
“Floats,” 

Everything from “P.M.’s” to 
corrections, 


Without 
| hey 


exe eptions 


start to grow, 
. an” 


“There's no people like shoe people, 
Like shoe people | know. 
kverything from managers to 

bosses 

Everything from profits to losses 
Everything from krum forwards 
to bum forwards 

With the complaints, 


They make you faint. 


* 7 ” 


“It’s heart attacks——and 
Sacroiliaes— and 

Break your backs 

sy the score. 

All at once you find yourself a 
GOOD shoe store, 

You ll never work for anyone, no 


more, 


STO 


4 


You open up and think 

A real gold mine 

How they'll stand in line, 
And you'll take your time. 


“And, all at once 

You wish you were back at 
Moe’s 

At least you got yours, 

Without the woes. 

You went home every single 
OK: 


Y ou nevel 


week 


worried about the 
day 

You never even had a “Beat Yes- 
terday” 

Then——let’s get on with the 
SALK—you wail 

THEN LET’S GET 
THE SALE.” 


ON WITH 


Harry PIERCE, women’s shoe 
buyer at T. A. 
waukee, Wis.. 


‘A tip to retailers—-a lot 


Chapman Co., Mil- 
says: 

more 
casuals can be sold earlier in the 
Spring and right on through Sum- 
mer and Fall. Promote more pas- 
tels in dress patterns; there will be 
a greater acceptance of them next 
Spring. Soft construction will be a 
in Spring and 


big selling point 


Summer of °56, with greater em- 
phasis on mid-heels and down to 
12/8 and 14/8 tiny shaped heels, 
with block heels increasing in de- 
mand, Watch out for big heel in 


terest.” 


e 
<e V/96/Lp 


Boot and Shoe Recorder 

















Tuis handsome Western Wellington, in rich tan calf, is a 


new-comer to the boot fashion scene and an excellent am 


ple of a family of styles that is selling exceptionally well in 


better grade shoe stores the country over. They are in no 


sense competitors of Cowboy Boots, because their conven 
tional walking soles and heels are practical for so many 
outdoor activities. 





i 
- 

ae 7 

*. * Z 

7. ae % 

lta LL tee a 

-—- ba 


The nine inch shallow s illop Lops and over-the-lop eat 


We stern touch 
ipparel and foo é It 


this pattern give it the free-and-eas 


men admire in 


detailin 
well cut 


strained and it is ¢ Kceptionally 


permittin 


worn under or over the cuff. For further informatio 
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Utility, Comfort and Style 


Ww. STERN boots are enjoying anew era ot} popularity, 


very day more people are discovering the easy com- 
fort. utility and distinctive casual styling of boots that 
American, 


are traditionally Along with the more prac 


tical aspects of cowboy boots we have uncovered some 
Western boot 


preference that today are changing the long-established 


historic facts about styles and consume! 
characteristic appearance of Western footwear 
Back in the days of the Pony Express when a quick 


didn't 


shaved dow n head’ 


velaway mean a “souped-up hotrod” with a 


cowboys had their boots designed 
with narrow pointed toes and high wooden heels so 
they could mount a horse fast. The pointed toes could 
be thrust into the saddle stirrups in a hurry and the 


Almost 


boots have undergone a revo 


high heel provided backstops. unnoticed, the 


heels of these early-day 


lutionary change. They have become more comfort 


able and more functional for either riding or walking 
Cowboy boots with blow k heels of live crepe rubber are 
sold at increasing volume and customer surveys indi- 
cate a strong desire for more of these modifications. 
Today, the distinctive 


narrow toe style is not so 


much a necessity as a tradition, Yet, in a quality line 
of boots you will find manufacturers designing, test- 
ing and offering for sale new comfort lasts that retain 
the trim, slender toe but give more comfort and better 
service, 


Across the 


outdoor enthusiasts are helping to shape the styles of 


nation the demands of a new 


( rop of 


boots being sold today. Suburbanites, dude ranchers. 


hunters, fishermen and hikers are putting this practical 


footwear to use on a nationwide scale. They have found 


these boots adaptable for all-purpose outdoor wear 


[TURN TO PAGE 66, PLEAS! 


1 group of 10 inch and 12 inch 
top Cowboy Boots for men and 
women featuring low and stove 
pipe scallops in stitched and in- 
layed patterns: Texas Boot Co 
two from Voc ona Boot ( 0., and 
{cme Boot Mfg. Co. 


Below: “Plain and Fancy” Cow- 
boy Boots in unusual stitched, 
inlayed and jeweled treatments 
in a variety of types and heights, 
styles left to right: Two from 
Olsen-Stelzer Boot & Saddlery 
Co., Texas Boot Co., Nocona 
Boot Co., and C. H. Hyer & 


Sons, Inc. 








Mark 
Western ai 


boots... 


r ’ , " ver 
[he Past Few Years Have Seen Many Changes in Their Styling and 


Fitting Qualities but Cowboy Boots Still Retain Their Basie Romantu 
{ppeal for All Who Love the Great Outdoors. 





Cowboy Boot styles for youngsters illus- 

trated above, from left to right: Goding 

Boots, Inc., Texas Boot Co., Acme Boot 
Mfg. Co., Acme, Goding, and Texas 


At right, a group of 10 inch top deep 

scallop boots in a variety of leathers and 

treatments: Acme Boot Mfg. Co., John A 

Frye Shoe Co., Inc., Nocona Boot Co., 
and Goding Boots, Inc 


Below: A group of 12 inch top boots with 
lower scallops featuring an attractive use 
of stitching and color inlays, styles left to 
right: C. H. Hyer & Sons, Inc., John A. 
Frye Shoe Co., Inc., three from H. J. Jus- 
tin & Sons, Inc., and Acme Boot Mfg. Co. 











Avmost as old as the creation of the human foot is 
the question how to shoe it profitably. Until just a few 
years ago this was a problem faced almost singly by 
the retail dealer. While manufacturers were quick to 
praise successful dealers and offer promotional aids 
in large doses, few made any attempt to diagnose the 
problem at its grass roots. Now, with a stronger link 
established between manufacturers and retailers, the 
profitable operation of a boot department has become 
a matter of mutual interest. 

One of the first requisites of a successful retail boot 
operation is a full 40 per cent markup. While this alone 
does not guarantee meteoric rags-to-riches prosperity, 
it does offer the necessary profit margin for sound mer- 
chandising to put a boot department on the black side 
of the ledger. 

The retailer, when selecting a profitable boot line to 
stock, should look for these merchandising features: 

|. Full 40 per cent markup. 

2. Steady flow of new styles, comfort features, and 
selling aids, 

3. Quality products by an established manufacturer. 

4. Healthy factory in-stock service program. 

\ well-planned factory stock service program is de- 
signed primarily for volume selling with a full profit 
margin, By taking advantage of this stock service, the 
dealer can keep inventories current and increase the 


turnover of a diversified sales stock without sacrificing 





The Mass Exodus to the Suburbs Has Created 
a Whole New Market for Western and Sports 
Style Boots. Those Who Wear Boots for Fun 


and Sports Have Terrific Purchasing Power. 


his full markup. The program is flexible, to maintain 
a complete stock of sizes and styles during rush periods. 
This plan, when put into full operation, makes maxi- 
mum use of the manufacturer’s facilities. It has proved 
effective and profitable in both large and small dealer- 


ships because it can be custom-styled to the individual 





operation. 

In the last few years, footwear statistics have indi- 
cated an increasing popularity in Western and sports 
style boots. This new trend toward boots for work, 
play and leisure can be attributed to many factors. 


Attractive wall displays stir the customer's imagi- 

nation while he is being fitted. Usually the cus- 

tomer enters a boot department completely unde- 
cided about the purchase he intends to make. 
































' 








First, boots are being designed with more obvious 
qualities. Manufacturers have concentrated on com- 
fort features and better styling; and some companies 
are making boots available with new water repellent 
leathers. The mass exodus to the suburbs creates a 
whole new market; and the shorter work week has 
given more time for outdoor activities. Millions of men 
have been introduced to bootwear through duty in the 
Armed Forces. 

All of this adds up to more business and bigger 
profits for the retail dealer. To capitalize on this grow- 
ing potential, the dealer should stock, display and pro 
mote boots which offer these modern comfort features 
with trim styles and new leathers. 

The demand for boots is established and growing. 
The retailer, by stepping up point-of-sales activity, can 


benefit from boot sales as never before. 


BOOTS ON DISPLAY 


Heading the list for dealer point-of-sales displays 
are street level windows and boot department interiors. 


To regular customers they will show what is new, to 


the passerby they will tell very quickly the variety of 
boot styles offered, and will give a general idea of what 
he may expect to find inside. Window displays that 
are too elaborate have a tendency to become cluttered 
and distract from the merchandise. A good policy to 
follow in window decorating is to keep the display 
orderly and clean, and to change it frequently. Many 
times, small, simple display pieces furnished by the 
manufacturer can be used to good advantage to pin 
point one parti ular boot and draw attention to the 
entire display. 

The retail boot department should have a relaxed, 
unhurried atmosphere . . . away from arterial trathe 
Comfortable chairs, carpets and simple uncluttered 
appointments are conducive to relaxed leisurely shop 
ping. In livingroom-like surroundings, customers are 
more receptive to the salesman’s message and less in 
clined to conduct a hurried transaction. They will be 
more concerned about quality, pay more for thei 
boots, and be better satisfied with the purchases and 
service. If one wall of your boot department is used 
for stock shelves . fine. Add interest to the stock 

[TURN TO PAGE 64, PLEASE | 


Profitable Boot Department 





President Lester Hamley and vice president David 
Hamley of Hamley’s, Pendleton, Oregon, inspect a 
hoot made with the new Stylflex tanned leather 


The boot department at Hamley's. In easy, com 
fortable surroundings, customers are more recep 
tive to the salesman’s me age and buy hetter boot 









Net the Stage for Easter 


An Early Easter—April Ist This Year 

and a Strong Trend to Getting Spring Shoes 
in Early; Added Together These Two Fac- 
tors Mean That You Are Probably Right 
Now Promoting the New Season’s Shoes. 
And, in Another Few Weeks, Will Be 


Launching Your Easter Promotions. 












lvory color textured sued 
ed leather in very open 
pump. Mannequins. 








Black Persian design on white cal} 
pump with black patent trim 
shown in photo, right. From the 
Delman Resort Collection. 


Stripping T-strap in red 
kidskin, on 15/8 heel. 
( oquetle by Prima. 





Black patent leather sling 
pump with white trim 






This design by | alentine. 
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How do you pick your styles for your Eastet pro- 
motions? Do you take the highest fashion shoes from 
your shelyes—limited in pairage but valuable in prestige 


or the real bread and butter styles or shoes that 


combine style with appeal for the majority of your 
The 


this last group. They have been selected both for their 


customers ? shoes that we show here represent 
style appeal and their record in early business for the 
manufacturers. They are on heels from 14/8 and 15/8 
to 17/8 to 24/8. 

Every manufacturer is talking about patent leather: 
all-over black patent: patent trimmed with white ot 
with black faille; and, less often, patent touched with 
gold, After black patent the choice runs to the beige 
to middle brown family, Here, even the very light beige 
and: the ivory or off-white are expected to do early 
business and up North as well as in the Southwest, The 
trend to selling very light colors very early is strong. 

This beige-to-brown family is not second choice with 
takes 
place with some, some earlier high style predictions 
After three 


families, there will be some Wedewood blue. some red 


all manufacturers, however: navy blue second 


notwithstanding. these 


colors or color 


Sweater lop) pump in 
Ribbonaire mesh on 15° 8 


heel. Styi-Kez. 
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rs / 
SI / 
Stuched pump with oll 
ornament 14/8 leathe 
heel. British Walker , « j 





.. tart Promotions karly 


not much and perhaps not enough according to some 
manutacturers 
The 


leathers: 


maybe a little green, a pastel avocado 
Glossy 


materials story is an interesting one, 


some luster; matte surfaces; smooth finishes; 
suedes; textured surfaces, including shrunken leathers 
and reptiles; vinylite and mesh are all being used. The 


freshest looking are the matte finishes and these promise 


to be very good for Spring. In dark colors they are 
brightened with black patent on black matte or navy 
luster on navy blue, In pastels, this velvety looking 
urface needs no shiny touches. It is-very soft and lovely 
alone. Don't be afraid of these dull finishes and the 


light colors. They are considered very right for early 


“pring this year 
Color 


vinyvlite are than the 


and design in newel 
plain colorless transparent type but the latter is still 
being used, often in interesting combinations with 
leathers. Mesh holds a position all its own, year after 


Lace kind this year 


4 


Veal mesh is the best selling 
Pretty tailored pump, con 
servalive toe ope ning 


17/8 heel. Rhythm 


Ste p 
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Slender toe black went 
ende OF Mu pe f es 4 ow 
leather pump with faille s 
collar boot klau § Halter hack punip in GY 
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heel, trim, Red Cro cad 

























How the Leading Shoe 


‘Lhe Big Five produced 150 million pairs or 25.9 percent of the total. 
Their combined dollar sales were $780 millions. 





The Big Ten produced 175 million pairs or 30.4 percent of the total. 
Their combined dollar sales came to $885 millions. 


The Big Twenty produced 200 million pairs or 34.7 percent of the total. 


Their combined dollar sales amounted to $973 millions. 


Tut nations 20 leading shoe pro 
ducers on a pairage basis in 1955 had 
a total output of 200,407,272 pairs. 
This was 34.7 per cent of all the shoes 
produced in the U.S, last year. Thus. 
about two per cent of all the 1000 shoe 
manufacturers accounted for more 
than one-third of all the shoes. The 


total dollar sales earnings of these top 


20 firms came to about $973 millions. 

The top 10 producers had a total of 
175,502,745 pairs, or 30.4 per cent 
of the industry’s total. Thus, this one 


per cent of shoe manufacturers ac- 
counted for almost one-third of all the 
The total dollar 
earnings of these 10 amounted to 


$885,015,132. 


shoes made. sales 





How the Top 20 Shoe 


Manufacturing Firms 


Rated In 1955 on Pairage Production 


1955 Rating 


Pairs Produced 





Position Company 1955 1954 
| International Shoe Co. 52,313,612 50,775,096 
2 Endicott Johnson Corp. 34,757,384 31,714,332 
3 General Shoe Corp. 27,994,000* 25,400,000 
4 Brown Shoe Co. 25,017,994 22,471,096 
5 J. F. McElwain 10,100,000* 9,600,000* 
6 Craddock-Terry Shoe Corp. 6,114,945 5,324,573 
7 Consolidated National 
Shoe Corp. 5,200,000 5,000,000 
8 Sudbury Footwear, Inc. 5,150,000 5,000,000 
9 U. S. Shoe Corp. 4,779,810 4,599,268 
10 Green Shoe Mfg. Co. 4,075,000 3,800,000 
it Lown Shoes, Inc. 3,334,640 2,510,800 
12 Wolff-Tober Shoe Mfg. Co. 2,772,887 2,808,251 
13 Ettelbrick Shoe Co. 2,600,000* 2,300,000* 
14 Kesslen Shoe Co. 2,557,000 2,521,000 
15 Ideal Baby Shoe Co. 2,540,000* 2,250,000* 
16 Moran Shoe Co. 2,450,000* 2,300,000* 
17 Knapp Bros. Shoe Mfg. Corp. 2,300,000* 2,100,000* 
18 Albert H. Weinbrenner Co. 2,250,000* 2,100,000* 
19 Selby Shoe Co. 2,100,000* | ,900,000* 
20 H. H. Brown Shoe Co. 2,000,000* 1,900,000* 
200,407,272 186,374,416 


*Close O@pproximation 


Note 1 


Other firms probably eligible for position in the top 20, but whose 


figures are either not concluded or officially available would include Cosmos 
Footwear (3.2 million), Hubbard Shoe (2 million), and Weyenberg (2 million) 
These are RECORDER estimates 












The leading five producers, repre- 
senting one-half of one per cent of the 
nation’s total, had a combined pairage 
of 150,182,990, which represents 25.9 
per cent of all the 578 million pairs of 


shoes produced in 1955. The combined 


dollar sales earnings of these five man- 
ufacturers amounted to $780,066,089. 

Total dollar sales for the top 10 
shoe manufacturing 1955 
showed an increase of 9.6 per cent or 
$77,348,500 over their earnings for 
1954. 

While the 


“Bigs” had a highly successful year, 


firms in 


shoe manufacturing 
it’s interesting to note that their per- 
centage of gains was less than for the 
smaller firms. For example, the top 10 
firms showed a pairage gain of 7.2 
per cent over 1954, while the next 10 
firms showed a pairage gain of 9.8 
per cent. Both these gains were below 
the 10.3 per cent gain in pairage for 
the industry as a whole. Therefore, 
it’s estimated that the industry’s medi- 
um and smaller-sized firms averaged 
a pairage gain of better than I] per 


cent over 1954. 


Another interesting finding: the 
“Bigs” in 1955 took a smaller share of 
total production than in 1954, For 


example, the top five firms in 1955 
accounted for 25.9 per cent as against 
26.7 per cent in 1954; the top 10 
accounted for 30.4 per cent as com- 
pared with 31.2 per cent in 1954; and 
the top 20 firms accounted for 34.7 
per cent as against 35.6 per cent in 
1954. 

Individually, some of the “Bigs,” 


gains, are get 





even though showing 
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PER CENT SHARE OF 
TOTAL PAIRAGE OUTPUT 
BY BIG 5 


1955 1954 


International st Rs, 
Endicott 
Johnson 
General Shoe 
Brown Shoe ; 
J.-F. McElwain $1.8 





25.9%, 26.7%, 





ting a smaller share of the total. For 
instance, in 1955, International Shoe 
Co., largest of all, accounted for 9.1 
per cent of the nation’s total pairage 
output, as compared with its share of 
9.7 per cent in 1954, and 10.4 per cent 
in 1953. General Shoe Corp. dropped 
from 4.8 per cent of the total in 1954 
to 4.6 per cent in 1955. However, this 
is still a substantial climb from its 3.7 
per cent share in 1953, 

It requires a minimum of two mil- 
lion pairs in production to rate among 
the top 20 shoe producers. There are 
about 24 shoe manufacturing firms fit- 
ting into this category. Incidentally, 
one of the “surprise” members of the 
group is Sudbury Footwear, Inc., 
eighth largest producer with 5,150,000 
pairs, and only a shadow out of sev- 
enth place. This firm, with plants in 
Massachusetts and Maine, is only ten 
years old, and has shown an unprece- 
dented and phenomenal growth in that 
short period. The company produces 
women’s and girls’ flatties in the low- 
middle price range. 

It’s estimated that there are about 
35 firms producing one million ot 
more pairs annually. Incidentally. 
among those close to the two-million 


pairs mark are Weyenberg (1.9 mil 
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Rated in 1955 


lion), Bourque-Songo (1.8 million), five specialize in women’s shoes; four 
and Medwed Footwear (1.750.000). make children’s shoes; two make 
It is estimated that the largest 50 women’s and children’s; and one each 
shoe manufacturers account for ap- make men’s and women’s, men’s and 
proximately 50 per cent of the produc- boys’, and men’s and children’s, 
tion, while the remainder is divided What general conclusions can be 
among the other 950 producers. drawn from these figures? The shoe 
Of the top 20 firms listed in our industry, apparently, is one in which 
table, nine are from New England a small number of big concerns have 
(Mass., N. H. and Me.); five from made impressive gains, side by side 
the midwest (Mo. and Ill); three with a much larger number of smaller 
from the mid-Atlantic area (N.Y. and concerns which, in the last year, made 


Ohio); and one each from Tenn, and even greater progress. There is no 
Va. immediate threat apparently, of what 
Of the top 20, six are makers of the courts in some other industries 


’ - : . 
men's, women’s and children’s shoes: have defined as actual monopoly 





How the Top 10 Shoe Manufacturing Firms 
“Rated” In 1955 on Dollar Sales 


1955 Rating Dollar Sales 
Position Company 1955 1954 


| International Shoe Co. $262,413,803  $246,764,550 
General Shoe Corp. 167,863,881 150,074,016 
Brown Shoe Co. 159,480,879 138,931,692 
Endicott Johnson Corp. 143,057,526 133,316,999 
J. F. McElwain 47,250,000* 45,000,000* 
U. S. Shoe Corp. 33,585,675 29,604,404 
Craddock-Terry Shoe Corp. 27,133,368 23,714,972 
Consolidated National 
Shoe Corp. 18,930,000 16,360,000 
Green Shoe Mfg. Co. 16,300,000 15,200,000 
Sudbury Footwear, Inc. 9,000,000 8,700,000 





$885,015,132  $807,666,633 


*Close approximation 


Note 1: The above are the 10 top pairage producers. However, at least two 
firms in the second 10 had larger dollar sales: Wolf-Tober with $17,100,000, and 
Lown Shoes with $16,990,635 


Note 2: Aft least three of the 10 above-listed firms own and operate retail 
outlets, and these retail sales figures are included in the total dollar sales. These 
figures are usually kept secret, and hence it is impossible to separate manufac 
turing from retail dollar sales in these instances 


Note 3: Estimated total! dollar sales for the first 20 pairage producers for 1955 
is $973 millions. While the top 10 had sales of $885 millions, the second 10 
componies had fotal sales of $88 millions 








The shoe salon faces a busy aisle with more than the usual amount of 


traflic. 


{t the left (not shown) is a wrapping counter. 


A Remodeled Shoe Salon 


Stock Space for 33,000 Pairs of Shoes Is 
Provided in the Women’s Better Shoe Salon 
of J. N. Adam & Co., Buffalo. The Large 


Volume Made Remodeling Necessary. 


Tw women’s better shoe salon of J. N. Adam & Co.'s 
large department store in Buffalo has always been a 
bright and inviting spot. It is on the fourth floor and 
adjoins millinery and one of the women’s apparel se 
tions. It is at the head of an ascending escalator and 


bank of Much of the trafle 


fo a ladies lounge and a popular photographic depart 


near a main elevators. 
ment passes by the front of this shoe department. At 
tractive displays are accordingly always set up along 
this busy aisle and result in more impulse sales than 
are usually experienced by this type of department 
Business in the department had increased to the 


had 


both on the selling floor and in the stock room. 


point where it become uncomfortably cramped. 
It was 
decided, therefore, to enlarge the department and re 
furnish and redecorate it. 

The department was increased 20 per cent in general 
area, new wrought iron trims, display racks and tables 
were added, new rugs were installed, the upholstered 
furniture was re-covered and the entire section was 
lreshly painted with a background color of beige and 
a soft green trim, Display cases are all shadow boxes 
set into the walls, each used for a special brand of shoe, 
with the name of the brand spelled out in wrought iron 


on the wall above the case. The department can seat 90 
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by ETHELYN WELLER 


overt rowding 


3.000 


customers on chairs and sofas without 


Stock 


pairs of shoes in comparison with a former 


space was increased to accommodate 3 

25.000 
pairs. Stock is arranged according to types, the first 
section featuring low heel black calf shoes: the second, 
high heel black calf: then low heel black suede: high 
high 


a sec tion for colored shoes. 


heel black suede; low heel brown calf and suedes;: 
heel brown calf and suedes: 


divided according to colors-—-green, red and navy: a 


section for wedges and casual types: another for pat- 


ents: one for bedroom slippers and one for rubber 


goods, These sections are carefully marked, with a 


perpetual inventory for needed items and a complete 


inventory when full store inventories are wanted o1 


when a large seasonal order makes this practical. 

The department is under the management of John C. 
Flynn, merchandise manager for ready-to-wear depart- 
rO PAGE 64, 
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YOU MUST HAVE THEM 
? TO SELL THEM! 











And this year’s Easter rush promises to be the biggest 
in history, so you don’t want to take chances on losing 
sales because of low stock. That’s why your size-up order 


right now is the most important ever! 


Estimate your sales... mail your order today. Then just 
sit back and let our in-stock department set you up for 


SPN AC § a big season. Immediate delivery 


Terms 5°7,,—30 days f.0.b., Reading, Pa 


WANCON fi 
Ns All H\ 0 
Oficial Girl Scout and Brownie Scout Write for our new Spring catalog 
Shoes 
+r & noart 
Aiid JUDD J 


FINE QUALITY CHILDREN'S SHOES SIN(¢ 
by Pro «tek eliy 


Curtis: Stephens:-Embry Co., INC. READING, PA. 





TV's MOST POPULAR PERSONALITY... 
ADORED BY MILLIONS OF CHILDREN 


will bring the Kids swarming into your store! 


Regardless of whether or not you agree in principle 
with the idea of kids throwing tantrums until thei: 
parents buy products made popular by TV programs 
. you've got to admit it sells merchandise like no 
other phenomenon ever encountered in retailing. 
Combine that terrific sales appeal with a product that 
mothers prefer even without promotional tie-ins, and 
you've got a profit potential more valuable than a 


uranium mine. 


The most popular children’s slipper in the country — 
Welleo FOAMTREADS ... now has the added impact 
of a pattern featuring the most popular TV children’s 
character on the air—Howdy Doody. The only thing 
you'll ever have to worry about is handling the traffic. 


Tie-in! Colorful promotion and 
display material free to all dealers! 


Walby 


oway 


for boys for girls 


Even the BOX 


has sales appeal! 


The full-color box ~ e , ae i MOMMY! 


alone is a ; 
terrific sales builder. », BUY ME A PAIR OF THOSE - 


Cut-outs provide 

the youngsters with a 
miniature Howdy Doody 
T-V stage set 

all their own! 


WELLCO has exclusive rights to Howdy Doody promotions for children’s slippers 


CHICO SHOE CORP cnueenc | ee 
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fashions Lorefionl 


Notes on Important Developments in the Field 


THREE shades of mauve—Perkin Mauve, Perkin Lila 
and Perkin Orchid 
I'he Color Association of the United States, Inc., in honor of 
the the 
synthetic dye, Mauve, by William Henry Perkin in England 
in 1856. Climax of the celebration will be held during the 
week of September 10th at the Waldorf-Astoria in New 
York under the sponsorship of the American Association of 


have been chosen to be featured by 


Centennial anniversary of the discovery of first 


Textile Chemists and Colorists. 

One of the 27 
production or application of color in the field of industry 
United States, 


leading organizations concerned with the 


Association of the 
- ‘olor 


Perkin’s discovery, 


and science, The Color 
Harmony from Fashion to 
Miss Tennis, the 


man’s de 


will sponsor the topic, 
Industry.” Associa 
lion’s executive secretary pointed out, “ended 
pendence on a limited number of natural dyes obtained 
laid the 


foundation for our great modern dyestuff industry.” 


from the earth, plants, insects and sea life and 


* * * 


Ac AIN quoting Miss Tennis, this time on the entire range 


of Fall and Winter woolen and worsted colors, these colors 


“emphasize the growing success story of the brown to beige 


the fashion greens.” 
Pheasant Brown and Flax beige, are noted as particularly 
Misty Slate and Deep Black Mocha are de 


Amberwine and Etruscan 


family and rising importance of 
significant. 
scribed as more muted in feeling. 
Important greens 


Almond 


have a 


Copper are the new glowing spicy tones. 


are Tamarack, a rich pine green, and Green 


Bronze Moss and Spanish Olive, deeper in tone 


subtle yellowish tinge. Rosy tones; mauve-tinted vintage 


shades; garnet and brighter red; blues, both green and 


violet-tinged, and a lighter than navy blue; two neutrals; 
these complete the group. There are 12 basie groups of 
tone-on-tones called Winter Harmonies. 


of Footwear, Fashions, Colors, Materials 


A NEW imported Milan straw with a high luster is an 
sed in 
white blue 

is slated to be 


important feature of the Beleganti Summer line. l 


Mexican multicolor combinations; red and 


violet; and, especially, black and white, it 


i leading material in dressy sandals. Bags in the same 
Reporting on 
black 


‘round color 


straw have been made to sell with the shoes 
business, Sid Sandler 
Navy, he says, is 


W edg wood is very good 


Spring gives top rating to 


patent leather an all year 


Red too, Is good he note 


DISCUSSING heel heights, Howard Fox of the Fox Sho 
Manufacturing Co., sees an increasing demand for dressy 
styles on 14/8 and 18/8 as a strong trend. He 
the demand for a women’s country shoe in vegetable tanned 
sole. A shoe that 
he 


ornament, are the 


also foresee 
leather on a fine extension resembles a 
man’s Chukker, he calls it 

not the silhouette or the 


leather and the construc 


tion important 
things. In the Spring shoes now beginning to sell in the 


stores, he notes black as the important color; black patent 


first and then black calf to a less extent 

** # 
Wi rE holds a strong position in Summer lines. At Wol 
sam, Ted Goldberg reports that pearlized white in dressy 
styles leads the white parade. White with gold is important 
at both Newton Elkin and I. Miller 


white the leading Summer color in both smooth and tex 


David Evins reports 


In their new type of spectator, white with 


Here 


sometimes 


tured leathers 
French Bread is a popular combination the demand 
for white extends to take in white linen to dye 
and sometimes to combine with rustic silk prints. M. Wolf 
the either all 
Palter both 


finishes, the 


Sons also reports on importance of white 


over or with gold endorses white in lu tet 


ind matte latter in an ivory white 


s ¥ * 


Ture new idea are in Capezio’ Spring hoe Vhe 


Refined Workmanship Combines With Simplicity of Detailing 


Left to right; Low back, piped topline, V-throat 
pump trimmed in white, by I. Miller; Seamless 
and narrow back strap are quality features of this 
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pump on 22/8 heel, by Fox; Black and white lizard 
lining and seamless upper, plus resilient soft toe 
entirely hand-lasted pump, by Simone Shoes. 
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lapper borrows from a dancers shoe and makes the top Ti Irving Tanning Co, has brought out a long line ol 
lift of the heel of brass, silver or some other colored metal I ill colors many More than in any previous line iccora 
It is cited for it practicality sx well as its style appeal ng to Jean Olds. their stvle coordinator In these black is 
lhe new Pillow Back features simply a small piece ol given first place in style interest Iwo types are news 
oam rubber inside the back of the heel, designed to ensure black matte and a group of what are being « tilled “Design 
firm and comfortable fit, especially for the new low back Suedes all of which have texture interest. Black is new 
lone linall there is the new Tugger Lie taken directl he says. in its use with color and in these textured su 
rom the ballet we and used in the same way to contro ices. In the blue family. the is Wedgwood: Blue Delft 
fit at the topline i brighter navy: a classic Avocado green and Green Leal 
four grays, Steel. Charcoal which is a carrie 1 over color 
N bog with some beige in it and Smog [wo neutral ine 
EWS at Geilich Leathe Co. is Cambi-Teak, a leathe ie Ml a a, Ml k wteee of Shock Cole 
th a new finish, hand-stained, hand-rubbed aines me ’ ky eee nee a Bo “ae 
linvistie ie Cambi-Lura, a brushed leather and Camb ; ) 
Scamper, a full grain kip made in all buck and ruff color gested for beige-to-brown _ min ready-to-weal “.- 
High fashion colors in the Fall line. Mrs. Martha Geilic Hot Sauce, a mustard gold, also for casual Chow Red 
te ive Taupe Dior, a taupe that is lighter and warmes ood with the red in Fall tweed 
than the usual taupe Chutney. closel resembling the The lighter shades in the beige-to-brown group are Blond 








relish of that name; Shiny Penny tay Leaf: Greige and Walnut, New Earth, Winter Brown and Coffee Leaf. Darke 

Mushroom Antique Bronze Chutney Cale Tan and shades, true browns, are Winter Oak; Maple Bark Red 

Vopaze ave more for volume, she considers. Very high Bark and Brown Earth. In the reds are Red Leaf. note j 
fashion are Swissaire Blue. Swissaire Pink. Brass and is very good for the children’s market; Cognac, Red Woo 





Peacock Feather Continued colors that are expected to be 





ind Amber Leaf. In suggested combinations, Miss Old 


trong are Diabolo Red, London Grey, Amber, Cinnamor : 
puts Red 






and Green Leaf together: Wedgwood Blue and 






md IP; } b Rese ood F “old colo Iso good 
' pyrene " = theo tone Good Earth; Fog and Smog: Tan and Brown Birch; Wint 






An important new development at the Geilich tannery 





Drown and Coflee Le il Maple Bark ind Brown karth 
Brown Earth and Winter Oak: Amber Leaf and Cognae 


Feather Leather is big news at the Irving tannery. Ex 






Cambi-Bavon. Leather treated with this chemical formula 





is called “Bavonized” and becomes water repellent and 





water resistant to an unusually high degree. It has passed 





Army and Navy requirements and gone beyond them, it tremely light in weight, it has been especially designed fo 









rm ported the new trend In mens. women = and children's shoes 


retailers with an @yé on 






cash-ual business are keeping 






an eyé on 









WENDELL 0. McCRACKEN 

California - Arizona - Nevada 

17320 Rancho Ave., / 
Encino, Calif | 

Phone: STate 4-2215 














WAYNE R. BEHNEY 
Washington - Oregon - Idaho 
Montana - Utah 
7323 Brunswick, 
St. Louis 19, Mo 









a division of JOHANSEN BROS. SHOE CO., INC. ° St. Louis 8, Mo. 
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Hitch Your Wagon to a Star... 


‘ 
Celebrity Tie-l ps Put Your Store in Front of a Cheering Crowd 
of Fans. The Reflected Glory Shines on Your Cash Register, 


“No. said the wealthy Baron Rothschild to a man {CT X!Il OF 
who wanted to borrow from him, “I won't lend you the “SHOWMANSHIP IN’ BUSINESS” 


money, but | will walk with you arm in arm across the 
floor of the Exchange.” by ZENN KAUFMAN 
Thus we record what is probably the first example 

of a commercial celebrity tie-up—and a fore-runner of Speaking before the Sales Executives Club of Ne 
the movie tie-ups of our present day. Lux advertises its York, an executive told how a truck manufacturer sold 
soap as the favorite of the Hollywood stars. And thus $200,000 worth of his wares by bringing prospect 
vets the same advantage afforded the borrower in the see a movie in which his trucks were depicted plowin 
Rothschild incident. Lux gets the privilege of walking their way through the jungle without a breakdown 


arm in arm (in Ladies’ Home Journal and McCall's) lie explained that if an automobile manufacturer want 


radically new car, he 


with the much envied beauties of our silver screen to gain public acceptance of a 


Hollywood submits to this for obvious publicity reasons should send dozen or so of them out to Hollywood for 


Less pretentiously, but with equal success, a beauty directors to use in their productions. Its the quickest 


parlor in Nevada arranges with the cashier in the booth and surest way to start a trend 


of a local theater to “do” her hair for her in a different Commenting on the successful use of Buicl 
style each week. Though getting no nearer the screen Warner Brothers pictures, an article in) Printer 
than the front door, the beauty parlor like Lux tells us, “from an automotive standpoint tie-in 
shines in the reflected glory of the glamor created (with theaters are very easy and ve desirable, due to the 
an annual payroll of millions) by the world’s greatest fact that so many prominent actors and actresses make 
movie stars. personal appearances, and the use of a Buick cat 
Once a scene in the movie “It Happened One Night” while they are visiting the city is very easily arranged 
showed Clark Gable removing his top shirt and reveal and provides excellent publiei No attempt 
ing the fact that he wore no undershirt. This seemingly made nationally to have deales e-up with theates 
trivial incident resulted in a vigorous protest from although in a great many places this was done auto 
undershirt manufacturers who found their sales drop matically 
ping off at an alarming rate. Conversely, when a stat In a timely tie-up with a current war picture pla 
is shown using a new car or fancy accessory the public at a local theater, a dealer in Bethlehem, Pa taved 
is quick to voice their approval of the new product war on old tires. In his windows were placards adver 
through the medium of increased sales tising the movie and press clippings of war news all 


over the world Viiniature cannons, machine un it 





other we ipons were pointed at a batch of old tire ind 
poster announced WAR DECLARED ON OLD 
PIRES 


Movie tie ups of this kind represent commercial show 


HOW'S YOUR SHOWMANSHIP? 

Each month our autographed copy of 
SHOWMANSHIP IN BUSINESS is given 
Jor the hest example of shou manship 
sent in by a reader of Boor ANd SwHot considet how-business tie-ups of all kinds As for 


manship at its best And in the ime class we should 


Recorper. Tell us of something you ve example, the cireus tle-up u ed by Studebaker and the 
done or even something you ve seen that {ole Brothers Circus When the circus comes to to 
has helped add that extra touch of dramattu 


the Studebaker Coupe is always part of the parade 
interest, 


Vore important to dealer however, is the part taker 
, i 
FREI by Studebaker irs in the actual circus acts themselve 
‘THE SHOWMANSHIP: YARDSTICK Nitty nieita: 30 dena dhcetin: siti alsin tin weall a 


Send a self-addressed envelope for your i dos CHUM ? ol a standard coupe When the 


lree copy ol The Showmanship Yardstich ire all out i loud pe iker boom This rive 
a 12-point check list of the elements that ome idea of how any peo can get into the 


make a good shou ‘ stu 1, | ke ' ( upe 
aena oup 
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© ur Disney 


PROOUCTIONS 


Alert retailers are now capitalizing 
on the power of Walt Disney's 
Mickey Mouse, star of the daily 
Mickey Mouse Club TV show... 
now leading all other daytime shows 
in the Nielsen ratings! What an 
opportunity to attract new customers 
with real fun and excitement! Write 
to see if a Mickey Mouse Shoe 
franchise is open in your community. 


TRIMFOOT COMPANY - FARMINGTON, MO. 
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CINCINNATI 


aur DISNEY'S 


F THE BEST KNOWN 
THE WORLD 


work for these Mickey Mouse 
Shoe Franchise stores 
---and many others 
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SHOES 
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COLOR DOMINATES SHOE 
SALES IN NEW YORK 


SHOE retailing in New York has had 
to take its cue from the weather. On 
those rare days, these past few weeks 
when the weather has been fair, bright 
and not extremely cold, trafhic in shoe 
stores and departments has been most 
volume Wis 


satisfactory and sales 


good. But on cold, wet days, there 
wasn't much selling activity. Cleats 
ance sales have just about petered out 
and now shoe retailers are going after 
the consumers’ dollar with attractive 
displays and promotions. 

Despite the weather, or perhaps be 
cause of it, color has been a dominant 
selling feature and along with black, 
there has been good response to com 
binations of colors—red and_ black 
French Bread with 


black, ete The 


toast to bamboo shades have been im 


gray with black, 
flax, avocado with 


portant. One store called them “mu 
tation shades, specially created, and 
good as a mink stole with anything 
now and far into Summer. . . heather 
mink suede and ranch mink brown 


Ot... 


indicated: 


Another exclusive shop 
“French Crust fresh 
daily, this golden tan crisped with 
white, pink or light blue, also black 
patent.” 

Vinylite has had surprisingly good 
vinyl 


customer reaction. The clear 


being sold is trimmed with pastels 
“with the flowers of 


There 
is generally a touch of glitter, whether 


luster leathers o1 
her dress,” as well as white. 


it is in the heel or the fastening o1 
the strap 

Those 
bound have been showing a preference 
Gold has 
both all 


over and as a trim. One of the store 


customers who are resort 
for white with gold trim. 


been getting good reaction 


promoted a paisley with gold wedgie 
for “North, South or West.” One ad 
vertisement that caused a good deal 
of comment concerned the Model Ff 
Pump — “history-making construction 
molds 
the body of the shoe.” 


featured in black suede with red. blue 


a supple sole up and around 
This shoe was 
gray, green or tan sole: white suede 
with red, blue, yellow or tan sole 
and when displayed in the store win 
dow it attracted many passersby 


Shoe retailers in New York are op 
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timistic about the opportunities for 
selling their new shoes and look tor 
ward to registering hgures that com 
pare favorably with last years for the 


same period 


* - x 


BALTIMORE RETAIL TRADE 
STAYS BRISK 


I was conceded by representative 
down-town department store shoe buy 
ers in Baltimore that holiday business 
was brisk and much better than for 
the same period of 1954. This posi 
tive momentum also carried over into 
the second week of January, 1956 

After discussing past business 
these shoe men began to discuss thei 
plans for Easter. One dealer said 
“For Spring and Easter business, we'll 
have calfskins in a complete line and 
selections in all price ranges 
going to promote calfskins 
corkettes and Veluto calf. Spring 
colors stressed will be Black pat 
ent, blue calf tones, red and 
wedgwood blue in prices ranging from 
$9.95 to $32.95 

“In March, we reemphasize our sell 


patent 


beig 
weige 


ing patterns and shoes in stock by re 
ordering on depleted stocks of origi 


We're 


Ton YY 
Vi i-Retail Trade 


nally ordered shoes. 

“Generally, there wont be too much 
change in styles for Easter and Sum 
ner vacation The change in shoe 
over 1955 will be in the textured 
leathers and materials rather than in 
STYLE 
ind luster calf giving way to the trend 
in duller leathers. The silhouette for 
19567 
line and the thin heel treatment.’ 

Another 
plans for Easter, stated 


1955 opalese ent leathers 


The only thing new is the *A 


in discussing hi 
“We expect 


also the 


buyer 
patent to he good beige lo 
brown family in calfskin and blue 
calfskin $19.95-$21.95 
aster is a good deal earlier this yeat 


from since 
than last year, closed and open pumps 
will be good. Open shoes will be bet 
ter as we get to late opring , 

uch as these came from 
“For Janu 


iry, cruise wear is selling well; seems 


Comments 
inother shoe spokesman 
much better than last year from 
$16.95-$26.95 
tors in clear Vinylite in the extremely 
open look. We have, also, a blue back 
ground print in silk fabric which j 
$16.95 in the 


mainly in springola 


selling very well at 
closed pump and sling pump 
“In March we will continue to sell 





nder 


1. Milles 
|. Miller, Fifth Avenue, New York City, uses “White and Gold" for 
the dramatic theme of this well-designed advertisement which is 
distinguished by the excellence of its illustrations and effective use 
of white space. 
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pre-kaster types ol dress-up shoes at 
about $10.95-$24.95 in black 


(neck and neck in 


patent 


blue and beige 


popularity), red (4th) and wedg 
wood (5th). The style will be silhou 
elte n Closed and open look 

In April, well begin to present 


pectators in black and white, blue 
ind white and brown and white from 
$10.95 to $18 95 


$4.99 to $12.95.” 


also casuals from 


SPRING SHOE BUSINESS 
PICKING UP IN CHICAGO 


R; PAIL Spring shoe business is just 
beginning to gather momentum in the 
Chicago area, Clearance sales have 


luken up most of the attention sinee 


ist after the holidays. Practically 
ill of them have done well in clean 
ing up merchandise, leaving stock 
n excellent condition 

During this sale period, merchant 


ilso sold substantial quantities of reg 


ilar price shoes. It is customary dur 
ng sales that if customers cant be 
fitted in what they want in sale shoes 
they buy them at regular prices. This 
has been particularly true this year 

In thi 
pump has been a dominant factor, It 
ha old in calf 
black. although there ha 
ilko been some brown, red, and Navy 


old Although black patent is obvi 


early selling the sweater 


patent and suede 


mostl mn 


ously the volume for now through 


aster selling, there has been an un 
usual demand for black ealf pumps 
kaster. High 


beginning 1 


lo wear now through 


shoes are just 


n the 


fashion 


; 


move volume retail 


depart 


ments and stores. At this point, there 


are indications that there will be a 


warm shades ol 


lot of activity in the 
brown to beige, with absinthe an im 
portant promotion color. Red is ex 


pected to be as good as last year and 


wedgwood blue continues strong 
There might be less Navy sold be 
cause of the many warm neutral 
shades available which can be worn 


as an accessory color 
In the salon and high fashion cen 
ters black 


moving in fairly good volume 


hye en 
These 


stores have also done an excellent re 


patent has already 


ort and cruise business. with trends 


indicative of volume sales later on 
when the Summer “Pason apens here 


Printed silks and other 
light and 


fabrics have 
done well in’ both dark 
effects Printed leathers 
heen accepted in 
effects, Pink has been important, but 


blue and 


have also 


plaids and other 


vellow have also been active 


COMFORT WITH GLAMOUR 
SELLS SHOES IN MIAMI 


SEVERAL months ago it was re 


ported that the Miami Shoe picture 








Neiman-Marcus, Dallas, Texas, featured Suede in this challeng- 
ing two color ad in which the shoes and caption were run 
in @ brilliant red. 
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looked black—that there was a lot of 
black in every line. This has fol 
prelim- 

black 
patent and calf have been exception 
ally Whether it 


will carry all through the season, it 


lowed through all the early 
inary season business, and 


good So has suede. 


is too early to say Some of the shoe 
dealers are saying that yellow in a 
wide range of tones will be excep 


tionally good. There has been con 
siderable showing of gold but that 
was mostly in the smart evening shoes 
However the re is appearing an on 
casional gold shoe at the races, with 
cocktail frocks and even with smart 
White has not been too 


but many of the shops 


cotton outfits 
active so fat 


are prepared for a return to the all 


white as a popular resort shoe 
Cowan's, whose slogan for years 


has been “Five Months Ahead Of The 
Nation” is predicting that next sum- 
mers smartest shoes—those now be 
ing shown in their store—-will be of 
new, softer leathers in rainbow bright 
colors. These colors will appear in 
all types of footwear, they say, ana 
point to their new stocks to prove 
how beautiful each shoe is 

"Richards is doing well with an all 


black 


town clothes or casual outfits 


suede or calf, for wear with 
They 
re moving out in a variety of styles 

Selby's is showing an exquisite shoe 
for evening that embodies several of 
the leading trends. In color, black 
patent, touched with an Oriental print 
of gold at the toe and a high stiletto 
heel of the Another of 
black 
ind heel of silver 
ically beautiful 


dveable moonglow cloth that can be 


same print 
suede has toe ornamentation 
filigree. Dramat 


This firm is showing 


tinted to match any gown 

Nankin’s, which has been operating 
in Miami for the past 34 years and 
knows what the winter visitor wants 
has been “Knotty 
Girl.” This is a bareback shoe, the 
created by them. 


doing well with 


original “Dagmar” 
and now offered in kid, calf, suede or 
patent in a wide range of colors. 
Crystal clear shoes are at the 
moment leading all others as a novel 
ty The 


showing them at 


most exclusive shops are 
prices that run as 
high as $75 per pair, but the chain 
stores, like A. S. Beck, are also show 
ing them at $10.95! And these dupli 
cates of high priced originals are sell 
ing tast 

[TURN TO PAGE 56, PLEAS 
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HANDLES 


cuts wrapping 
time to 6 seconds 
and 


save money here: | . - costs less than 2¢! 


(less than string) 


cuts 


and here: | 7% | f / delivery costs! 


a sealed 
bag or package 


and here: | a7 \, | discourages 
: 4 Sale shoplifting! 


and best of all, there’s no investment 
in equipment, Carry-Pack loans dispensers 
atno charge! AFREE TRIAL will convince 
you. Use this handy coupon VOW! No 


oblivation. ol course, 


CARRY-PACK COMPANY, LTD. 


SCHILLER PARK, ILLINOIS 
CARRY-PACK 


HANDLES : di , . Gentlemen: Please send n e, for FREE 10 day trial: rolls of Carry Pack 
SEAL 4 ed Pitt . handles, with dispenser My color choice for handles is 


PACKAGES! 


February |, 1956 
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There was a big sales volume in 


slippers during the recent 


Hartley’. 


evening 
weeks presented a silvery 
seashell 

Gold 


kid with gold leaf lucite heel was also 


moonglow with a heel of 


jucite that was well received 


good 
Burdine’s, leaders as usual in re 
introduced sun-vellow 

SKOOTERS in 17 strap 

back or 


Their holiday and after busi 


sort fashions 
Hollywood 
draped sandal, sling other 
styles 
with much 
So has the 
Joyce 
casuals. All stores are reporting good 
business in comfortable, BUT GLAM- 
OROUS, casuals 


Sweater pumps, a smart pump with 


ness in house shoes 
glamour has been good 


response to their offering of 


an elasticized top, are meeting with 


favor. Pumps with open or closed toe 


sell well, but there is a demand for 


the low cut shell. Straw and fabri 
novelties are not much in evidence as 
yet. They may later in the 


Heels 


point of interest but 


appear 
season continue to be the 


foe al 
considerable attention being given to 


there is 


soles. Foam backed linings. cushiony 
details, and laminated soles are all 
being emphasized. 

GLAMOUR is the word which best 
describes the shoe picture as it ap- 
nears in Miami at the present time 
but it is glamour plus comfort and 
wearability 

v * * 


LIGHTER COLORS, WEIGHTS 
IN L. A. MEN'S TRADE 
Rev AILERS’ semi-annual clearances 
seem to be going over well in the Los 
Angeles shelves are 
emptying out Settlement of 
the rock and gravel strike shortly 
after the first of the year improved 


area and the 


nic ely 


business in general in the San Fer 
nando Valley area and shoe retailers 
got their share of the increase. 

In men’s shoes, most retailers report 
lighter colors and 


a trend toward 


lighter weights The women’s interest 
in fancy colors and patterns seems to 
be influencing men’s buying too. Spot 
checks — in 


sprawling Los Angeles city area show 


stores 


throughout the 
a definite movement away from con 
servative low cuts and towards the 
semi-lows with combination heel lasts. 
They fit better, the men say, and give 
more comfort as well as having 
greater style. 

leather 


In women’s shoes, patent 
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SAE ORT OR BORE BAAPPER ASS OND WEARS LURE 46 AM ALTE VE + 


Dee Gee by Daniel Green ... 8” 


o — 
4 f A 
-_ ; 

7 


er on one 


Jas. K. Wilson tells the story of the 

versatility of the casual slipon in 

the Dallas Morning News. Sizes and 

widths were featured; coupon solic- 
its mail orders. 





has seen terrific action. Stanley Lin- 


der, buyer for Gude’s, reports their 
early patents started to go as long ago 
as November and sales through the 
party season of both patents and eve 
ning shoes were the best they had eve: 
Credit 


days is a big portion of their business, 


experienced. buying on %) 
perhaps 50 per cent, and Linder says 
collections are excellent. Teenagers 
are still steering the purchases; she 
is the buyer for both Mother and her 
self, and if it doesn’t have style appeal 
for her it’s dead 

Retailers, both big chains and in 
dividual houses, still show a tendency 
At least during the first 
part of the season, prudence seems to 


to buy short. 


dictate they do some testing before 
investing heavily. In-stock houses are 
claiming an increasing share of the 
although make-ups with 
good delivery are holding their own 


Better mark-ups on the latter are of 


business, 


course the deciding factor. 

Most retailers feel that their biggest 
rather 
Higher 
store rents, higher commissions, even 
higher janitor’s pay take their toll 
The customer is easier to please than 
their bookkeever, they agree. 


vm * ¥ 


DETROIT TRADE UP A BIT 
DESPITE NEWS STRIKE 


AbjUSTING to the new business 


problems created by the absence of 


battle is still with overhead, 
than front-of-the-house sales 


daily newspapers, Detroit shoe men 
were able to enjoy surprisingly satis- 
factory year-end volume. Figures for 


December appeared generally to be 


ahead of 1954 by a small margin, but 


the area did not enjoy the mayor 
pickup reported in other territories. 

The situation was summarized by 
Steven J. Jay, head of R. H. Fyfe 
and Company and National Shoe Re 


“We 


are running ahead of last year and 


tailers Association president 
have been ever since Christmas.” he 


said. “Our January business is very 


good, and seems to be continuing 
It is amazing to me to see the number 
of people who come downtown de- 
spite the absence of newspaper ad 
vertising.” 

Shoe men turned to other media to 
bring their wares before the public 
Many turned to direct mail and com- 
munity newspapers. 

The style 


by the absence of newspapers. In the 


picture was scrambled 
children’s field, absence of trend was 
especially commented upon. One lead 
ing store noted volume even into the 
growing girls’ and casual departments 
as very poor, while the adjoining 
women’s department did quite well, 
for no discernible reason 

A trend 


shoe 


toward lighter weight 


men’s demand was noted, in 


place of the recent heavy soles, 
though they continue to sell. Browns 
Cordo- 


vans remained strong, and all types 


and blacks ran about even. 


of leathers were in demand, in nor- 
mal pattern. Darker colors predomi 


nated now, but for Spring, buyers 
anticipated lighter shades 

Wingtips. moccasin types of shoes. 
and narrower toes were the pattern 
notes in men’s shoes 
further 


The women’s picture was 


confused by the wide emphasis in 


January unon sale merchandise of 


every description. Patents were verv 


good, starting to move unusually 


early. Sweater pumps accounted for 
a good volume. 

For Spring, 
because of the early 
a variegated 


dates advanced 


Easter, buyers 


with 
are anticipating color 
picture, with emphasis on pastels 
(pinks and blues chiefly), orange and 
beige family colors (Panama shade. 
white bark significantly), with atten 
tion to more open silhouette types 
These trends applied to dress shoes. 
particularly the beige color groups 
The high rate of automobile pro 
duction over the past year has been 
a stimulus to retail business in this 
motor capital of the world. Retailers 


are hoping for a repetition 
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NOVEMBER 1955 A 35 CENTS IN U.S, AND CANADA 40 CENTS ELSEWHERE 


have 
you 
heard... 


the 
word! 


and over 3,000,000 gals 
will hear it when our 
double half-page spread 
hits the stands in 
Seventeen Magazine 


this March! 


THE HOLIDAY / pofesses for 
Perfume Quiz Was Gifts - Ficti! 


Will you have the shoes @ they'll be reading about Scampers 
the fastest j my growing line of fashion flats and 
handsewn C Vip moccasins in the country in stock, $5.95 - $8.95 retail, 


your request yy yy 4 will bring the latest catalog by return mail. Write today! 


manutactured by LUMBARD WATSON CoO., Auburn, Maine 


February |, 1956 











RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing 
tid Markets 


New York 


REORDEKS and new orders are adding up to good produc- 
tion for New York shoe manufacturers and deliveries have 
been specified from at once, through March and into April. 

During the past two weeks, buyers from all over the 


country have come to New York to sample the new shoes 
these 
black 
all over or trimmed with white, as well as 
kid and calfskins 


ters, and vinylites. 


and to indicate their preferences. In women’s shoes, 


preferences seem to concentrate appreciably on 


patent leather 


ilk prints Milan straws with high lus- 


As to colors, there is every indication that white will be 


very important. Merchants have ordered the all-white shoes 


in white textured leather combined with smooth. white 


and the whites combined with gold kid, silk prints 
ete Red 


ture and are expected to have acceptance right through the 


linens 
Flax. French Bread continue to be in the pic 
Summer, Yellows and turquoise are two colors that have 
received good merchant reaction 

\n interesting sidelight on the orders placed by some of 
the buyers was the specification of black suedes. in opened 
May and June 


Production in factories making children’s and growing 


up styles, for deliveries earlier than usual 


girls’ shoes is going along on a steady basis. Deliveries 
March, with fill-ins from in stock. 


In these lines, a good deal of cushion crepe styles have been 


generally call for early 


ordered as well as pastel saddles. Cherry red and blue (a 


lighter blue) are popular colors. In cement types. there 
las been an emphasis on pumps 

Shoe manufacturers are encouraged by the cutting they 
have on hand and the fact that orders and confirmations 


continue to be received at a satisfactory rate. The general 
feeling is one of restrained optimism that this good busi 


ness will continue. 
Chicago 


RISING costs will persist as a factor throughout the shoe 
trade in coming It is generally believed in the 
If they 


if is expec ted 


months 
Chicago market that price increases are inevitable. 
haven't already appeared in certain lines, 
that they are bound to come eventually. 


Labor is a major factor contributing to the need for 


increases in prices Labor is demanding more and is ex 


pected to continue to do so. In many communities in this 


area, wages paid in the shoe industry are not enough by 
comparison with those in other trades and other industries. 


Phus 


ina highly competitive market shoe factories either 
The latest market 
Bureau of Employment Security 
Milwaukee. 
characterized as strong labor markets with less 
Only 


South 


out, or pay higher wages labor 
Classifications of the 
moved Chicago 
“Group B 
than three per cent of the labor force unemployed 


Federal 


Terre Haute are 


and Peoria upward into 


two cities in the 


iit n i and 


Seventh Reserve District 


considered to have a substan 
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tial labor surplus. All other major manufacturing areas 


1eport tight labor markets, with acute shortages in some 
trades and professions. 
instances, shoe manufacturers 


Unfortunately, in some 


have not fared particularly well in the competition for 
labor. The situation is also forcing increases in the lower 
priced chains. hard 
hit, so that 


retail around $10. 


Men’s shoes have been particularly 


even a so-called inexpensive sport shoe must 
At the retail end there will likely be some shifting of 
brands to offset this. This trend is not widespread as yet 
and will probably not show up much before Fall. Depart 
ment stores continue to feel the press of rising costs. There 
is considerable talk in this market of the possibility of 
leased shoe departments in some major department store 
outlets. 
Meanwhile, 


is going along at a satisfactory pace. 


advance business for Spring and Summer 
Manufacturers rep 
resentatives were in off the road in January, to be replaced 
by in-stock houses. Salesmen will be out again this month 
and next working on the post-Easter and Summer business 
Most major retail sources have been limiting their buying 
fill-ins, but are 


commitments. 


to re-orders and now stepping up thei 
Summer 


Aside 


orders are being placed on pastels. 


whites. substantial 


The middle of the 


still stressing pink and yellow. 


from the usual business in 


road volume outlets are 
although there is also confidence in the neutrals and in 
blues. There is an increase in purchase of spectator types 
and vinylite continues important. Straw shoes in all colors 
are being ordered for early delivery and are expected to be 


a factor right after Easter 


Milwaukee 


WorkING on full time production schedules to meet the 
Milwaukee 


closing the books on the first month of the new year in an 


pre-Easter orders, area manufacturers were 


optimistic mood. Everywhere the reply was the same 


“Acceptance of Spring merchandise is terrific. Retailers’ 


have their stocks very well in hand 


Children’s shoe manufacturers. particularly, anticipate a 
flourishing Spring and Summer. The trend to more colo: 
more styles and new materials. and the swing from straps 
to pumps are going to mean in¢ reased sales, they said. One 
large manufacturer said that a new line of boys’ shoes 
fashioned like the firm’s well-known quality line of men’s 
shoes. has been very well accepted. and he predicted 1956 
children’s business as “much, much better than 1955.” He 
added that there has been big action on a white saddle shoe 
combined with red plaid leather and with white soles. which 
sells for $5.50 to $5.95 retail. Black silk shantung is 


ing well, he said, in the men’s lines and no letup in demand 


mov 


for black is seen in his firm’s men’s shoes 
Mid-lows are still running ahead of all other shoes in 
[TURN TO PAGE 68. PLEAS! 
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Which shoe has more 
Sales Appeal? se2rs:2x- 


a Consumer Popularity Poll, 


These two shoes are identical in styling. except for one Put this proven sales magic of Bi-Color vinyl welting 


n you bee | ! I intimi ta ign id 
cons t Ss vey cone et o f I ( ! | | 
imer if n lu I | amon nen in | en 


detail. Both were offered on equal terms in an actual i wit! 
new effects unattainable with other t | ol 
R. 1. The question asked was. “Which of these shoes di ng. Like all DAREX vinyl SryteWerr, it 


vou like best he W hich shoe do you think won / In other and pliable °° 
words, which shoe has more sales appeal? 


welt 
! tougt 
wWaler-resistant easy to kee pé lean 
always uniform in qualit And it can he used to 


ase your sales of casual shoe are hha work 


inswer—Shoe (B) with the DAREX Bi-Color Sryce Wert women's walker all Goodyear construction 
was selected by an overwhelming majority of the men 

polled almost 2to 1. There can be only one reason for In surveys all over the country, men are expressing a 
this immediate preference: the appealing color-accent preference for shoes with DAREX Bi-Color Sry 
stvling with DAREX Bi-Color Sryte Wert Weev. Write today for 


imipole ind full infermation' 


A) DAREX VINYL Sl WELT 


DEWEY and ALMY Chemical Company . ». 
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+» Cambridge 40, Mass. * Montreal 32, Canada 











BETTER than ever! 









NEW STYLING MAKES Avr Denes 


BIGGER FASHION HIT 
THAN EVER! 


Lucky’s new FOLD-A-WAY style makes Rain 
Dears easier than ever to slip on and tie. 
The smooth sleek lines give this modern 
design rainboot an air of smart 
distinction which fashion-wise 
women will appreciate, and 
buy and buy, 


BIGGER THAN EVER! 





UNIVERSAL FIT ... for all types of shoes 





















oe ae ____ November SEVENTEEN ___November 
LIFE +f November MODERN SCREEN_ ____ November 
McCAL November 
G00D HOUSEKEEPING _ ___November = ll 
VOGUE ____November _______ December 
LADIES HOME JOURNAL November ee a JOURNAL___ December 
CHARM. we ____ November CORON December 
PHOTOPLAY ____ November COMA’ : HOME COMPANION December 
TRUE STORY_ ______ November GOOD HOUSEKEEPING _December 
WOMAN'S DAY_ ___ November =a _December 
MADEMOISELLE ____ November ss re December 


MAIN OFFICE 


LUCKY SALES CO., INC. 1 941 E THIRD STREET 
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FASHION FIT 
for high and 
Cuban heels 


WOMAN'S DAY. December 
MADEMOISELLE December 
SEVENTEEN : December 
CHARM____ December 
TRUE STORY January 
PHOTOPLAY January 
WOMAN’S HOME COMPANION. January 
GOOD HOUSEKEEPING January 
MODERN SCREEN. January 


BRANCH OFFICES 
NEW YORK.....47 W. 34th STREET 
CHICAGO....1944 W. SUPERIOR ST. 
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SUPER-SAFE TREAD 


MAKES ur Dene 
MORE DEPENDABLE 
THAN EVER! 


Deeper! Sharper! More Rugged! 


No other type tread on any other type of rain- 
boot does the job of Alea Dacse 


This famous tread actually outwears the tread 
of heavy rubber boots! Rain Dears are 100% 
fully molded, with no seams to come apart. 
Millions of women know they can rely on 

, for safety, for long wear, 
for smartness. 














A BRAND NEW FACTORY 
in NEW YORK for BETTER 
than EVER SERVICE! 


Rain Dears have become the world’s largest selling 
plastic rainboots because of Lucky’s constant pol- 
icy of progressive improvement. As customer de- 
mand for Rain Dears has grown greater and greater 
with each succeeding year, we have been forced 
to enlarge and improve our production facilities, 
and this brand new factory has been opened to 
give you the kind of product and service you have 
come to expect of Lucky. 








Newest Branch of Famous Store 


Sanaa’ - 


"om 








A BRANCH of Geuting’s, famous 
Philadelphia retail shoe establishment, 
opened last year in Jenkintown, Pa. It 
the first fully 


equipped store ready for business in 


Was completed and 
the newly constructed Avenue of Shops 
Old York Road, which will 
Teller, Peck & Peck 


and other quality stores. 


on histori 


include Bonwit 


Phe 


(,eutin 


know n 


Jenkintown st 


sixth suburban or branch store in the 


r 


eroup. 


ore 


makes 


r | 
Phe Sixth Branch of Geuting’s. 


Philadelphia, Is in a Suburb W here 


Viany 


The 


of the Store’s Oldest Cus- 


tomers Have Suburban Homes. 


store has two attractive entrances and 


the length of the store has been emphasized 


by the layout. 
mented to the 


It ine orporates every 


improvement 


design and decor 


Outstanding 


feature 


s are 


the 


construction 


two 


attractive entrances which provide for 


front and back. 


trathe 


square 


feet 


of 


spac e 


Ther 


in 


e are 


the 


3000 


store 


the 


Green rubber ce 
floor, 


fine 


matting, 


gives the impression 


ot carpeting 


leneth of which is accented by the lay 
The floor to back 
covered with a sage green rubber mat- 
the highly 
that the 


out. from front is 


ting cemented to floor, a 


durable material vives im 
pression of luxury carpeting. The rear 
entrance overlooks a spacious parking 


take of 


| TURN TO PAGE 96, PLEASE | 
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TY E R Waterproof Footwear 


= ™ - 
er af -mmee 4 
j 


* 
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PVE 


” 

. 7 
wm  Watertite 
e.4 4a For men 


{ yout 


ad . . ; . . , ’ 
makes bad weather fine for you! 
TYER : ‘ ° 
“Riviera” 5a 3 
For women J You'll actually welcome stormy weather if you sel] 
Tyer Waterproof Footwear. The entire line sells fast. 
Take the “Watertight”, “Pam” and “Riviera”, 
for example. They’re light, all-rubber, weatherproof 
perfect for youngsters, teen-agers and grown-ups, alike. 
All three have special features and offer customers 
top value at moderate price. 
For profitable volume, look into Tyer’s 
complete line of gaiters, rubbers 


TYER ‘ 
“Pam” ™ and outdoor boots today. 


For teen-agers 
and children 





TYER RUBBER COMPANY, Footwear Division, Andover, Mass. 


Gentlemen: Please send me the latest Tyer Price Lists on Canvas and Rubber Footwear. 


STORE 
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How to Operate a More Profitable 
Shoe Department 


[CONTINUED FROM PAGE 41] 


wall by partially pulling out boxes and 
setting a boot on top. This will help 
stir the customer’s imagination while 
he is being fitted or waiting to be 
helped 


Promotions and Advertising 


Word-of-mouth advertising is with- 
out doubt the best and least expensive 
method of promoting your store, but it 
requires some active advertising from 
you to get the talk started. Here again, 
the manufacturer’s services can be used 
to good advantage. If you do not have 
an art department or advertising 
agency, free mat services are usually 
available from manufacturers. These 
mats can be used in their entirety or 
redesigned to fit your local advertising 
theme 

Handling accessories, polish, leather 
dressings, boot trees, and offering a re- 
pair service, will help to establish your 
store as the area’s boot headquarters. 
The expense of actually operating a re- 
pair department can be eliminated by 
choosing a manufacturer who offers 
factory repair, or by working with a 
well-qualified repair shop. 

Mail order circulars and envelope 
stuffers furnished by the manufacturer 
are additional inexpensive, effective 
methods of advertising your store and 
services. 

Attracting new customers is not al- 
ways easy but quality merchandise, 
good service, a regular promotion sched- 
ule, and thorough knowledge of all 
things pertaining to bootwear, will go 
far to win you a loyal and growing 
clientele. 


Western Boots Stage Comeback 


Largest increases in boot sales since 
World War II have been in Western 
style footwear, cowboy boots, Welling- 
tons and Jodhpurs. Boots that were 
once symbolic of the “Old West” are 
now being worn from coast to coast. 
Western boot manufacturers have ac 
celerated advertising directed to selling 
the whole family by offering matched 
boots for men, women and children. 
Slowly, the high heel cowboy boot is 
being supplemented by a boot with a 
modern new look——crepe sole, walking 
heel and trim functional design. 

Actually, there are two groups of 
boot wearers—the people who wear 
boots because of their occupations and 
those who wear boots for fun and sports 
activities. The first group is a stable, 
reliable asset in any boot department, 
but in the second group lie the potential 
expanding profits. These sportsmen 
represent a group with terrific purchas- 
ing power. New styles, new features 
and comfort improvements all have 
strong sales appeal to them. The qual- 
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ity of the boots stocked and the features 
offered will go far in making these buy- 
ers both good customers and good 
friends. 


Boot Market Growing 


Surveys and statistics indicate an 
even greater demand in the future by 
those who wear boots for sports and 
other special occasions. As one experi- 
enced boot manufacturer pointed out, 
“People aren’t buying just one pair of 
boots for ‘speculation.’ They are be- 
coming repeat customers and bringing 
their friends with them.” 

To sell this overall growing market, 
a dealer should handle two grades of 
a low price line and a high 
quality line. The two work on a com- 
plementary basis. One offers price as 
a “leader” to attract store traffic and 
give market coverage for the economy 
buyer. The quality line sells distinc- 
tion, service and pride of ownership in 
the medium to high price bracket. Most 
retailers have found that in today’s 
market, while price is still a major 
factor, people are easily impressed and 
sold by the features and appearance of 
the quality product. 

For a complete well-rounded retail 
boot department, offer a line of custom- 
made boots. It is an added service 
which has been simplified and stream- 
lined by some manufacturers to entail 
nothing more than taking the order. 
While custom-made boots have limited 
sales potential, they confer rewarding 
prestige on the store. 

The manufacturer's factory repre- 
sentative is a reliable contact for keep- 
ing in touch with new styles and ser- 
vices being offered by his manufacturer. 
Boot AND SHOE RECORDER periodically 
offers new ideas and trends to benefit 
the retail operation. The dealer who 
stocks a line or lines of boots from an 
aggressive up-to-date manufacturer 
should make sure he has a full 40 per 
cent markup, plus merchandise with 
advanced styling and modern new com- 
fort features. 

The manufacturer who meets these 
requirements and backs the dealer with 
a healthy factory stock service program 
is furnishing the ingredients for mak- 
ing volume boot selling easier and more 
profitable. 
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Godman Reports Net Profit 


CoLumMBus, O.—The H. C. Godman 
Company, shoe manufacturers here, 
concluded the year ended December 3, 
1955 with a net profit of $144,310, it 
was reported by J. L. Davis, vice- 
president and treasurer. 

Mr. Davis said this figure compared 
with a net loss for the previous year 
ended December 4, 1954 of $98,034. 









A Remodeled Shoe Salon 
[CONTINUED FROM PAGE 46] 


ments, and Sam W. Silvers, buyer, who 
has held this position for the past seven 
years. There are fifteen regular sales- 
people in the department, five men and 
ten women plus Mr. Silvers and an as- 
sistant buyer. On Thursdays and Satur- 
days the force is increased to 18. Among 
the regular personnel the time of ser- 
vice averages at least ten years for each 
employee. All are thoroughly trained; 
four of them have been trained under 
Mr. Silvers’ personal supervision. 

The department’s displays are all ar- 
ranged by the display department in 
cooperation with Mr. Silvers. They in- 
clude special arrangements of merchan- 
dise in departments and in windows, 
signs placed in the department as well 
as in sections handling allied items, and 
signs along escalators and in elevators. 
These displays are made to tie in as 
far as is possible with special promo- 
tions or advertising programs. 

Promotions are carefully planned and 
are well advertised, with folders mailed 
to over 30,000 regular shoe customers. 
These names are taken from a file 
which lists customers and such informa- 
tion about their footwear as size, pre- 
ferred styles, and price limitations. 
These names are referred to not only 
before a planned promotion but also 
for individual attention, when merchan- 
dise which seems particularly well 
suited to an individual is on hand. The 
semi-annual sales are not held on the 
same dates each year. Mr. Silvers says 
that they are more successful when 
held at different times. 

Close coordination is maintained be- 
tween the shoe department and bags, 
belts and similar accessories, and this 
merchandise is included in many of the 
promotions. These items are in windows 
continuously, as apparel displays, with 
which they are featured, are in some 
of the windows at all times. 


Middle Atlantic Shoe 
Travelers Elect New Officers 

PHILADELPHIA—The resignation of 
Cal J. Mensch, secretary of the Trav 
elers and show manager since the in- 
ception of Middle Atlantic Shoe Shows, 
was reluctantly accepted at the meeting 
of the Middle Atlantic Shoe Travelers’ 
Association. The association voted him 
honorary membership for life. 

The meeting voted to raise dues to 
cover insurance fees as provided by 
210 Associates. 

The election of new officers included 
president, W. S. Thomas, Red Cross 
Shoes; first vice-president, Albert Ju 
delle, Wellco Shoe 
ond vice-president, Leonard Matusow, 
secretary - treasurer, 
Gerberich-Payne 


Corporation; sec 


Fortunet, and 
Walter Palmer, of 
Shoe Company. 

Newly-elected chairman of the ad 
visory board is Henry A. Rubens, of 
Dr. Posner Shoes, Inc. 
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spin 


Orktown 
4001 for Hla complete line 


IN STOCK 


for immediate delivery 















Style 413 
Black Smooth 


Style 414 
ies Snaatl to retail at $9.95-$12.95 
Style 418 98 in-stock men’s shoe styles covering all the types, pat- 


terns and features a shoe merchant needs to dominate 
the volume-priced market in his locality. 


NATIONALLY ADVERTISED in LIFE and ESQUIRE 


2 Great In-Stock Shoe : 
Lines for Men and Boys “ 


cover all your masculine shoe needs 
in your biggest-selling price ranges 


Maple Cashmere Grain 














\ 


© OR 
aad, 














complete line 


IN STOCK 


for immediate delivery 
to retail at $7.95-$8.95 
Made in the same factory as Yorktown Shoes for Men 


with all the refinements and superior quality that go into 
men's shoemaking. 58 in-stock styles, Sizes 1-7; widths A-E. 















Style 315 
Black Smooth 


Style 316 
Tan Smooth 














FOR CATALOGS — or for Salesman to Call, write: 


GARDINER SHOE COMPANY, INC., MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT, GARDINER, MAINE 


NEW YORK SALES OFFICE FAR WESTERN DISTRIBUTORS 
Marbridge Bidg., 47 W. 34th St Solnit Shoe Co., Buckingham & Hecht, 817-821 S. Los Angeles St., Los Angeles 
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CONTINUED 


In the field of the have the 


tage we 





tie-up that Max Spivak arranged with 
Helen Hayes for a taffeta manufac 
ture Miss Haye was playing cur 
rently in “Petticoat Influence,” which 
iggested the tie-up. A truck manu 
facturer stole the show at a Chicago 
convention by ponsoring the famous 
dancing star Donna Dae who donned 
ner high hat and proceeded to dance on 
i truch 

Radio and TY, nce its sponsors ow! 
the hest star have offered less possi 

t for these tie-up But again a 
tremendous force exist in the hold of 
rad and TV on their public And 
mart dealers can capitalize on it 

When four International Shoe dea] 
ers in Denver, Colo., brought Clara 
lle, the Clown, to town they pulled 
capacity crowds to their store Ac 
cording to Bill Patrick, of Patrick’ 
Family Shoe Store, capacity crowd 
resulted and even an augmented sale 
taff couldn’t take care of all who 

inted to be waited or 

tarnett Booteries got an increase in 


iles during the difficult Christmas sea 
opening Roy 
Glendale, Inglewood, 
and Long Beach, Calif 

Roge 


Rogers Corrals in 
Huntington Parl 
Each custome: 


on by 


vas given a Roy membership 


card entitling him to a button and 
1utographed picture of Roy Stress 
vas laid on related equipment, such a 


tols, in other department Cowboy 
boots also represent additional sale 
ather than substitutes for other shoes 
Further, you can “borrow” the fa 
mo tars of screen and the air with 


timely tie-ins with their well-advertised 


exploit A Worcester, Mass., liquor 
tore made capital of the fame of the 
prize winning Marine of $64,000 Que 
tion fame. He advertised in his win 
ow that he had the very wine that the 
Marine captain identified on the pro 
vram 

In California a hat store used the 
Jack Benny violin episode for a win 
dow Using, naturally, the humorou 


Louch 
ix learning to play the violin 


they showed Benny at the age of 
Anothe 


pose showed him in cowboy togs a 
Buck Benny with the big sombrero. 
\nd window cards showed him wearing 


Style Park Hat 
In Philadelphia 


On Sale Inside 
the Mintz Footwea) 
the popularity of fa 
recording artists by using their 
motif in the 
foot wall is 
pictures 

hitehed 


adverti 


hop “borrows 
meu 
pictures as a decorative 
An entire & by 10 


with 


tore 
overed singer 
Kathonode Batterie 


wagon to an 


thelr 


pu ieity ing cam 


paign through Mr. KOOL—the penguin 
of cigarette fame, who in real life is a 
circus dwarf named Lynch. Mr. Kool 
drove down Broadway in a specially 


built white 
painted on the car 


that the 


cal Appropriate 
informed onlooker 


ing furnished by 


copy 


power was tx 
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Hitch Your Wagon to a Star 


PAGE 51] 


attention. 


a new battery. It attracted 

Thus, you have just read of tie-ups 
rn five type of shows Screen, Stage, 
Cireus, Radio, TV and auto-races 
Presumably with profit to all con 
cerned 4 wealth of such tie-ups are 


available to dealers if they will keep 


their eyes open 
Too many dealers overlook the op 
portunity for tieing up with the “local 
stars” in their community. There are 
certain important groups of people in 
every community whose opinions are 
highly rewarded by others. These men 
and women are “local stars” and if you 
are lucky enough to number them 
own customers, use their 


among your 
names and testimonials in 
and advertising. Try running a news 
paper ad featuring pictures and test 


people in your 


your selling 


monials of prominent 


community 


Hitch your wagon to a star. Hitch 
your product any (honest) way you 
can, whenever you can, to any pe! 


you can who stands well in the 
Tie-ups enable you to clim! 
cheering 


sonality 
public eve 
on the 
crowd of 


Protest Hide 
Surplus Edict 


repre 


band wagon with a 


fans on hand 


W ASHINGTON—-SixX association 
enting the entire leather 
filed a brief with 


Agriculture 


and shoe in 
the U. S 
Department of thi 
protesting the decision declaring cattle 


dustries . 
weel 


hides, calfskins and kipskins as agri 
cultural surplus commodities. The as 
sociations included: Tanne: Council 
of America, National Shoe Manufac 
turers Association, New England Shoe 
and Leather Association, St. Louis Sho 


Manufacture! Association, National 
Shoe Retailers Association, and Na 
tional Association of Shoe Chain Stores. 

In protesting this change in policy by 
Agriculture, the 


the Department of 


group pointed out that at no time in the 


past were hides and skins classified a 
agricultural commodities. In addition, 
it was indicated that this action pro 
vided legal basis for the International 


Cooperation Administration to buy it 
requirements of hides and calf and kip 
the United States and it 


Furthermore, the 


skins from 


group 


possessions, 


indicated that this classification 
brought hides and skins under Public 
Law 480, the Agricultural Trade De 


velopment and Assistance Act, and that 
these commodities might be eligible for 
subsidy through the use of foreign cur 
designed to promote the export 
is 


rencies 
ale of urplus agricultural com 
moditie 

pointed out that the 


calf 


The associations 


classification of cattlehides, and 








surplus com- 

inconsistent 
with the rising trend of prices of these 
raw materials during the past 


agricultural 
completely 


kipskins as 
modities was 
eather 
On the of known facts, 
there is no surplus of domestic cattle- 
hides, calfskins or kipskins today. The 
results of this classification policy may 


year. basis 


higher costs of 
Finally, the 
all hides and 


lead directly to even 
hides, skins and 
group indicated that when 
skins are considered, the United States 


deficit 


shoe 


has been and continues to be a 


nation with respect to leather raw ma- 


terials. The steady increase of popula- 
tion in the United States will mean a 
growing demand for shoes and leather- 
making materials in the years directly 


ahead 


Utility, Comfort, Style 
Mark Western Boots 


[CONTINUED FROM PAGE 39] 


In the West, which i till the style 
center for cowboy footwear, the de- 
higher boots. Twelve inch 
for better than half 


the boots manufactured are being chal 


nand is for 


tops which account 
lenged by the fast-growing popularity 
of the 14 inch 
leather inlay 
favor of the many-colored stitched pat 
with silk stitching being given 
decided preference 
Along with the new 
new materials 


tovepipe top. Decorative 
are being passed by in 
terns, 
trends in exter- 


lor designs, such as 


water repellent leathers have become 
practical for farmers and sportsmen 
well as for cowhands and _ stock 
ranchers. 
Sharkskin is another new leather 


with a lot of glamour. It is both dressy 


umer de 


and durable to meet the cons 
mand in today’s market 
It seems strange that boot pecially 


designed for action and the rough out 


doors were confined to ich a small 
egment of the nation’s outdoorsmen 
for so many years. The new boom in 
boot sales is not only deserved but also 


long overdue. With manufacturers pla 
functional styl 


construc 


ing more emphasis on 
and comfort 


the 


ing, new desig? 
features, it boot re 


tion appeal 


tailer is headed for a more profitable 


ile future 


French Shriner Forms 
Quarter Century Club 


Boston—The formation of a Quartei 
Century Club wa announced _ by 
Richard Shriner, president of French 
Shriner Company at the firm’s annual 
banquet with 32 employes as charter 
members. Each member received an 
anniversary pin and a savings bond 
\ plaque bearing their names will be 


permanently displayed in the company’s 
offices at 443 Albany Street. 

employes with longest 

vere named co-presidents of the newly 
organized club. They Claude W 
and Edward J Both 
French Shriner in 


Two se! vice 
are 
O’Mara 
1907. 


Kemno 
jorned 
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For Welt Stock Fitting 


MORE ACCURATE... 
MORE VERSATILE 


The &A Lip Cutting, Scoring and Marking Machine — Model A 


Keep your stock fitting in step with 
the trend to greater accuracy in 
modern footwear with this machine. 
It’s easier to use, and has the latest 
United design improvements that 
add to its life and operating effi- 
ciency. Note these five outstanding 
features: 


Pre-measures insole thickness. 
Machine sets itself to proper depth 
of lip cut automatically, compensat- 
ing for variables in insole thickness. 
Cuts clean and uniform every time! 


UNITED SHOE MACHINERY CORPORATION 


MASSACHUSETTS 


BOSTON, 


February |, 1956 


Clearly marks score line. Aids in- 
sole channeling, cementing and in 
seaming. Scores reference mark on 
grain side, too. Grades accurately 
to size with easily made setting 

No treadling. Hlectric starting 
and single stroke mechanism re- 
duces physical effort and makes pos- 
sible greater production 
Adaptable. Lip cutting knives can 
be fitted forward of breast line fo 
orthopedic style shoes. Readily ad- 
justed for all classes of work. 


More versatile. Holds fixed grade 
for a number of sizes or grades ac 
curately to a full size run 


Your United 
representative 
can ple you 
complete facts 
and figures on 
this newest 
addition to the 
United line 


SERVICED 
| ay 
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Leo has 
toe shoes 
in stock- 





ready to ship out 
the moment your 





order comes in. 


Pink, Black and White 
Sizes 8 Sml. — 9 Lge., A-EE. 


Also available for same-day 
shipment—Ballet Shoes, 
Men's and Women’s Tap 
Shoes, Majorette Boots, 
Leotards. In Black, White 
and colors. 


It's service like this that's 

made LEO's a major source 
of dance shoes and acces- 
sories for retailers—and 

the largest manufacturer of 
dance shoes in the midwest. 
Why not send that order 
here? os 


$375 


ribbons 25¢ extra 





DISPLAY...MATS 


Free on Request 


Ly Ny 


ADVANCE THEATR 
2 West Randolph St 


ICAL Le) 3 CO. 
Chicago 1}, {II 





KNOWN THE WORLD OVER BY THOSE WHO LIVE, STUDY, AND TEACH THE DANCE 





Manufacturing and Markets 


CONTINUED FROM PAGE 58 





dress styles for men, said several manufacturers, who also 
ummounced large orders for the bright brown tannages 

‘As never before, our salesmen are selling on a quality 
basis,” declared an executive of another large firm. “Re 
tailers are learning the construction and material story 
more than ever and passing it on to the consumers.” Still 
another manufacturer said that his firm has cut down pro- 
duction purposely in order to have quality merchandise. 

In women’s shoes, casual and dress, yellow, pink and 
vanilla will be important colors for Spring. Straws are ex 
pected to be bigger this coming Summer than a year ago 
as is white, whether it’s kidskin, linen, shantung or patent 
Black patent is being ordered in quantity for Spring. Like 
wise, vivid browns, neutral browns, beige and pastels in 
aniline calfskins. 

The only minor note sounded in the entire chorus thus 
far in 1956 was from two men’s work shoe manufacturers, 
who said they feel “a pinch” in the deep farm belt—Iowa, 
in particular—where retailers are reluctant to place heavy 
orders because of depressed farm incomes 


Los Angeles 


Devinire dates have been set for the Fall show of the 
West Coast Shoe Travelers Association. The spot will again 
be the Alexandria Hotel, and the dates picked are May 20 
to 23 inclusive. Applications for space are not yet being 
accepted but probably will be soon. 

On the manufacturing side, most local plants are still 
running at full capacity. Demand for the better quality 
shoes remains strong and there is no sign of down-grading 
among buyers. Bernie Bernstein of Sobel, Bernstein, and 
Greene reports that if anything they are selling more of 
the higher end of the line than the lower. This company 
produces high-fashion models exclusively—-no casuals o1 
loafers--that retail around the $18.95 mark. Their fancy 
heels run up to $24.00 and are moving rapidly. They have 
introduced several new fashion motifs of their own—-par 
ticularly an oriental silhouette which they call the “Sari” 
that have been going over very well for them. Strictly a 
dress-up shoe, it and their Italian profile have proven to be 
leaders in their line. As for prices, Mr. Bernstein sees no 
further rises in the immediate future. Something might 
have to be done when the Fall line bows in, but in all 
likelihood nothing before then. 

Stylewise, the backless, muletype, and springolator re 
main very big in this area. Vinylite and fancy heels show 
no signs of slackening; popular acceptance seems to be 
increasing. 

But the California casual is still a standard part of the 
manufacturing scene. Cobbler’s, Inc., specialists in this 
field, produce a full line of thong sandals, loafers and 
skimmers, and they report their big seller right now is a 
slip-lasted sandal with a key-strap effect on the ankle. Sell 
ing in the medium-priced bracket, it has moved steadily 
all winter. Kar] Mayer of Artcraft Shoe Manufacturing Co 
says that their white kid flatties have been their biggest one 
this Winter. 

Weather gear production is in full swing. Coffey Hoyt 
Products, Inc., makers of a clear plastic rain boot, have 
been working full draft to keep up with orders. A promo 
tion program has helped get retailers to push the line 
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We’re 
pre-selling 
your 


children’s shoes 


by selling 


you to 





‘a 


Leather cradles his first steps 


Leather insures his foot protection throughout 
IIIS GROWING YEARS 
vu WDA 


. 


“as seen in Parents Magazine” 


Ss 





A national advertising campaign stressing the theme 
—‘Your children’s shoe retailer has the training 
and experience to fit growing feet.” —will be launch- 


ed this Spring by Leather Industries of America. 


Spearheading the drive—which underlines the equal 
importance of careful shoe fitting and of all-leather 
shoes—are full page ads in Parents’ Magazine, the 
most influential publication in the children’s field. 


What Parents’ urges, millions of parents do. 


This campaign pre-sells the shoes you stock, and 
pre-sells you. Take advantage of this opportunity 
now. Just fill out the coupon. By return mail you 
will receive a prescription for a healthy promotion 

a merchandising kit containing colorful window 


streamers, attention-getting easeled display cards, 


an unusual counter display card unit— (reproduced 
above), a unique medical kit display, reprints of 
ads and a publicity release. Also included are sug- 


gestions for interior displays. 


Your skill—-and leather shoes—should work to- 
gether to build dollar volume and profit. 
eeenseeneeeeneeeneeeneeneeeeeneeneeeeeeneeeeeneee 


Leather Industries of America 


411 Fifth Avenue, New York 16, N. Y 


Gentlemen : 


Please forward your Parents’ merchandising kit. 


NAME 
ADDRESS 


CITY ZONE STATE 


Leather Industries of America 
th] Fifth Avenue, New York 16, N. Y. 


February |, 1956 





“INCREASED 
SHOE TREE 
SALES 


18%" 


says Pennsylvania Dealer! 


... WITH ONE 
GROSS PURCHASE 


ShoeKeeper Counter Display attracts attention 
and sales automatically! It's a compact 18" x 20° x 8 
silent salesman that helps you to extra 
profits with every purchase! . And— 
FREE . . 
+ West Coast 
NEWSPAPER MATS ShoeKeepers extensive Wes oas 
THAT BRING SALES 
THRU THE MAIL 
AND THRU 
YOUR DOOR 


warehouse facilities are another 
money and time saver! Display is 
free with one gross order; orders 


less than a gross, $5.00. 


ROCHESTER SHOE TREE CO 
60 Cumberland Street, Rochester, N. Y 


i'm interested ShoeKeeper Counter Display 
Please send complete details 


Nome 
Address 
City Zone State 
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SHOE ENOUGH 


By Bess Ritter 


To this very day the people of Japan buy and wear shoes 
that are made of wood and have no regard to the right o1 
left-—or the front and back. The style is called the “tabi” 
and it is designed for all kinds of weather and has been a 
favorite for untold centuries. Children as well as their 
elders wear them, as soon as they are able to toddle about, 
ind all sizes are on sale everywhere in the country. On: 
modern touch is added to such footwear, however: A_ toe 
covering of rubber can be slipped over the front. 

Before the Civil War, when plantation owners of the 
South ordered shoes for their slaves. they did so with the 
help of sticks: These were used to measure the length 
of the foot from toe to heel. Then the actual sticks were 
bundled together and shipped to the northern manufac 
turer, who exchanged them for broad stout shoes and 
boots which were called “stogas” or “stogies.” 

The following mandate was actually issued in 1709 by 
the Censor of Great Britain: “Having observed that there 
ive fine wrought ladies’ shoes and slippers put out to view 
at a great shoemaker’s shop towards St. James end of 
Pall-Mall. which create irregular thoughts and desires in 
the youth of this realm; the said shopkeeper is required to 
take in these eyesores, or show cause the next court-day why 
he continues to expose the same: and he i- required to be 
prepared particularly to answer to the slippers with green 


lac S and blue hee Is “ 


New Population and Market Faets 
Gathered by Census Bureau 


Moni information on population and income will be pro 
vided this year, when the U.S. Census Bureau completes 
an expansion of its current population survey 

Survey collects information on employment and unem 
ployment, school enrollment and education, growth in 
number of households and families, personal and family 
income. It will be expanded to increase the number 
households interviewed each month and increase the nun 
ber of cities and rural areas canvassed, Expansion will be 


Statistics. produced ht 


completed sometime next Spring 
the population series are used by industry, labor, govern 


ment, and educational institutions 





What’s New in Storm Boots 


Left to right: The Raintogger Showerboot, water repellent 
galosh in beige fabric with multicolor polka dots, availabl 
on three heel heights; Rainlark, light weight galosh in black 
fabric with gold Oriental collar trim and engraved button 
ornament; both from the Hood Rubber Company's 1956 
Waterproof line; Snug-Up boot in transparent Plyron plastic 
available on three heel heights for women; the Fashion, style 
gaiter in lightweight fabric, available on four heel heights 
both from the 1956 Red Ball Footwear line by Ball-Band 
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How to Save Money on Preferred 
Position Advertising 
By PALL LOCKWOOD 


An ideal position for a shoe retailer's advertisement in hi- 
local newspaper would be where every person reading the 
paper would see the ad and read it completely. 

Obviously, it is impossible for every advertisement in the 
newspaper to be in such a spot. In fact there are no 100 
per cent advertising positions in a newspaper according to 
the most recent studies that have been conducted on news 
paper reading habits. 

People have different ideas, interests and reading pretes 
ences. The comics, financial, society, spots and general 
news are all first choice with some readers. Trying to select 
the best location for a shoe advertisement that will capture 
the attention of all these readers would be impossible 

Many shoe retailers feel that some locations in the news 
paper are better than others for their advertisements. To 
some retailers the best position for an advertisement is (1) 
page 7 or forward, (2) right-hand page. and (3) above the 
fold. 

Here are some facts that you may want to consider about 


these “favored” positions for your advertising 


1. Which is better—-page 7 and forward or page 6 and 


back? 


According to the Continuing Study of Newspaper Read 
ing conducted by the Advertising Research Foundation, it 
was revealed that there is very little difference between 
these two parts of a newspaper. Editors arrange the edito 
rial matter in the newspaper to get a high readership per 


centage all through the paper-—not in just one section 


2. Is the right-hand or the left-hand page best? 


This same study of newspaper reading habits revealed 
that there is little, if any, difference between the left- and 
the right-hand pages. In fact. contrary to the pupular notion 
held about right-hand pages previous to this study, it wa 
discovered that both men and women read the left-hand 


page just a trifle better than they read the right-hand page 


s, Which posttion is better above or below the fold? 


The way in which most newspapers are made up will 
determine whether your shoe advertisement will appear 
above or below the fold Advertisements that are one-hal 
page or larger in depth usually have the bulk of the ed 
below the fold. Small space advertisements will usually | 
placed above the fold 

Yet, readership research on this point has revealed th 
there is little if any difference in the attention value of an 


advertisement above or below the fold of the new paper 


b. Are special positions worth the added cost 


Special positions are available in some newspaper be 
instance, a special position may be a small section ty 
columns by five inches--on the front page of the paper that 
is reserved for advertising. An extra rate is charged f 
this position and some shoe retailers feel it well wori 
the added cost 

As a general rule, these positions in a newspaper at 
reserved for contract advertisers. In fact some shoe mer 
chants using this space must sign a firm contract to use th 
space every day for a year to qualify. Other newspape: 
use this special position as a premium for large space advet 
tisers inside the paper and it is used to call the reader 
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You can sell Footlets with every pair of shoes! 
Only Footlets are Sanitized...a new process that retards 


perspiration odors, arrests growth of bacteria, is 


elf-sterilizing, self-antiseptic. Besides these strong 
elling advantages, only Footlets possess the fashion 
and comfort extras that result in fast acceptance 
no-show shell vamp, power grip stay-on heel pad, 
fashioned side-seam toe, Stock Footlets for easy 
extra profits twelve months a year! Most women buy 
3 or more pair at a time. Styles for every shoe in 
Helanca stretch (one size fits all}, sheer run-proof nylon 


and fine cotton lisle... retailing from 20¢ to 89¢ 


All nylon stretch Footlets 
individually packaged in attractive colorful tube and display dispensers. 


FULL FOOTLET BACK STRAP FOOTLET TOE GUARD FOOTLET 
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Preferred Position Advertising 
CONTINUED ON PAGE 7] 


attention to the full-page advertisement on another page 
of the paper. 

There are instances where special positions are worth the 
added cost. For instance, you might want to reach bowlers 
about a line of bowling shoes you are now stocking. Place- 
ment of your advertisement in the sports section would get 
more of readers who would be potential customers. 

Here are three ways shoe retailers have found they can 
reduce the cost of preferred position advertising in their 


local newspapers: 


1. Study Your Newspaper’s Make-up 


Most newspapers have some characteristic habits of 
make-up that an alert shoe retailer can spot and turn to his 
own advantage with a preferred position without extra cost 

For instance, one newspaper has a page—the front page 
of the second section—that carries a two-column feature on 
each side of the page every day. A retailer who studies this 
newspaper will realize that a four-column sixteen-inch 
advertisement will just fit this spot. 

Another newspaper has a two-column four-inch spot that 
always appears below the sports editor’s column. A_ shoe 
merchant who makes an analysis of this newspaper will 
realize that an advertisement to fit this space and with th 
location “urgently requested” will be placed here without 
extra cost of preferred position. 

Still another newspaper has a regular eight-column 
paper, but in the classified section it extends this to a nine 
column page. Frequently the paper will have a news col 
umn running down the left-hand side of the page and will 
use six columns of classified advertising. This leaves a space 
about one inch wide down the full length of the paper. 

An alert shoe retailer spotting this style of make-up of 
the newspaper developed a long advertisement that he used 
when the space was available. It had high readership and 
he did not pay preferred position rates. In fact, the news 
paper was glad to be able to sell this unusual size space to 


an advertiser. 


} A Urgently Requested 


To avoid having a preferred position charge assessed, a 
shoe retailer should say, “Run r. o. p. (run of paper) 
sports section urgently requested. The instructions, “Run 
r. o. p.” tell the newspaper that placement is up to them 
but that the shoe retailer would like to have this advertise 
ment appear in the sports section. 

Be sure to preface your request with “run r. 0. p.” and 
to follow up your selection of position with the statement, 
“urgently requested.” It will help you get your location at 
regular rates rather than being billed for the extra charge 


3. Schedule Early in the Week 


You will have a better opportunity of having your adver- 
tisement placed where you specify if you schedule it ear!y 
in the week. Monday, Tuesday and Wednesday are low 
advertising days for most newspapers. As a result, there 
are more requests for special positions at the end of the 
week, 

Then, too, you will find that your advertisement will not 
have as much competition for the reader’s attention if it 
placed early in the week. 

Remember: Where your advertisement is placed is not 
nearly as important as what, when and how it delivers your 


advertising message 
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Support Sought for $200,000 Promotion 


Shoe Industry Asked to Back Program Designed to Increase Want 


for Shoes Through Various Media 


New YorK—Plans for a $200,000 
shoe promotion program were revealed 
here by the National Shoe Institute 
“designed to make men, women and 
children want more shoes” through 
consumer education, promotion 
and advertising aids to retailers. 

The institute’s board of trustees 
authorized setting up the voluntary 
fund at its last meeting in November, 
1955 after a sampling of industry 
leaders, both in manufacturing and 
retailing, showed that the shoe industry 
was ready for the program. 

Officers of the National Shoe Insti- 
tute, comprising the National Shoe 
Manufacturers Association, National 
Shoe Retailers Association, the Nation- 
al Association of Shoe Chain Stores 
and the New England Shoe and 
Leather Association, which together 
represent more than 1,000 maiuufactur- 
ers and 30,000 retailers, said funds 
for the program will be collected from 
manufacturers and retailers through- 
out the United States. 

The officers emphasized 
$200,000 asked for to 
campaign was a low 
industry whose gross sales exceed $3 
billion. Manufacturers will be asked 
to contribute eight cents per $1,000 of 
gross sales, or about $80 per million; 
and retailers, five cents per $1,000 of 
gross or $50 per million. They 
said the low rates were set deliberately 
to establish a “pattern of success” to 
ward more and more’ important 
industry-wise promotional activities. 

Joseph S. Stern, chairman of the 
board of the U. S. Shoe Corporation 
of Cincinnati and chairman of the 
finance committee of the National Shoe 
Institute, said he and other leaders 
of the shoe industry were solidly be- 
hind the proposed shoe promotion. 


sales 


that the 
implement the 
one for an 


sales, 


He said that even though National 
Shoe Institute operated for the past 
five years on a “pitifully underfinanced 
basis,” it has carried out a successful 
program of encouraging publicity and 
retailer advertising tied to seasonal 
openings. Last year alone, Mr. Stern 
declared, more than 750 newspapers 
with 24 million readers had either run 
whole sections devoted to news about 
shoes or published editorial matter or 
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local retail advertising for which basic 
mats, copy or photos was supplied by 
the institute. 

Mr. Stern said that 
tute was prepared to ente: 
phase of its 
include the following: 
e Bigger newspaper 
seasonal openings. 
¢ Increased 
magazines and with 
magazines to put shoes 
inently in the editorial limelight. 

e The production of educational film 
material for television viewing 
throughout the United States 

¢ The distribution of material 
for use as sales aids, for displays and 
for sales training, and 

¢ An increased flow of publicity to all 
media, exploiting every possible angle, 
including fashion, health and prestige 

to make people want more shoes. 

“It is true that 1955 was a good 
year for the shoe industry,” Mr. Stern 
said, “but that is no reason to suppose 
we cannot do a lot better. And things 
will not get better by 
These days, competition is 
and every customer’s dollar is 
cut up in many ways. 
can’t rest on their Jaurels. Even an old 
institution like Tiffany’s has to adopt 
aggressive policies. So it’s not enough 
for shoe men to that 
people have feet, they’ve got to have 
That way, ‘extra pairage’ 
will remain a dream, and our industry 
will not grow.” 

He emphasized that for hundreds of 
shoe manufacturers and retailers, ex 
penses were too great to allow them to 
embark on ambitious advertising or 
publicity programs of their own. For 
such firms, he said, action 
is the only way to promote their 
product and develop for it a bigger 
and more varied market. 

“People can get along with fewer 
shoes and the more they are made 
subject to the advertising and publicity 
pressures of other products the more 
they will keep putting off the purchase 
of that new pair of shoes or that 
‘different’ pair of shoes. Only we in 
the shoe industry can make them 
want to buy more shoes—for reasons 
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Mensch Quits MASRA Post 


After 32 Years Service 


PHILADELPHIA—At the annual meet 
ing of the Middle Atlantic Shoe Re 
tailers Association, held at the Benja 
Franklin Hotel here in conjune 
with the Mid-Atlantic Shoe Show, 
15-18, Cal J. Mensch presented 
resignation as office 
he has held continuously 1924, 
At that time he played a leading part 
ociation, along with 


min 
tion 
January 
his ecretary, an 


since 


in forming the as 





CAL J. MENSCH 


business 
Leibowitz 


Anthony 


in the 
as Lee Reineberg Mose 
of York, Pennsylvania, 
H. Geuting of Philadelphia 
Mr. Mensch informed 
of the committee in charge of the Mid 
Atlantic Shoe Show of his intention to 
retire from the post of show manager 
the final month's 


has been 


ich other notable hoe 
and 
and 


also members 


when last 
show 
mittee at its next 


His 


accepted 


report on 
presented to the com 
meeting in May 
both offices was 
expressions of deep re 
for his long 


resignation from 
with 
gret and commendation 
and faithful 

tetirement of Cal Mensch from these 
the termination of 
behalf of the 
continued for more 
He entered the employ 


eT VICE 


activities will mark 


a career of activity in 
shoe trade that ha 
than 60 
of G. D 
of Allegheny, 
boy in 1894, 


years 
Simen, a retail shoe merchant 
Pennsylvania, as stock 
For years he 
worked at the original Simen store at 
Ohio and Sandusky Streets, 
quickly to a selling job on the floor and 
eventually to the position of head sale 


severa! 
rising 
man 

When Simen decided to open a second 
store in the Golden Triangle, in Pitts 
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Murals Heighten $40,000 Shop Renovation 


ey 


John Colantone, owner of the renovated Colantone Shoe Shop in Springfield, 

N. J., waits on a customer, Murals and shadow box show up to good advantage. 

The store was recently made over in a $40,000 expansion program which coin- 
cided with the store's thirtieth anniversary. 


SPRINGFIELD, N. J.—A _ full-length 
wall mural with shadow box display in 
the center has heightened the modern- 
istic appearance of the renovated Co- 
lantone Shoe Shop. The etching which 
takes up one 40-foot side of the store is 
made up of a series of five-foot wide 
wallpaper strips in several colors and 
depicts a New Orleans street scene of 
the ante-bellum period. 

“An artistic touch of this kind helps 
considerably in brightening up a store 
interior,” explains John Colantone, pro- 
prietor, “Cultured suburban customers 
as we have like to see an esthetic deco- 
ration now and then. They have com- 
mented on its appearance and it makes 
a nice background for the open chairs 
while they are fitted. Such a theme 
helps build up a store’s atmospheric ef- 
fects, shows up a considerable lot bet- 
ter than a straight wall surface.” 

The commercial angles in this kind 
of decorating has not been entirely 
overlooked, however. In about the cen- 
ter of the mural is a shadow box about 
seven feet wide, six feet high, which 
displays current specials in children’s 
and women’s shoes. These are fastened 
on yellow pegboard which form a sharp 
contrast to the brown frames. 

Other shadow boxes are also well dis- 
tributed throughout. On the opposite 
wall are four smaller displays of this 
type, also using pegboard to show an 
outstanding model in each instead of 
several. All of these shadow boxes are 
provided with built-in lighting which is 
switched on during dark days or when 
the place is open evenings. An auto- 
matic timer turns them off at 10 P.M. 

Additional display area is provided 
in three recessed shelves along the wall 
which contain open racks of boxed 
shoes. This space shows current fash- 
ions in men’s shoes, pin-pointing atten 
tion to these models. 

In the back is a rounded counter for 
transactions with cash register and 
shelving for slippers, shoe polishes and 
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findings, all neatly arranged. 

The $40,000 expansion program, in 
addition to giving the establishment a 
new look, also provides for a 35-foot ex- 
tension in the rear which will be set up 
as a “Kiddies Shop.” 

The sales area has a more cheerful 
air through such modernistic improve- 
ments as knotty pine woodwork on one 
side, limed oak on the opposite wall, 
and acoustic tile ceiling. The narrow 
width of about 14 feet has the appear- 
ance of being wider because of the in- 
laid linoleum flooring with its brown 
diagonal stripes, an illusory effect much 
in vogue by decorators who are con- 
fronted with a constricted area prob- 
lem. 

Similarly, attention has been given to 
the exterior by increasing the area of 
the larger window, putting up sliding 
glass back doors and drapes along the 
side wall. The smaller window is used 
to tie in display with current local ac- 
tivities such as photos of the high 
school football team, and fund raising 
drives. 

The front has been improved with 
brick facing and a neon-lit sign put up 
to extend across the whole extent of the 
facade. 

Colantone’s does a considerable vol- 
ume in Official Boy Scout shoes, plus 
Junior Jumping Jack and Modern Age 
for children. This is accounted for by 
mass displays such as those of the 
shadow boxes and built-in store fix- 
tures, together with outside advertising 
including local newspaper space and oc 
casional distribution of circulars. 

There is a considerable side-line vol- 
ume in shoe repairs which is conducted 
in the back with operations hidden en- 
tirely from the front store area. Be- 
cause of its specialization in orthopedic 
work, this section attracts trade from a 
considerable area. 

The renovation program was part of 
the thirtieth anniversary pro- 
gram. 


store’s 





Dates to Remember 


Spring Shoe Show, Tri-State Shoe Trav- 
elers Association, Hotel Statler, Buf- 
falo, N. Y. Feb. 5, 6, 

Summer Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh Feb. 5-8 

Factory Management Conference, Na- 
tional Shoe Manufacturers Associa- 
tion, Netherland Plaza Hotel, Cincin- 
nati Feb. 18-21, 

Allied Shoe Products and Style Exhibit, 
Hotel Belmont Plaza, New York City 

Feb. 26-29, 

Breakfast Meeting, National Shoe Man- 
ufacturers Association, Sert Room, 
Waldorf-Astoria Hotel, New York 
City, 8:15 A.M. Feb. 28, 

Fall and Winter Leather Show, Tanners’ 
Council of America, Waldorf-Astoria, 
New York City Feb. 28, 29, 

Shoe Show, Michigan Shoe Travelers 
Club, Statler Hotel, Detroit 

March 11-13, 

Tanners’ Council Spring Meeting, Boca 
Raton, Fla. April 5, 6, 

Advance Fall Shoe Market Week, New 
England Shoe and Leather Associa- 
tion, Hotels Statler and Touraine, 
Boston April 8-12, 

St. Louis Shoe Show, St. Louis Shoe 
Manufacturers Association, Jefferson, 
Statler and Lennox Hotels, St. Louis 

April 29-May 2 

Popular Price Shoe Show of America 
Hotels New Yorker and Sheraton 
McAlpin April 29-May 3 

Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker 
Statler, Hilton and Southland Hotels 

May 6-9, 

Shoe Show, lowa Shoe Travelers, Hotel 
Fort Des Moines, la. May 13, 14 

Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indian- 
apolis May 13, 14, 15, 

Fall Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh May 20-23, 

Fall Shoe Show, West Coast Shoe Trav- 
elers, Hotel Alexandria, Los Angeles 

May 20-23 

Grand Rapids Shoe Show, Michigan 
Shoe Travelers Club, Pantlind Hotel, 
Grand Rapids, Mich. May 23-25 

Shoe Show, Michigan Shoe Travelers 
Club, Hotel Statler, Detroit 

June 2-5 

Michigan Annual Shoe Fair, Michigan 
Shoe Travelers Club and Michigan 
Shoe Retailers, Statler and Sheraton- 
Cadillac Hotels, Detroit. June 3-6 

Allied Shoe Products and Style Exhibit, 
Hotel Belmont Plaza, New York City 

Aug. 19-22 

Show, Tanners’ Council of 

Waldorf-Astoria Hotel 
New York City Aug 21, 22 

Annual Meeting, Tanners’ Council of 
America, Edgewater Beach Hotel 
Chicago Oct. 25, 26 

National Shoe Fair, National Shoe 
Manufacturers Association and Na 
tional Shoe Retailers Association 
Palmer House, Conrad Hilton, Morri 
son and Congress Hotels, Chicago 

Oct. 28-Nov. | 

Spring Shoe Show, Southwestern Shoe 
Trvealers Association, Adolphus, Baker 
Statler, Hilton and Southland Hotels 

November 11-14 


Leather 
America, 
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Defines Limits 


For Shoe Merger 


St. Lours—Merger of Brown Shoe 
Company, of St. Louis, and G. R. Kin- 
ney Company, of New York, may be 
carried to a conclusion under certain 
clearly defined conditions under a rul- 
ing of Federal Judge Rubey M. Hulen 
on January 16. It permits stockholders 
of the two approve 
Brown's acquisition of Kinney stock 
provided al] assets and operations of 
the company are kept separate and 
other requirements are complied with. 

The U. S. Department of Justice 
on November 28 obtained a court orde 
halting the merger, plans for which had 
been announced shortly before. Afte: 
hearing arguments by attorneys for 
both sides, Judge Hulen reserved de- 
cision on the government’s suit for an 
injunction in order to give the case 
further study and consideration. His 
decision of January 16 was the result 
of such deliberation. 

Conditions laid down by the court for 
Brown’s acquisition of Kinney stock 
were the following: 

1. Title to all assets of Kinney must 
be vested in a subsidiary of Brown. 

2. The subsidiary must have inde- 
pendent management. 

3. All assets and earnings of Kinney 
must be retained by Kinney and remain 
identifiable as those of Kinney. 

4. All stock would be held by Brown, 
other than qualifying shares for di- 
rectors. 

5. Leases would be made in the name 
of the subsidiary. 

6. None of the subsidiary’s retail 
stores could be closed due to competition 
with Brown’s stores. 

7. No plant could be closed or taken 
over by Brown due to competition with 
Brown’s production facilities. 

8. The new subsidiary would be sub- 
ject to the court’s jurisdiction in the 
anti-trust suit pending against 
Shoe. 

Stockholders of both firms are sched 
uled to meet Feb. 16. 
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Ask Shoe Industry to Back 
$200,000 Promotion 
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of pride, health and prestige. 

He said that 
manufacturer in the country 
soon receive a copy of the 
Shoe Institute’s spring pape) 
section,” containing the advertising 
and editorial materia! destined to give 
a boost to the Spring sales of shoes. 

The special will be ae 
companied by a bearing the 
endorsement of representing 
a cross-section of the retailing and 
manufacturing industries from the 
smallest to the largest firms. The letter 
will, in effect, announce that the 
campaign has begun that funds 
are being sought. 


and 
would 
National] 
“new 


every retailer 


section 
letter 


leaders 


and 


February |, 1956 


Independent Shoemen Plans Ad Mat Service for Retailers 


PHILADELPHIA— Members of the I.5. 
M.A.S.R.A. regional committee met 
at a luncheon meeting January 6, to 
formulate a plan for a monthly ad mat, 
and direct mail service to I.S. retailers 
at a nominal monthly rate. 

Ben Finn, executive director of IS 
and chairman of the meeting disclosed 
that Morry Storm of the Storm Ad 
vertising Company, of Rochester, N. Y 
had submitted preliminary 
sketches to the committee. 

Arnold Goldman, and Lee Rapp, I.S 
of the committee 


some 


shoe retailer member 


submitted a list of the types of adve 


tising forms, mats, folders and stuffers 

The primary object of this committee 
is to develop a individualized 
that the LS. re 


ad a high grade stand-out ad 


eries of 


formats would make 
tailer’s 
local at lower ost 


in his newspape! 


than the regular service now available 
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ply mats, of 
names, but they would be used with the 


would still sup 
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mat service 


their shoes, 
stvlized format so as to bring 
the 
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individual recognition to retailer 
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you haven't experienced the complete satisfaction of 


building a sound, profitable business on Miller BARE- 
FOOT FREEDOM shoes — you've missed something — 
why not get complete information today? 
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SATISFIED REPEAT CUSTOMERS 
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3718—The JOY Tie 
14/8 Wood Kantscuff Heel 
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Black nylon lace vamp 
Black leather trim 


Six-eyelet tie 
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Also available in 


Biue—Style 3727 
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4015 Cherry St, Cincinnati 23 
35 Yeors of Success 


Ohio 
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Atlantic Show Writes Increased Business 





Buying is for Early Deliveries; Advance Noted in Three-Eyelets, 
Foreign-Style Flexible Leathers, and Shantungs 


PHILADELPHIA Considerably more 
than 1,000 shoe men attended the suc- 
cessful Mid-Atlantic Shoe Show held at 
the Benjamin Franklin Hotel and the 
annual banquet and floor show at the 
Latin Casino here. There were 750 ac- 
tual registrations. Retailers were pres- 
ent from New York City, New York 
State, Virginia, Delaware, Maryland, 
West Virginia and the District of 
Columbia. 

There was a 10 to 15 per cent in- 
crease in business over last year. About 
60 to 65 per cent of the orders written 


were in-stock orders for immediate 
shipment. 
There was little resistance to the 


price rise and the little manifesting it- 
self was attributed principally to the 
lack of familiarity of most retailers 
with what levels new price ranges will 
finally settle down to and how that will 
affect existing medium-price brackets. 
Several wholesalers said borderline 
prices will create somewhat of a mer- 
chandising problem for all concerned. 

In men’s shoes there was a marked 
trend toward emphasis on three-eyelets 
in low-quarter shoes at the expense of 
two-eyelets. Higher quarters are being 
favored as well as shorter openings. All 
crepe-soled styles did excellent busi- 
ness. Shantungs were very good. Ven- 
tilateds did well as did nylon buckskins 
in black and white and brown and 
white. 

Flexible glove leather shoes of for- 
eign construction were generally 
deemed a big factor in increased vol- 
ume at the show. One manufacturer re- 
ported that Llama leather shoes of the 
flexible Swiss types was his biggest 
seller. 

The trend to novelties in men’s shoes 
resumed after a two-year layoff and 
was gaining strength in color combina- 
tions, and in knob toes, French toes, 
brogues and custom ties. One maker 
reported very good business in men’s 
patented shu-lock shoes particularly in 
cordovan, black and beige. The Italian 
influence seemed to be maintaining a 
dubious level, though it has helped the 
acceptance of a narrower-toed shoe 
generally. Italian type shoes did much 
better in higher priced lines. 

Spokesmen for display rooms of chil- 
dren’s shoes reported good business 
with a majority of requested orders for 
early pre-Spring delivery. Patent 
leather is very much in the lead but 
also getting good representation on 
order books are the new color combina- 
tions in Mary Jane pumps such as pink 
and white or powder blue and white. So 
called shaggy leathers—a suede type— 
in growing girls’ oxfords with foam 
rubber soles were doing well in colors 
of straw, copper, and grey. Although 


there are a good many orders for these 
delivery, 


in white for later many 
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sources report a good number of orders 
for these white foam rubber oxfords 
for present shipments. 

The newer trend, as seen by some 
casual shoe firms, is toward the closed 
toe or closed back type rather than the 
continued popularity of open toes and 
sling backs. In the casual line, business 
is reported good with a goodly 
amount of orders for early stock deliv- 
eries. Some of the more requested col- 
ors have been smoke tones, taffy brown, 
white bark, ginger, red, and quite a bit 
of white. 

In the women’s line, calls have been 
for very early deliveries. Patent leather 
is considered one of the firsts for 
Spring. Navy is considered very good 
on order books and white was seen on 
many a list. Some firms report fewer 
orders for red, a sprinkle of avocado 
green, and very light on novelty colors. 
Colors shading from honey calf to 
burnt sugar brown were in better de- 
mand than most of the colors. All heel 
heights were very much in evidence and 
the types ordered varied with the sec- 
tions they were to be sold in. Pumps 
sold in all types from the semi-modified 
style with the narrow toe, to the Italian 
style instep that is more popular in the 
big cities. 

The Joint Middle Atlantic Shoe Show 
Committee accepted the resignation of 
Cal J. Mensch as show manager to be- 
come effective July 1, so that he would 
have sufficient time to prepare a final 
report. The committee voted to create 
a new post of executive director to 
which Clarence R. Heyde was named. 
A show manager will be named at the 
committee’s next scheduled meeting in 
May. 


Mensch Quits MASRA Post 
After 32 Years Service 
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burgh, he picked Mensch to be its man- 
ager. He also invited the young shoe 
man to assist him in selecting and buy- 
ing the merchandise. In 1901 the 
former stock boy became a full-fledged 
buyer. 

Lazarus Brothers opened the first 
Walk-Over store in Pittsburgh in 1904 
and Mensch joined the organization. 
In 1907 the Lazarus-Mensch Company 
was incorporated and about 1910 Cal 
Mensch became its chief executive. 
From them on he visited shoe manufac- 
turing centers like Boston, New York 
and Rochester at regular and frequent 
intervals on buying trips. In 1921 he 
suffered an illness that lasted for some 
months and during that interval he 
disposed of his interest in the firm, 
which was taken over by George E. 
Keith Company, of Brockton, Massa- 
chusetts. 

After his recovery Mr. Mensch took 












to the road as a traveling salesman, 
with the Sachs line of women’s shoes 
which were made in Brooklyn, a lead- 


ing center for the manufacture of 
women’s footwear of the highest qual- 
He covered eastern and mid-west 


ity. 
territories. 

During his retail career he had 
served as a director of the National 
Shoe Retailers Association and had 


helped to organize the Pittsburgh Re- 
tail Shoe Dealers Association, the 
Pennsylvania Shoe Retailers Associa- 
tion and the Middle Atlantic Shoe Re- 
tailers Association, writing the consti- 
tutions and by-laws for all three. After 
a little over two years with the Brook- 
lyn firm he decided to quit the road and 
since then has devoted his time and 
attention to the Middle Atlantic Asso- 
ciation as secretary, and later to the 
Mid-Atlantic Shoe Show in the capacity 
of manager. 

Owing to the unfortunate illness of 
E. Rhodes Huntsberry, MASRA presi- 
dent, which began a few days prior to 
the Philadelphia meeting and prevented 
his attendance, it was decided to defer 
the election of officers of the associa- 
tion for 1956 until the May meeting of 
the Board of Directors. 


Mid Atlantic Shoe Retailers 


Postpone Elections to May 


PHILADELPHIA—The Middle Atlantic 
Shoe Retailers Association decided to 
postpone the election of officers until 
its annual May meeting. John D. Dunn, 
a past president and a member of the 
board of directors, presided in the ab- 
sence of E. Rhodes Huntsberry, presi- 
dent, who is ill. 

Cal J. Mensch, a secretary of the Re- 
tailers, resigned his post. 

Members of the association present 
at the luncheon meeting at the Ben 
Franklin Hotel, scene of the Middle 
Atlantic Shoe Show, were Durell S. 
Pollock, Canonsburg, Pa.; Murray S. 
Rolfe, Philadelphia; Franklin E. Zusi, 
Irvington, N. J.; John A. Storch, New- 
ark, N. J.; William H. Piper, Philadel- 
phia; John D. Dunn, Hagerstown, 
Md.; Vernon H. Powell, Salisbury, Md. 
and Cal J. Mensch, Pittsburgh. 


Nation’s Department Stores 
See Increased Sales for ’56 

New YORK General advances in 
both volume of sales and profits during 
the first half of 1956 are forecast by a 
high majority of the nation’s depart- 
ment, chain and specialty stores, ac- 
cording to a survey among the mem- 
bers of the National Retail Dry Goods 
Association. 

Of the 312 stores reporting, 76 per 
cent look for sales gains in the first 
half of 1956; 22 per cent estimated 
sales about the same, and only 2 per 
cent see a drop from the same period a 
year ago. Of the stores estimating 
sales gains, the majority look for in- 
creases up to 5 per cent, though some 
see as much as 20 per cent increase. 
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Spring Reorders Up 
At Guild Shoe Show 


New York—Buying during the re- 
cent showings of Summer shoes by the 
Guild of Better Shoe Manufacturers 
consisted of a combination of re-orders 
on Spring shoes and first orders of 
Summer shoes. Some Guild members 
reported a great deal of activity, many 
buyers in their showrooms and writing 
of orders. Others reported more re 
tailers in town the week following the 
Guild Show. The consensus was of 
good business. 

Spring re-orders show a strong de- 
mand for black patent leather, some- 
times trimmed with white. Navy blue 
shows greater strength than originally 
expected. Navy and black patent, in 
fact, are considered by this high style 
quality group to be year ’round colors 
and leathers; the navy blue being put 
into suedes for Fall. Other re-orders 
were in the medium light brown that 
has proved so popular and in a very 
pale beige, also very much liked in early 
purchases. Additional orders of Flax 
in Spring styles were made with the 
idea of this color’s carrying through to 
Summer. 

White is the big color for Summer, 
according to all the Guild members. 
White with touches of gold is of top 
importance. White in several surfaces 
is to be noted. Smooth, textured and 
luster finishes are all in demand. One 
manufacturer in this group reports a 
combination of white smooth and tex- 
tured leathers with rustic silk prints as 
important in their Summer line. White 
linen is also selling, as well as natural. 

News with several houses is the in- 
troduction of black suede shoes in very 
opened-up styles for early Summer 
selling. This trend points to increased 
interest in sueded surfaces, they point 
out. 

In novelty material for Summer, 
straw and vinylite should be mentioned. 
One Guild member has done very well 
with an imported milan straw, with a 
high luster, in bright multicolor; red, 
white and blue; and, especially, black 
and white combinations. 

Vinylite has continued to be of such 
importance that one manufacturer in- 
troduced a style in this material, in 
spite of the fact that he does not be- 
lieve in it. It is a plain, colorless vinyl- 
ite. Others are including a number of 
styles in their lines in pastel clear 
vinylite—pink, blue and yellow—or in 
vinylite with a design. Carved and 
ornamented heels continue strong. With 
vinylite uppers the “glass” heel is still 
much used. 


Miles Shoe Stores on the Air 


ALBANY, N. Y.—Miles Shoe Stores 
here, and Elsmere Shopping Center are 
sponsoring a 15-minute musical pro- 
gram over radio station WPTR at 
5:30 P.M. Monday through Friday. 
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Thin Heels, Shallow Backs, in Style Picture for Spring 


New YorK—Spring 1956 was the Gilded alligator, covered with a 24 
theme of the recent Delman press show carat gold leaf, is a new treatment of 
ing. Straight lines, more shallow backs, that leather. Evening shoes glitter with 
rapier thin heels are trends ii the new ;hinestones, jeweled heels. In colors, 
collection. Detailing carries out the black and white, gray, beige, Wedgwood 
idea of the straight, long line. Thinner Jue, pink, red, yellow, are among the 
leathers and featherweight construc , 
tions are typical. 

The textured look is strong and in 
terpreted in a variety of materials 
which include lacquered embroidered 
linen, and a baroque pearl! surface 
Alligator carries out this three-dimen of stripping—elasticized—evening san 


sional idea in leather. dal 


families featured 

Contrast in silhouettes are note 
worthy and include a very shallow shell 
and a high tongued shoe with rhinestone 


buckle; closed pumps and the most open 


REASONS Wuy 


‘“SUPERSOLE 


is preferred by 
YOuR CUSTOMERS 


LONGER 
W-E-A-R 


LIGHTER 
WEIGHT 


WATER- 
RESISTANT 


NATURAL 
Only genuine leather “BREATHING” 
' WSUPERSOLE” bears this 

VOTAN trade-mark. 
GREATER 


FLEXIBILITY 


“SUPERSOLE” won't slip on wet grass 
or other slick surfaces. Highly puncture- 
resistant, too! You just can’t buy a bet- 
ter genuine leather sole! Write for in- 


formative booklet. 


VIRGINIA OAK TANNERY 


SALES CORPORATION 
27 SPRUCE STREET — NEW YORK, N. Y. 














50% SALES 
INCREASE 


OVER LAST YEAR! 


WHY? 


Merchants report that FOOT KING 
shoes get immediate sales action and 
terrific repeats! Customers like price 
and styles! Reorders jump volume! 







#87040 


FOOT. REG-E-STURD 

BOYS SHOES 

LOOK! SOLES GUARANTEED IN WRIT. 

ING, 4 months wear or a new pair FREE! 

Widths A to £, sizes it to 7, FOUR 

STYLES IN BTOCK. Price $4.40 net 
WHAT A DEAL! 

















#27626 













isa BOY RANGER 
LOOK! 
OVER 4 STYLES IN STOCK! Side 


leather lining, solid leather insoles, Pacif 

ate-—Puratized drill lining, Sizes | to 7, 

widths from Ato E. Price 3.70 to 4.45 net 
SET YOUR OWN MARKUP! 















Goodyeer Weits 


FOOT-KING FOR MEN 
——LOOK! OVER 100 HOT STYLES-——— 


for high seheol, dress and casuals, for men 

of all ages. Unmistakable quality and 

eraftemanship for tong markup: yet priced 

for permanent promotion. Sizes 6 to 12, 

widths from B te EEE Price 4.15 to 
50 net. 








FOOT-KING means BUSINESS 


Write for in-stock catalog 
FOOT-KING 
Dept. 16—PALMYRA, PA. 


SALESMEN: Some territories open to 
established men with non-conflicting lines 














Former Edison Stock Boy 
Elected Assistant V-P 


Str. Louis Dave Alton, director of 
warehouse personnel and operations for 
Edison Brothers Stores, Inc., has been 





DAVE ALTON 


elected ai assistant vice-president, it 
was announced by Edison’s board of di- 
rectors. The 48-year-old shoe man 


joined Edison in 1931 as a stockboy in 
the warehouse. 

A native St. Louisan, Mr. Alton re- 
sides with his wife and family at 7486 
Drexel Avenue. He is an active mem- 
ber of the “210 Club,” a charitable or- 


ganization under shoe industry spon- 
sorship. 
Howell and Irene Walters 
Join Minor’s Shoes 

CoLumMBus, O.—Minor’s Shoes, lo- 


cated at 100-104 E. Broad St. with Ed 
Minor, Jr. as manager and E. H. Larry 
Minor, general partner, announced re- 
cently the joining of Howell and Irene 


Walters as their new associate part- 
ners. Irene Walters will also be with 
the store organization. The Walters 


Shoe Co., formerly located at 44 East 
sroad Street liquidated after being in 
business 62 years. 

Remodeling of the Minor Shoe store 
is now in progress and a men’s shoe de- 
partment will be added. Mr. Walters 
will be in charge and buyer of this de 
partment which will feature Wright 
Preserver Shoes for Men. 





Goodrich and Hood Show Lines at Regional Meetings 


WATERTOWN, MAss.—The 1956 water- 
proof lines of B. F, and 
Hood Rubber Companies shown recently 
at sales meetings in Chicago and Phila- 
delphia, include styles for men, women 
and children. The theme of the show, 
“A Pot of Gold at the End of the Rain 
bow,” pointed to the importance of 
color in the new lines. New colors and 
color combinations and new-looking ma- 
terials plus new ideas incorporating in- 
creased lightness, warmth and better 
fit were featured. New lasts and wide 
range of heel heights in women’s shoes 


Goodrich 


were also provided for. 

The runway showings were produced 
by the Ruth Hammer Associates and 
coordinated with high style rainwear. 
Present at the showings were R. Blan- 
chard, president of the company, and 
Paul Swaffield, manager. 
J. S. Barrie, vice-president in charge 
of sales, introduced Jack MacKinnon, 
manager of footwear, 
commentator for the shows. 

Highlight in the women’s styles was 
the color Blond, shown in Evening Star, 
a nylon boot with a plaid lining show- 
ing though, and in Raintogger with 
multicolor polka dots. Winterboot, 
popular light poplin style, has been 
given and Estron faille lining and a 
fleece-covered felt insole for warmth 
and lightness; suggested as a good 
boot for football games. Other high style 
features were the tartan uppers— 
Black Watch and Black Stewart—in 
Rainlarks. The Black Stewart tartan 
has been used in sizes for mother and 


advertising 


served as 


who 


daughter promotions. A gold trim at 
the top of a black boot showed the 
Oriental influence. An upper ina 


Roman stripe was a high stvle feature 
of one boot. A Harlequin lining was a 





note in Caprice. In Garter Boot 

feature was an elastic 
the cuff and serving 
as the only adjustment. Among the 
Koroseal unlined galoshes, Rainstar 
was finished like a fine jacquard fabric. 
In the lined Koroseal galoshes, molded 
sponge-linings were the important fea- 
ture plus non-skid outsoles, 

In the children’s through teen-age 
sizes—12 up to women’s 6B—several 
novelties made news. Mad Whirl which 
combined blue, aqua, yellow, black and 
pink and a Scribble Boot in white 
poplin for scribbling names and senti- 
ments on. Other starred styles were 
Dreamboat, a lined, warm waterproof 
over-the-sock boot, and Raindrops, light 


gay 
the 
bandsewn 


unusual 
below 


weight water repellent boot in Black 
Watch and Black Stewart tartans. 
Blond was the featured color in the 


children to teenage group. Another in- 
novation in colors was the addition of 
pink and light blue to Carnival Coed 

New in the men’s line was a Camp-N- 
Boat light, flexible boot for the fisher- 
man who doesn’t want a high boot. It 
was designed for general casual wear 
as well as fishing. Other new styles in 
the men’s line included a pull-on gaiter 
over shoe, 13 inches high, designed for 
farmers refinement on the four- 
buckle galosh; a new insulated four- 
buckle boot with a single layer of wool 
felt; another boot lined with nylon 
fleece, with a top takeup strap; an 
insulated commercial high boot for com- 
mercial fishermen, with double insula- 
tion and a cushioned insole; a Hunting 
Pac with extra upper reinforcements 
and an extra laver of ribbed gum; a 
Feather Weight Fishing Boot; an insu- 
lated pac boot with steel toe for in- 
dustrial use. 


as a 
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Michigan Shoe Show Draws 
Top Attendance, Good Sales 


DetTrRoIt—The January Shoe Show 
sponsored by the Michigan Shoe Trav- 
Club at the Hotel Statler, drew 
an excellent attendance on the opening 
with attendance slacking off a bit 
on the following two days. Business 
actually placed was reported good by a 
consensus of participating travelers, al- 
though not too much had been expected 
at this show inasmuch as Spring orders 
placed in advance had been relatively 
high. 

Economic factors accounted for the 
pattern in sales, with a sizable backlog 
of orders placed wel! before January 1 
in anticipation of the price increases in 
many lines which became effective at 
that date. Currently sales are also be- 
ing stimulated by anticipated though 
generally unannounced increases about 
March 1, partially as a result of 
minimum wage legislation. 

Interest in this show centered prima- 
rily on Spring merchandise, but with a 
significant proportion of buying for 
fill-in orders as well. Michigan shoe 
men will have a further opportunity to 
buy late Spring shoes for immediate de- 
livery at the next shoe show, to be held 
March 11-13 at the Hotel Statler, but 
the emphasis in that show will be 
chiefly upon early summer buying. 

In men’s shoe lines, business was re- 
ported the best of any show in a con- 
siderable period, sparked heavily by 
buying for the Easter trade. Orders 
for immediate delivery were strong, 
indicating a healthy retail situation 
throughout the state generally, with 
the need to replenish in-store stocks. 

Blacks prevailed by a wide margin 
in men’s shoes. Smoke shoes were sell- 
ing well for Spring wear, particularly 
in loafers and casual types. 

Plain toes continued to be in heavy 
demand for younger men’s shoes, Con- 
siderable interest was reported in gore 
loafers, while mesh shoes, especially 
nylon shantung, were doing well. 

In misses’ and growing girls’ lines, 
three trends were outstanding at the 

how—the long-familiar saddle oxfords 
and penny loafers, and a new note, 
two-eyelet ties with crepe soles. Lead 
ers in the popular saddles were black 
and white combinations, and a plaid 
and gray which gave a two-tone effect. 

In children’s shoes, an early demand 
for both patents and whites was evi 
denced by buying at the shoe, caused 
by the early Easter date. Sales 
concentrated largely in pumps 
straps in this field, for dress wear. 
White buck was an excellent seller 
women’s shoe. lines for the Easter 
trade. Patents were selling well in op- 
era pump types, both sweater and 
plain, and also in both flattie and strip- 
ping type sandals. 

Trend toward greater heel heights 
was indicated in fashion lines, with the 
choice about even between high (23/8) 
and illusion types (16/8). 

For Summer shoes, the fashion pic- 
ture seen at the show appeared to be 


day, 


new 


were 
and 


in 
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toward an unusual variety of color se- 
lections. Notable favorites were wedg 
wood blue and navy blue. 

In women’s lines sales were found to 
be exceptional, as salesmen toted their 
order books at the close of the show 
Volume was sufficient to indicate it as 
the best regular show in several years, 
with some lines reporting the highest 
volume 1946. The all-over 
cluding was exceptionally 
timistic 


since con 


note op 


Dr. Lewi, Podiatrist, is 98 


ALBANY, N. ¥ Dr. Maurice J 
the New York 
Podiatry, recently observed his ninety- 
eighth birthday. Dr 
his years lightly, is a forme: 
N.S 
Albany 
tured 


I ewl, 
president of College of 
Lewi, who carries 
Albany, 


of 


pie 
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School 
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THE VOLUME-PRICED LINE WITH 
THE FIT, FASHION and FEATURES 
OF HIGHER-PRICED CHILDREN'S FOOTWEAR 


Blue Bonnet Shoes retail at $4.50-$5.95 
style for style, feature for feature with lines sé 
Once you do, you'll understand why we have ha 


great new factory with increased productive and 


facilities why we are cracking every Blue Bor 


record ever set up. The new extended line for 


‘ 


56 is ready now. It will pay you to sees 


IN STOCK 
FOR IMMEDIATE 
VELIVERY 


Blue Bonnet Shoe Co., Manufacturers 


We suggest that you 


up to 


one 
Piithy 


pare ther 


pail 


1 to move into 


warenousing 


net sales 


Summer 


(pines 


pee mn 


~ 





It's the most natural thing in the 
world for your sales to climb 
when you sell Holland Racine's 
three great lines. Each a leader 
in its own class, each competi 
each a 


tively priced, money 


maker for you. 


ENT g, 


y 


SEND TODAY 
J “. FOR 


. i. “DEALERSHIP 


‘Memoe® DETAILS 


swoes FOR MEN 


HOLLAND RACINE SHOES, INC. 


HOLLAND * MICHIGAN 


This building was merely an old house 
ultra-modern business locations until 


Los ANGELES—One of the most mod- 
ern business sections in southern Cali 
fornia is located on South Lake Avenue, 
Pasadena. In the midst of this throng 
of ultra-modern buildings was an old 
home—empty and offered for sale. 

Winston’s Junior Bootery was look 
ing for a location, but were unable to 
finance a new building. So they got to 
gether with the owners and 
lease. 

Result? Well, as they advertise the 
store—“The Most Unique Children’s 
Store in Southern California.” And it is 
just that! 


signed a 


The building itself underwent very 
little change. A show window was in- 
stalled across the front. Within, the 
walls were covered with wall board. 
Then in some parts wallpaper was ap- 
plied, and in plastic 
drapes were hung. 

Modern 


others cloth or 


showcases and furniture, 


forgotten by time and the incursion of 
Winston's turned it into a shoe store. 


with wall to wall carpeting completed 
the improvements. 

Winston’s Junior Bootery is a 
which stands out—favorably. The very 
fact all other buildings are “the last 
word,” helps to emphasize this old 
house. It the more than 
the modern 

As an attraction for the children, a 
monkey is kept in a cage. This cage 
can be seen from the front window as 
well inside the store. Also in the 
store are tropical fish, swimming in two 
large aquariums. These latter, how- 
ever, attract more attention from the 
parents than the youngsters. 

The entire store is one having con 
siderable eye appeal. The boys depart- 
ment is known as “The Corral,” and 
the furniture is designed accordingly. 
The section for the girls is called, ‘The 
Chicken Coop.” 

And how is business 
setting’? Fine, Thanks! 


store 


catches eye 


ones. 


as 


in this unusual 





Rison Appointed to Handle 
Publicity for St. Louis Show 


Fred J. Weber, of Weber 
Shoe Company and general chairman 


St. Louis 


of the 
announced 


1956 St. Louis Fall Showing, 
that Eugene R. Rison of 
Gene Rison and Associates has been ap- 
pointed to handle the publicity for the 
St. Louis Show which will be held April 
29 to May 2 at the Jefferson, Statler 
and Lennox Hotels. 

Mr. Rison will work directly with 
the newly-appointed publicity commit- 
tee which is headed by George Herpel 
of International Shoe Company as 
chairman, and Beatrice Beste of Ham 
ilton Shoe Company as co-chairman. 

Other members include: Roblee Mc- 
Carthy, Robin Hood Division of Brown 
Shoe Company; Lester V. Tober, Tober- 
Saifer Shoe Manufacturing Company; 
Mrs. Ruth Klump, Valley Shoe Corpor- 
ation; Charles Arend, Juvenile Shoe 
Corporation of America; J. B. Ruebel, 
Trimfoot Company; Dan F. Moran, 


Moran Shoe Company; Joseph McCaff- 
rey, Vaisey-Bristol Shoe Corporation 
and Andrew Shinkle, Johnson, Stephens 
& Shinkle Shoe Company. 


Fifth McDonald Store 
To Be Opened in Wichita 

HASTINGS, NEB. The J. M. Mce- 
Donald Company chain headquarters 
office here announced that the fifth 
McDonald store in Wichita, Kan., will 
be opened March 1 with a complete 
family shoe department. It will 
located in the new Seneca Square shop 
ping center at 3200 South Seneca St., 
with John D. Taylor as manager. 

Mr. Taylor was formerly assistant 
manager at McDonald’s Parklane store 
in Wichita. He started in the met 
chandising business with Montgomery 
Ward 20 years ago at their western 
headquarters. He was manager of the 
basement at the downtown J. C. Penney 
Company store in Denver prior to 
joining McDonald’s in 1954 


be 
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Leather Industries Sees Bright 
Textures and Colors for 1956 


New YORK Brilliant combinations 
of leather textures and colors give the 
new look for Spring and Summer 1956, 
according the style report from 
Leather Industries of America. Leath 
ers on display in the recent press show- 
ing given by this organization 
trated this trend. Classifying 
according to related families, 
showed a group of palest beige to warm 
imedium brown; another grouping of 
pinks to brilliant reds; a yellow, orange 
and coral group and a fourth classifi- 
cation of greened and blue 
greens. White, off-white, black and 
white in printed leathers were noted. 
Shoes of all types, handbags and othe: 
accessories, including belts and gloves, 
and garments in 
colors. 

Leathers in all types of finishes 
used with special emphasis, fo 
soft, lightweight leathers, 
textured grains and dull matte finishes. 
Combinations of textures in one color, 
well as color contrasts, effec 
tively used. 

Important trends in shoe styling and 
construction noted include the long, 
slim vamp; new city daytime flats on 
9/8 to 13/8 slim heels lightweight 
flexible leather soles, tanned show 
natural irregularities and markings in 
the leather. Other trends making news 
the return of the welt shoe in cock- 
tail and evening shoes as well as walk- 
ing and sports type Street sandals 
and very open dressy sandals also will 
make fashion news, according to L. I. A. 
The return of the U-throat and the 
new treatment of the spectator were 
also noted. 

In men’s 
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Northwest Shoe Travelers 
Elect Officers and Directors 
MINNEAPOLIS—At the annual 
ing of the Northwest Shoe Travelers 
Inc., the following officers and directors 
were elected to serve for the year 1956: 
President, Miller, 
Johnson & Rand; first vice-president, 
Keith L. McCarthy, Mercury Shoe 
Company; second vice-president, Ken- 
neth F. Jensen, Weinbrenner Shoe Com- 
pany; secretary; Paul D. Cook, North- 
west Footwear; treasurer, Henry Thor 
son, Seaboard National Shoe Company; 


meet 


toy C, tobert 4, 


national director, David C. Larson, Sr., 
Mid States Shoe Company. 

Directors elected for two-year terms 
Ed Trench, Somersworth Manu 
facturing Company, and Joe N. Bris- 


bois. 


are 
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the 


are 


directors by 
president to serve during 1996 
William F. Strub, Wohl Shoe Company; 
lfom S. Morton, Richland-Davidson 
Shoe Company, and David C 
Sr., of the Mid States Shoe Company 


rhree appointed 


Larson, 


Retailers Anniversary Ties-In 
With the Michigan Shoe Fair 

Detroir—The Golden Annivet 
of the founding of the Michigan Shove 


Miry 


Retailers Association will be commem 
orated by switch of the Michigan An 
nual Shoe Fair to June 2-6. The event, 
to be held as usual at the Hotel Statler, 
least 


with sample rooms planned in at 


two other hotels as well to accommo 


Louis C. Weld, President of G. W 
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when one of my daughter's children 
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price she and decided 


put all 57 years of our shoe-making 


experience into designing a brand-new sur 


gical shoe without sacrificing quality. Your 
customers can afford to buy it and it is avail 
able to you at a low price. You can offer par 
ents a real help—and make those parents your 
friends and customers for years to come 


“Let me tell you about the new Cosyfoot 


COLOR, White, Elk SIZES 


Full pairs, split poirs or single 





MAIL COUPON 
NOW FOR 
TRIAL PAIR ON 
APPROVAL 


797 
SEND 
NAME 


ADDRESS 








Cheshrough Ce 
Bro 


000, 


first of its 
the year 
has been 

Novem 
that 


the 


will be the 
come at this time of 
many years the 
the first of 
moved ahead to a time 
of 
Fair. 


date overflow, 
kind to 
For 
held 
er, 


Fair 
about week 
but 
will avoid conflict 
Nationa! Shoe 


wa 
interest with 
The Golden Jubilee Fair will be joint 
by the Michigan 
Richard J. Schmidt as 
by the Michigan Shoe 
with George H. | 
Among 
will be a par 


y spon ored Shoe 


Retailer with 
and 
Club 


chairman, 
lravele aw 
co-chairman majo! 


of the 


on 


on @s 


raction Fair 


discussion hoe retailing, ar 
torical tvie how, 1 
and display 


and the Sheraton-¢ 


inning 1906 
both the 


adillae Hotel 


lobby in 





ee 


Straight last 
rigid sole 
prevents buckling 


or warping 





a 


NV 








ingical. It le 
Brow 


igned for use with or without 


Deni ne or night splints, It's a pre 
traight last 

You 
You « 


is set fully down in the 


walker on Ihe open toe allows 


for normal growth in see toes are 


correctly aligned in make sure the heel 


hoe 
on 


the ball 


to grow 


the toe iS wide as 
rhis 
without pressure from inner or outer 


hoe i 


NOTICE area 18 


measurement allows the foot 
straight 


edge. Thi made to hold its shape 
Write for a trial pair of these moderately 


priced surgical 


dik 


Show them to your orthope- 


surgeon and pediatrician, Test them with 


him and get his approval. Then take advan- 


tage of the opportunity waiting in this field,” 


00, 0, 1, a, & 4 ow and wide 


shoe orders filled no extra charge 


G.W. CHESBROUGH, INC. 


SMITH STREET +» ROCHESTER 6, N.Y 





SELL WHAT’S SELLING 


There's Fast Profits 
In Scott's No. 405's 


These popular Scott Metatarsal In 
soles are bringing steady, repeat 
orders and bigger profits to deal- 
because they have brought 
genuine foot comfort to thousands 
of people. Thick sponge 
rubber cushions the step and re 
the jar in walking. Con 
tains our hand finished metatarsal 
pads and arch supports. 


STOCK NO. 405 

Pairs $171.00 Gross Pairs 
ORDER TODAY 
We Prepay Postage on Orders $10 or More 


SCOTT 


FOOT APPLIANCE CO. 


1701 WEBSTER ST. © OMAHA, NEBR 


ers 
resilient 


moves 


t f 
915.00 Doz 


Michigan Shoe Travelers 
Install New Officers 


DeTRoIT—Newly-elected officers of 
the Michigan Shoe Travelers Club were 
installed on January 14, at the opening 
of the January Shoe Show, in connec- 
tion with the well-attended annual din- 
ner dance at the newly-opened Alfonti’s 
Cafe. The party was under the direc- 
tion of Morrey Weisberg, Citations 
Shoes, as entertainment chairman. 

Heading the new slate of officers is 
\l Apple, Portage Shoe Company, pres- 
ident; with Curtis Johns, Jolene Shoes, 
vice-president; Julius Rachmiel, Lester 
Pincus Shoes, secretary; John Shelby, 
Mitchell-Ettman Shoe Company, trea- 
ure! 

George H. Lawson, Phyllis Shoe 
Company, chairman of the Shoe Show, 
was elected chairman of the board of 
Elected to the board were 
David Brown, Gardner Shoe Company; 
Gordon Spring, California Cobblers; 
and Earl Gregg, W. B. Coon Shoe Com 
pany. Sam Kane of Bates Shoe Com- 
pany was appointed a director to fill a 
vacancy caused by the election of Mr. 
Johns a 


directors 


vice-president. 


Leased Magee Shoe Salon 
Ends Remodeling Program 
LINCOLN, Nes.—The 
salon at Magee’s, which was leased last 
fall to Nusrala-Bowen of St. 
has completed a remodeling 


women’s shoe 


Louis, 
and re- 
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THE WILLIAM BROOKS SHOE CO. 
NELSONVILLE, OHIO 


@ Fast IN-STOCK service 
on sizes 1-7, A, B, C, 
D & E widths 


@ Genuine GOODYEAR 
WELT construction — 
$5.95 to $7.95 retail 


@ All shoes manufac- 
tured in our own 
modern plant 


WRITE FOR 
FREE CATALOG 








GALLUP SURVEY 


ESQUIR 


BOOT POLIS 


ESQUI 


decorating program which has added 
25 per cent to the selling space. New 
manager of the department is Clai: 
Nelson, succeeding T. W. Crawford, 
who now will manage only the adjoin 
ing men’s shoe department which is still 
operated by Magee’s. 
The remodeled women’s 

carry an additional 2,500 pairs of shoes, 
Mr. Nelson said. New furniture and 
fixtures in natural-finish blonde oak 
installed. Two have 


decorated in pastel and 


salon will 


have been walls 


been green 
blue tones 

A wall section has been covered with 
a scenic print wallpaper surrounding 
two of the shadowboxes to give a con 
interest to the department. Dis 


for handbags been 


trast 
play case 
added 

Mr Nelson 
the Adler store in 
where Nusrala-Bowen has a 
type of oneration. The St 
also has leased the women’ 
operation in Kilpatrick’s at Omaha 


have 


came to Lincoln from 
Kansas City, Kan., 
similar 
Louis firm 
footwear 


Shoe Ad in Moving Lights 
Read Nightly by Three Million 


New YorK-—At the height of the 
Christmas selling season, National 
Shoes, Inc., received an added boost in 
its advertising and promotion efforts, 
when its message was flashed 560 times 
on the WRCA-TV Broadway spectacu- 
lar sign at Times Square. 

For seven nights the National mes- 


REVEALS 


ST First 


SALES 
in all 





sage was spelled out in the moving 
lights on the WRCA sign located atop 
the busiest intersection in the country, 
Times Square. Between dusk and 1 
A.M. each evening National’s message 
flashed 80 times. WRCA-TV officials 
estimate that more than three million 
persons saw the messages. 

National Shoes, Inc., one of the 
pioneer advertisers on WRCA-TYV, 
sponsoring “Time For Adventure” for 
the past six years on Sunday mornings 
from 11:30 to noon. 

The message flashed on the Times 
Square spectacular read, “National 
Shoes ring Christmas bells with gifts 
for all the family at your friendly Na 
tional Shoe Store. Your gift sense says 
it makes more sense to shop at Na 
tional Shoes, America’s largest inde 
pendent shoe chain.” 


‘ 


Footwear Production Higher 


WASHINGTON, D. C.—November foot 
wear production of 42.9 million pairs 
was three per cent higher than the 41.6 
million pairs produced in November of 
last year, according to information re 
leased by the Bureau of the Censu 

The bureau said, however, that 
November, 1955, figure was 11 per cent 
lower than the 48.2 million pairs pro 
duced in October, 1955. 

The figures are based 
total production and shipments of fac 
tories using conventional shoe machin- 
ery, the bureau indicated and said no 
allowance had been made for the usual 


the 


on estimated 


seasonal changes 
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Shoe Store’s Spotlight Battery 
Is Display and Sales Agent 


DEN VER—An unusual feature in win 
dow display design is helping to pro 
mote sales in the new Patrick’s Shoes 
in the Cherry Creek Shopping Center 
here. 

In designing the new 
“a front at each end,” William Thoma 
manager, called for spot lighting which 
makes it possible to focus illumination 


tore which has 


on a single pair of shoes among many 
Since the Patrick store is in the center 
of a rectangular building, with 
parking lots on either side, the display 
policy is duplicated at both ends. This 
has, in effect doubled the value of 
the store’s windows. 

To provide concentrated brilliance in 
the windows, Mr spec ified 12 
suspended spot 


huge 


Thoma 
lights of 350 watt ca 
pacity, which are spaced at two foot i 
tervals along the ceiling, directly be 
hind the window gla 
suspended spot ligt 

aluminum tube, 12 inches ; 
inches in diameter, which has the effect 
of focusing the light down 
narrow beam. Likewise, each of the fix 
tures mounted on 


Kach of 
housed in an 
by 3} 


y 
its Is 
ionyg 
into a single, 
ball-type swivel 
base which allows it to be pointed at al 
most any angle below. 

When building up window displays, 
Mr. Thomas can focu 
of six pair of 
an extreme case, 


one lamp of each 
he de 
bring all six of 
overhead fixtures on either side of 
entrance to pair of 
shoes. are 


ires or fo 
the 


tne 


hoes as 


bear on a single 
Usually, two or three 
centrated on the featured pair of shoe 
in the window, which usually occupy the 
highest point on a pyramid or a display 
stand while the remaining spot lights 
are spread around the rest of the stock 
in the window. The effects which car 
be worked out with this battery of spot 
lights are unusual in the extreme 
Mr. Thomas has found that whichever 
pair of shoes is given the benefit of con 
centrated lighting invariably sells best 
inside of the store. 

Despite the fact that the 
typical “all glass front,” it is possible 
to work out arresting window display 
by using a dark background along the 
low floor at the of the 
dark side panels, and focusing the light 
of several spot lights on a single pair of 
This idea was used 
developments in 


con 


and 


tore has a 


base window, 


shoes in the center 
for introducing new 
men’s, women’s, and 


excellent results 


children’ shoes, 


with 


Develops Plastic Base Heel 
New YorK—The New York Progres 
sive Wood Heel Company has developed 
a new non-breakable plastic base heel. 
It is such a 
type that new top lifts can be replaced 
by cobblers without fear of breakage. 
It is like a regular wooden heel, how- 
ever, in that it can be sprayed, covered 
and attached in the usual way to the 
shoe. Manufacturers are receiving these 
heels in time for their Spring lines. 


made of solid plastic of 
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Green Bay Downtown Store 


shop, will retain it 


Added by Caspari-Virmond 
MILWAUKEE—Purchase of a 
old downtown family 
Bay, Wis., Tombal 
Washington Street, 
Sapp, and manage! 
pari-Virmond Shoe 
announced by Mr 


store front is being 


}2-yeal and entire shop is being 


shoe rated, modernized and air-condit 


rhe 


Tombal 


Green 
North 


store Was Known 


Shoes, until Mr lor 


Ones 


co-owne! : came the sole owne! 
store here, names of men’s and 
hoes will be sold, 
gush, Dr. Locke, Foot 
Fortunet Friendly The st 


of the 


grand 
pee Sapp rant 
pets 7 PI , including 
lombal, former owner, will remain wit 


Saver, Vale 


the store as an employe. 

Douglas LeMay, who ha 
Clabat’ 
the past 20 years and 


heer vith and 
be operated as a branch 


old Caspari-Virmond 


Shoe Store in Green Bay for 
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in tha area a Hi reta ’ a 


they flex... 
they roll... 


they bend... 
to foliow your 
foot in action! 
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Foot comfort! f 


Alladin— 
Burnt Briar Tan 
and Black 
Custom Calf 


Coast to coast, sea to sea, Allen-Edmonds are regarded 
by virile males as the perfect combination of foot fashion 
and cork-cushioned comfort. With nailess, stitched-all-'round 
construction ... heel-to-toe flexibility ... soft, supple 
leathers... and vanguard styling, they're enduring 
as the classics, lively as the cha-cha, Guaranteed 
comfortable, too in writing! Most styles $24.95 


Nn kdmonds 


THE SHOE OF TOMORROW 


See phone book for your dealer 
or order direct from 
Allen-Edmonds 
Belgium, Wisconsin 


note in Allen 
like this in 
Americans 


Consistent you hit a high 
Edmonds attention-getting 
magazines the 


who are your best prospects! Appearing in 
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Ever Notice How Many Leather Experts Wear Allien-Edmonds? 
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HUSSCO SHOE CO., 1328 Broadway, New York 1 ~~ Factories: Honesdale, Pa. In Canada: Canada West Shoe Co., Winnipeg 


Obituaries 





Frank Jarman, Delman Head 
Dies After Highway Crash 


NASHVILLE, TENN. Frank Jarman, 
chief executive and president of Del- 
man Shoe Company of New York, died 
unexpectedly Saturday, January 7, at 
the American Hospital in Neuilly, a 
suburb of Paris, France. Death was 
caused by internal injuries suffered 
January 1 in an automobile accident. 
Mr. Jarman was driving south from 





FRANK JARMAN 


Paris for a Riveria holiday with a 
former classmate at the Massachusetts 
Institute of Technology. The classmate, 
driver of the car, was killed instantly. 

According to a spokesman for Gen- 
eral Shoe Corporation, the Jarman 
family originally was notified that 
Frank Jarman’s injuries were limited 
to a broken arm and no concern was 
warranted. Later in the week the hos- 
pital informed his brother, Maxey Jar- 
man, chairman of the board of General 
Shoe Corporation, that his condition 
was more serious. Mr. Jarman flew to 
New York but before his scheduled de- 
parture for Paris on Sunday, January 
8, he was notified of his brother’s death. 

Funeral arrangements for the 34- 
year-old executive were tentatively 


84 


écheduled for Saturday, January 14, 
pending the on-schedule arrival of the 
body from Paris to Nashville on Jan- 
uary 13. In addition to Maxey Jarman, 
the deceased is survived by his mother, 
Mrs. James Franklin Jarman, widow 
of the founder of General Shoe Corpo- 
ration, and a sister, Mrs. Bertram Shal- 
fant, also of Nashville. 

Frank Jarman, who also had the 
title of assistant treasurer of Generai 
Shoe Corporation, joined General Shoe 
in 1946 as a member of the firm’s spe- 
cial training program. He had learned 
every phase of the business and prior 
to being named Delman’s top executive 
had served as liaison executive of I. 
Miller Shoe Company. A graduate of 
M.I.T., he had served in the U. S 
Navy as a lieutenant junior grade. 

The accident occurred January 1 
when Mr. Jarman was driving to the 
French Riviera with a former college 
friend, Seth Bransby and Mrs. Bransby, 
residents of Paris. Mr. Bransby was 
reported killed in the accident and his 
wife seriously injured. The site of the 
accident was placed near Auxerre, 
about 95 miles southeast of Paris. 

Mr. Jarman’s condition showed im- 
provement before it worsened. At the 
time of his death he was president and 
director of Delman’s Inc., of New York, 
manufacturers and _ distributors of 
women’s shoes. He also was a director 
of I. Miller and Sons, Inc., and of Ted 
Saval, Inc., women’s shoe manufac- 
turers of New York. He was assistant 
treasurer of General Shoe Corpora 
tion. 


Adam Steitz 

MILWAUKEE—Adam Steitz, veteran 
shoe retailer, buyer and salesman, died 
at St. Anthony’s Hospital here Jan 
uary 3 after a long illness. He was 86. 
A native of Hartford, Wis., he had 
come here 64 years ago and was active 
in shoe retailing circles until his final 
retirement in 1947. 

In his early career and until 1913 


he was manager of and buyer for shoe 
departments in the three Schuster’s 
stores here. From 1913 until 1931, he 
owned and operated his own shoe store 
at 2816 West North Avenue. After a 
year’s retirement, he returned in 1932 
to Schuster’s, where he remained 15 
years. He was a member of Calvary 
Evangelical United Brethren Church. 

Survivors include three daughters, 
a son, two sisters and a brother. 


Nathan E. Johnson 


BROCKTON, MASsS.—Funeral services 
for Nathan E. Johnson, district mana- 
ger of the United Shoe Machinery Cor- 
poration’s branch office in this city, 
were held here on January 12. Mr. 
Johnson, who had been associated with 
the corporation for more than 40 years, 
died January 9 at the age of 63. 

He joined USMC in 1911 and served 
in the sales department of the Boston 
office until 1934 when he was trans- 
ferred to the Brockton office. Four 
years later he became district manager. 

Mr. Johnson was a past president 
and a former trustee of United’s Quar- 
ter Century Club, was the chairman of 
the Plymouth County Chapter of the 
Massachusetts Heart Fund, a director 
of the Campello Cooperative Bank, and 
of the Brockton Chamber of Commerce, 
an associate member of the American 
Institute of Management and a member 
of the Paul Revere Lodge, A. F. & A. M. 
He was also active in the work of the 
Boy Scouts of America and active, as 
well, in civic affairs. 

Surviving are his widow, the former 
Hilma Swanson of Brockton; two sons, 
Stanley N. and Robert I. Johnson; two 
daughters, Mrs. Ann Cushing and Mrs. 
Marion Jenkins; three brothers and 
12 grandchildren. 


Thomas Hamilton 


BERLIN, Wis.—Thomas Hamilton, 84, 
died here in Berlin Memorial Hospital. 

The Wisconsin Retail Shoe Dealers’ 
Association had recognized him as the 
state’s oldest retail shoe dealer and 
proprietor of the oldest family oper- 
ated shoe store in Wisconsin. 

The Hamilton family has operated 
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a store here for 101 years and Mr. 
Hamilton had been connected with it 
for 70 years. 


Frank P. French 


MANCHESTER, N. H.—Frank P. 
French, who was purchasing agent for 
the International Shoe Co. for 28 years 
until his retirement in 1947, died in a 
local hospital, Nov. 3. 

He was born in Bedford and gradu- 
ated from Dartmouth College in the 
class of 1902. He was deacon of the 
South Main Street Congregational 
Church for many years. 

Survivors are a sister and three 
nephews. 


Edmond S. Fauth 


DeSoro, Mo.—Edmond S, Fauth, su 
perintendent of International Shoe 
Company’s factory here for 35 years, 
died January 7 in a St. Louis Hospital. 
Mr. Fauth, 74, began his shoe career in 
the early 1900’s with Peters Shoe Com- 
pany and was named the DeSoto unit’s 
superintendent in 1913. He retired in 
1946. He is survived by his widow, a 
son and two daughters, all residing in 
DeSoto. 


Chairman of St. Louis Show 
Announces Committee Slates 


St. Louts—The latest committees to 
be announced by Fred J. Weber, of 
Weber Shoe Company and general 
chairman of the St. Louis Fall Show 
ing, include the breakfast and ente: 
tainment committees. 

The breakfast meeting is scheduled 
for April 30, in the Gold Room of Hotel 
Jefferson. 

Members of the breakfast committee 
are A. J. Brauer, Jr., Brauer Bros 
Shoe Company, chairman; Robert G. 
Stolz, Brown Shoe Company, co-chair 
man; Harold E. Tober, Tober-Saifer 
Shoe Manufacturing Company; James 
S. Legg, Heydays Shoes, Inc; and Si 
Bland, Roberts, Johnson & Rand Shoe 
Company. 

The entertainment committee is com 
posed of J. G. Samuels, Jr., Samuels 
Shoe Company, chairman; Robert A 
Black, Queen Quality Shoe Company, 
co-chairman; Harry Bennigson, Hamil 
ton Shoe Company; Raymond Kohn 
Wolff-Tober; Phil Miller, Town & Coun 
try Shoes, Inc; Leo B. Hollander, Mid 
west Footwear, Inc: Roy Sundling, 
Brauer Brothers Shoe Company; J. G 
Jones, Jr., Boyd-Jones Shoe Company; 
J. Roger Johansen, Johansen Brothers 
Shoe Company; L. J. Schaefer, Brown 
Shoe Company; and Muriei Braeuti 
gam. Brown Shoe Comnany 

The directory committee, which is 
charged with publishing the Buyer’s 
Guide, is headed by Arthur Clark of 
Hamilton Shoe Company and Edward 
Haushalter of Brown Shoe Company, 
chairman and co-chairman respectively. 
Other members are: T. R. Collins, John- 
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son, Stephens & Shinkle Shoe Com- composed of William Kaplan, Carmo 
pany; Don Short, International Shoe Shoe Manufacturing Company, chair 
Company; K. E. Williams, Kalmon man; Morris Kalmon, Kalmon Shoe 
Shoe Manufacturing Company; Ross Manufacturing Company, co-chairman; 
Bachle, Endicott-Johnson Corporation; Tod O’Brien, Town & Country Shoes, 
Ernest Cooksey, Brauer Brothers Shoe Inc.; Bert L. Bishop, Deevers Shoe 
Company; Edgar Stolle, Hamilton Shoe Company; C. W. Carson, Tweedie Foot 
Company; Herman Mostow, L. J. wear Corporation; A. D. Bickel, Fried 
O'Neill Shoe Company; Perry Clark, man-Shelby Shoe Company; Archie 
Johansen Brothers Shoe Company; Bregman, Risque Division, Brown Shoe 
Charles Mueller, Peters Shoe Company, Company; N. J. Ettelbrick, Ettelbrick 
and Jerry Byrne, Tober-Saifer Shoe Shoe Company; J. B. Reinhart, Jr., 
Manufacturing Company. Trimfoot Company; Gil Jonas, Boyd 

The housing committee, which ar- Jones Shoe Company, and E. W. Mor 
ranges for display space at hotels, is ris, Heydays Shoes, Ine 


TONIC FOR YOUR TIRED 
JUVENILE SHOE SALES 


5610 Sea Sand 
7810 Red 
B, 5%-8,C,04-8 















Sales of children’s shoes are sure to 
perk up when you feature Step 
Master Shoes! They're budget priced 
value-built and styled right. Sales- 
people like them because they're so 
easy to fit and sell. Fast fill-in 
service holds your inventory to a 
minimum and speeds turn-over 
Step Masters are an easy- 

to-take tonic. Try them! 


\ 

6811 Sea Sand \ 

7611. -Red 
B,C, D 84-12, 
12%-4 


2867 Black and 
White 
B.C. 054-8 


Retail Profitably at 
$395 ,, $595 


(Patent Straps Slightly Higher) 


FOR TIRED SALESPEOPLE 


Step Master Special Feature Shoes 
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STYLE 7611 
Sizes 3'4 
A’ & “"'C” widths 


STYLE 6611 
Sizes 


“B & ''D"' widths 


INFANTS’. 
thru 8—"'D' width 


Iustrated Catalog 


Made by folks who know fine bootmaking 


ACME BOOT COMPANY 


Clarksville, Tennessee 





Ladies’ 
thru 10 


Priced at $4.1 5 


Misses 


12'2 thru 3 


Priced at $3.60 


CHILDREN’S... Sizes 
8'42 thru 12—"'D 
width 


Priced at $3.00 
. Sizes 4 


Priced at $2.40 


on request. 
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Large Net Fiscal Gain 
Announced by Nunn-Bush 


MILWAUKEE—Net profits and total 
sales showed a large gain in the fiscal 
year ended October 31, 1955, at the 
Nunn-Bush Shoe Company, J. B. 
Buchanan, president, announced in a 
letter stockholders, associates and 
worke! Net earnings for the year 
totaled $469,266 or $2.64 a share for 
1955 compared with a net profit of 
$331,276 or $1.89 a share for 1954. 

Total sales in the year just ended 
amounted to $14,946,872, an increase of 
$731,209 over the previous year. Work- 
ing capital increased by $51,176 after 
the investment of $162,896 in machinery 
and equipment, $153,909 in store fronts 
and fixtures; reducing long-term loan 
by $100,000 and paying dividends of 
$176,263, the report showed. 

Total Federal, state and local taxes 
amounted to $712,501 in 1955; $569,805 
in 1954. Unemployment taxes amounted 
to $14,634 and Federal old age taxes 
to $88,797. Number of stockholders also 
increased from 702 to 767. The number 
of employes and associates dropped 


to 


from 1,708 to 1,594 in the past year. 
Market value of the firm’s profit shar- 
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ing and retirement fund, which re 
ceived a $55,079 contribution from the 
company during the year, reached $2,- 
891,249 in 1955. The year previous, the 
fund, which received a $10,155 contri- 
bution from the company, was valued 
at $2,510,295. Shoe workers at Nunn- 
Bush after serving two years with the 
Milwaukee plant as employes have the 
privilege of becoming “associates” 
men and women who have elected to 
work for a share of production rather 
than an hourly wage. Up to October 31, 
1955, these “associates” had received 
pay checks for 1,060 consecutive weeks 
or for more than 20 years, Mr. Buchan- 
an said. A total of 333 employes has 
completed 25 years or more of service; 
258, 10 or more years of service. The 
number of retail stores and leased de- 
partments operated by the company re- 
mained the same as in 1954, totaling 
118, 


Shoe Corporation of America 
Achieves 12 Per Cent Gain 
CoLumMBus, O.—The sales of the Shoe 
Corporation of America last year 
climbed to $70,805,925 for a gain of 
12% per cent over the preceding year, 
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Stunning Styles 


















it was announced this week by corpo- 
ration officials. 

The December sales amounted to $9,- 
277,682, an increase of nearly 14% per 
cent the corresponding 1954 
month. 

The company now operates 596 retail 
units scattered across the United 
States, 66 more than last year at this 
time. National headquarters are located 
at 35 North Fourth Street, Columbus. 


over 


Net Sales Up 6 Per Cent 
For Edison Brothers Stores 


St. Louis—Edison Brothers Stores, 
Inc., consolidated net sales amounted 
to $10,496,740 for the month of Decem- 
ber. This compares with $9,903,105 for 
December 1954, an increase of $593,635 
or 5.99 per cent. 

For the twelve months ended Decem- 
ber 31, 1955, sales amounted to $87,- 
207,257 as compared with $80,189,379 
for the year 1954. This is an increase 
of $7,017,878 or 8.75 per cent. 

The Company now <perates 
stores as compared with 251 a year ago. 
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Retail Sales Up for Melville 
NEw YorK—Retail sales of Melville 
Shoe Corporation for the five weeks 
ended December 31, 1955, were $15,645- 
097, compared with $14,484,922, an in- 
crease of 8 per cent. For 1955 sales to- 
taled $106,843,943, for the 
year, an increase of 5.9 per cent. 


previous 
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x Sid Follin opened a family shoe store 
Ab 0 u t S h 0 € P e 0 p | ¢ at 11111 Washington Boulevard, Whit 
tier, Calif., in the new shopping distri 
called Whittier Downs. The store is 
managed by his brother, Phil Follin, 
W. J. Crawford, of Crawford’s Shoe James Krahn has been named man- who has a shoe store in Ontario, Calif 
Stores, has recently been elected a dis- ager of the new Thom McAn men’s and ye js carrying such lines as Jarmat 
trict governor of Rotary International. boys’ footwear unit in the shopping for men, Red Goose for children, Holly 
The election took place at a district center at Forty-second and Center wood Skooters, Jacqueline and Grace 
convention in Alton, Ill. Mr. Crawford Streets, Omaha. Walkers for women 
is a member of the board of directors - +8 > ¢ 8 
of the National Shoe Retailers Asso- The Shoe-Teria, well known shoe Carl F. Morgan, who for the past five 
ciation. store at 190 North Hawthorne Boule- years has been with Cannon Shoe Com 
* * * vard, Hawthorne, Calif., has moved into pany in Kansas City, Kan., and Tulsa, 
Flory Shoe Store, Cheyenne, Wyo., @ new location two doors from 190. The Okla., has been transferred to Los An 
managed by Flory Mendicino, gained store is managed by Larry Wolfe and is geles where he is manager of the Roy 
traffic during American Art Week by owned by Ira Lewis Brown. Logan Shoe Store, 454 South Broadway 
donating part of its window space to 
art exhibits. Mr. Mendicino received 
public commendation by the Cheyenne 
chapter of the American Artists Profes- 
ional League. 
* * * 
Floyd Priddy, owner of the Priddy 
Shoe Store in Sedalia, Mo., has been 
elected president of the Sedalia Cham- rl “a ele) 
ber of Commerce. Mr. Priddy came to yp alain toe 
Sedalia from Oklahoma where he man 
aged stores for the C. R. Anthony Com 


pany at Guymon and at Drumright in NEW FASTENER! . 

Shawnee. EXCLUSIVELY OURS! 

* ¢ © EASY TO FASTEN! 
ADJUSTABLE! 


Dave Kramer, who owns and has P 4 P 
been operating two outlet shoe stores ‘ 
around Sacramento, Calif., has just meek 
opened his third store, one of the larg- 


est of its kind, in northern California, 
at 363 Stockton Boulevard, Sacra- NEW! No. 901 EXTRA HEAVY DUTY BOOT 
mento. It is under the management of RUGGED SOLE — HEAVY HEEL 
R. E. Christensen. ADJUSTABLE FASTENING OF 

La Mar Shoe Company, owned by TOUGH PLASTIC, TO INSURE SNUG FIT y 
Earl H. Streams, has moved into a new TO WEAR WITH HIGH OR LOW HEELS 
store with twice the floor space at 928 : ys 
Tennessee Street, Vallejo, Calif. He had COLORS: CLEAR AND GREY 
been located at 918 Tennessee Street SIZES: SMALL, MEDIUM, LARGE 


for the past four years. AND EXTRA LARGE 


. - * 


* * 


Jack Unger, who has been in the re 
tail shoe business at 1813 Nineteenth 
Street, Bakersfield, Calif., for the past 
16 years, has moved into his new store 
at 1633 Nineteenth Street. The store 
goes under the name of Jack’s Shoes 

oa * - 

Charles L. Day, operator of Day’s 
Shoes, Seattle, has opened new head 
quarters at 219 Pine Street. Following 
remodeling he was scheduled to hold a 
special opening early in January, 1956 
He specializes in men’s and women’ : RETAIL 2.00 
support shoes. He has been in the shoe 14.40 PER DOZEN 
business in Seattle for the past 35 2% 10 £.0.M. 
years ey ) PREPAID 

J 6 DOZEN OR MORE 


Elmer Brannin has replaced Jerry 
Bailey as manager of the Wohl depart 
ment at the Banner Store, Anderson, * Guaronteed by * 
Ind. . Good Houscherpiny 


ov" 


* ” * 
Marvin Siegler has been promoted i 
from assistant manager to manager at COFFEY-HOYT PRODUCTS, INC. 


the Miles Shoe Store, 163 Genesee Colors: Clear and Grey GARDENA, CALIFORNIA 


Street, Utica, N. Y. He has been in the SIZES: 5-6-7-8-9 NEW YORK 
shoe business for 12 years and has been 
associated with Miles Shoes for the CHICAGO 


past eight years. He formerly managed “oldest manufacturers of molded plastic bouls G 


the chain’s unit in Poughkeepsie, N. Y. 
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New ‘Fluid’ Insole Material 
Follows Contour of the Foot 


Los ANGELES—A new and interest- 
innersole material was revealed 
this month by Philip Aronov, president 
of Aronoyv of California. Tradenamed 
the “Magic Fluid Innersole,” it is said 
to consist of a substance never before 
used in shoe manufacture. 


ing 


Dave Aronoff, general manager of Aron- 
ov of California, demonstrates proper- 
ties of their new Magic Fluid Insole. 
When foot is pressed down on pads of 
the material, impression is made which 
remains long after pressure is removed. 
Better foot support and greater com- 
fort is said to result. 


Made from a_ patented formula 
developed after some years of research 
by Dr. George Shecter, Los Angeles 
foot specialist, in conjunction with Dr. 
Larry Hirsch of Hirsch Laboratories, 
the new insole actually shapes itself 
to the wearer's foot and cradles it in a 
fluid and resiliant bed. However, when 
the shoe is removed, the insole material 
slowly returns to its original level 
form. 

Putting on a pair of shoes made with 
this Magic Fluid Insole is like bedding 
the foot on a pad of soft putty which 
moulds and contours itself to every 


curve of the foot. Support for every 
individual shape of arch and toe is the 
natural result. 

The use of the word “fluid” in the 
tradename is somewhat of a misnomer. 
In appearance, the blankets of insole 
material are shiny sheets, one-quarter 
inch in thickness, and with a feel rather 
like a thick sheet of extremely soft 
chamois. When the hand is pressed 
down on a pile of them and then 
removed, the imprint remains clearly 
visible for some time. Recovery to the 
original flat surface is slow and 
gradual. 


Tyer Rubber Introduces 
Anti-Slip Soled Oxfords 


ANDOVER, MAss.—Tyer Rubber Com- 
pany is introducing a new type of men’s 
and women’s white oxford with special, 
anti-slip soles named Ropeez oxfords. 

The soles are made by the patented 
process to provide safe, sure 
footing. They are lightweight, flexible 
and durable. Also, they are shock- 
absorbent and non-conductive—cool for 
Summer wear. Ropeez soles are made 
by impregnating heavy-duty jute with 
neoprene rubber compound. 
then vulcanized to the 
upper construction. 

Both men’s and women’s Ropeez ox- 
fords have thick soles. They also have 
full length sponge cushion insole plus 
sponge arch for proper support. 


Ropeez 


a special 
Each 
shoe’s 


sole is 


Mishawaka Adds Lasts 
To Line of Plastic Gaiters 
MISHAWAKA, IND. Light weight 
plastic gaiters are being featured for 
1956 by the Mishawaka Rubber & 
Woolen Manufacturing Company, 
makers of Red Ball Weatherproof. Fol- 
lowing the success of Snug-Up, a 
translucent pullover gaiter of Plyron, 
the company has added a third last 
for high heels, Hi-Cuban, to the wedgie 
and cuban heights. This gaiter will be 
made in smoke and neutral colors. 
Lustre Plyrons for children will be 


made in four colors—caramel, lemon, 
strawberry and ice white. Like Snug- 
Up, the Lustre Plyrons are made in one 
piece to eliminate the possibility of 
ripped seams, have corrugated non- 
slip soles and adjustable fasteners. 

As a result of its 1955 popularity, 
Fashion, a style gaiter, is now avail- 
able in blue as well as black, grey and 
brown and on four heel heights— 
wedgie, medium hi-heel and hi-wedgie. 
The wedgie style has a front button 
and loop fastener, while the other 
three hee] heights have a side button 
and loop fastener. 


Clear View Shoe Forms 
For Use with Flattie Pumps 
AUBURN, N. Y.—Shoe Form Com- 
pany, Inc., has developed a double fea- 
ture shoe form especially designed for 
the new low-cut flattie pumps now 
being featured in many retail stores. 
A gracious sleekness is obtained by the 
use of this new form and the design 
assures eye-appealing display at all 
times. The curved cross-bar construc- 
tion permits proper shape yet allows 
an unobstructed view of sock linings 
and markings. 


New plastic shoe forms made especially 

by Shoe Form Company, Inc., of Auburn, 

N. Y., for use with flattie pumps. The 

forms add sleekness to the displayed 

shoes and permit unobstructed view of 
sock linings and markings. 


The forms are made 
plastic, exclusively manufactured 
the Shoe Form Company, Inc. 

This shoe form is now in full pro- 
duction and is available for women’s, 
girls’ and children’s size pumps. 


of a durable 
by 
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Beggs & Cobb Creates New Service Post 


HAMILTON W. MANSUR, JR. 


Boston—Hamilton W. Mansur, Jr. 
has named sales manager, and 
Newell O. Ellis appointed to the newly 
created post of Director of Distribution 
and Customer 
better to 


been 


Service, in a move 


serve customer requirements 
and deal with the expanded production 
facilities of Beggs & Cobb, Inc., tanners 
of side upper leather. 

Commenting on the executive ap 
pointments, G. Burton Davy, company 
president, said, “Our production will 
be substantially increased through both 
the establishment of Maine 
Inc., our Dover-Foxcroft 
and improvements at Winchester 
tannery. Our goal is approximately 
10,000 sides per day plus production of 


Leathers, 
subsidiary, 
our 


NEWELL O. ELLIS 


a significant broad 
of splits.” 

“These expanded 
tinued Mr. Davy, “and 
tion to and 


quantity of a 


facilities,” cor 
our determina 
better 
mally high standards of cu 
led to the 
Director of Dist 


Service, 


maintain our nor 
tome}! ey) 
have 


vice, creation of the 


new post of bution 


and Customer and to the new 
executive appointments.” 

Mr. Mansur, for the past few 
has been a the Beggs & 
Cobb sales organization, and previously 
gained wide knowledge of customer 1 


yea! 


member of 


quirements through his experience 
the shoe industry 


Mr. Ellis 


quaintance 


had 25 


customer 


has years of ac 


with need 





General Split Tannery 
Elects Three Executives 


MILWAUKEE 
tion, 


General Split Corpora 
independent tanning company 
here, has elected three new vice-presi 
dents, Gus Sokol, president, announced. 
They are J. Russell Travers, 
dent and tannery superintendent; Her- 
bert H. Peters, vice-president, comp- 
troller and personnel manager, and 
Edward R. Jurken, vice-president in 
charge of glove leather sales. 

General Split, until a year ago a 
glove leather division of the Colonial 
Tanning Company, Boston, Mass., was 
purchased in 1955 from Colonial and 
organized as a new firm by two of the 
divisions officials, Mr. Sokol and Saul 
Levine, now executive vice-president. 
Both Mr. Peters and Mr. Jurken were 
with the Colonial operation, the former 
since 1946 and the latter since 1933, 
the last four years in this city. Mr. 


vice-presl- 
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Travers came here from Hermann Oal 


Leather Company, St. Louis, where he 


had been superintendent 


Pfister & Vogel Tanning 
Opens Texas Territory 

MILWAUKEE—F rank X. Kelley, Dal 
las, Tex., has been appointed the first 
sales representative for Pfister & 
Vogel Tanning Company in the Texa 
territory, Erhard Buettner, president, 
announced. The was ef 
fective Jan. 1. 


Mr. Kelley 


appointment 
is widely known in the 
leather business and previously had 
been associated with the John Mahler 
Company, Dallas. A former Milwauke 
ean, Mr. Kelley was for a number of 
years with his father, Frank X. Kelley, 
Sr., a leather merchant. Because of 
increasing business, the new territory 
of Texas has been added. 


yer 


Research Unit Under Way 
By United Shoe Machinery 


The opening of a 
earch unit in the Dayton, O., area wa: 
the United Shoe Ma 
chinery Corporation. The corporation 
said that the research 
would work on 
ects in which United is interested 

Dr. John E. Xenia, O., 
will be in charge of the new re 


,08STON new re 


announced by 
facility 


new 


various research pro) 


Clemens of 
sea rel 
which is expected to have a staft 
10 and 50 ineluding phys! 


unit 
of between 
cist 

nee! 
draft 


trative aide: 


and mechanical eng! 
clentists, as 


and 


electron 
other 
technicians, 


and well as 


men, admini 


4 yraduate of the University of 
Illinoi Dr. Clemens did extensive re 
earch work for the Standard Oil Com 
pany of New Jersey before entering the 
United States Army Air Force in 1942 
eparation in 1946 he has 
for 


ince hi 
been engaged in research work the 
Department of Defense 
Ben B. Johnstone of 
ist Dr the 
rection of 
Walter G 
will act a 
Now located in temporary office 


laboratory 


Dayton will 
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unit while 
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primarily 


basic research program it 


work on appropriate developmer 
project 

(Co-ordination 
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principal lahe 


work of tl 
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tevel ly 
Robert 


Ma 
ted 


yratorie 
he under the directior of 
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Laskin & Sons Tannery 
Going Out of Business 


‘ 


MILWAUKEE Another tanning ftirm 
the Milwaukee area ha announced 
due ta com 
try and 


area. It i 


tan 


it is going out of busine 


petitive conditions in the indu 
because of labor costs in thi 


the J. Laskin & Sons ¢ 


ner located 44 =North 


orporation 
at ve Fratney 
Street 

N. H. Schuette 
dent, said that the firm, which ha 
in busines 40) year till is in 
operation to meet comitments, but that 
the plant is in the 
tion and the physical property has been 
put up for sale. Annual 
ranged from 250 to 350 persons 


executive vice-presi 
neen 
here for 
of liquida 


pr OC CS 


employment 














USMC Picks Managers for Eyelet Branch 





HENRY TOLMAN Ii 


Boston—Henry Tolman II of Orange, 
Conn., has been appointed manager and 
Allan L. Snyder, Jr. of Milford, Conn., 
sales manager of the 8S. O. & C, Com- 
pany, United Shoe Machinery Corpora- 
tion branch in Ansonia, Conn., which 


manufactures standardized and spe- 
clalty eyelets widely used in many in- 
dustries. The position of sales mana- 


ger at 8S. O. & C, is a new one, created 
as part of United’s program of di- 
versification and decentralization of 
sales activity. 





ALLAN L. SNYDER, JR. 


A native of Ansonia, Mr. Tolman 
first joined United at the firm’s ma- 
chinery plant in Beverly, Mass., shortly 
after graduation from Brown Uni 
versity and post-graduate work at 
Harvard School of Business Adminis 
tration. 

Mr. Snyder joined United at Boston 
shortly after graduating from Harvard 
in 1940. He rejoined the firm’s eyelet 
department after separation from the 
Navy in 1945, 





K-J Investing $6,000,000 In 
Shoe Machinery Ownership 


JOHNSON ClTY, N. Y. Endicott- 
Johnson Corporation has already ac- 
quired $3,000,000 worth of shoe ma- 
chinery formerly leased from the 
United Shoe Machinery Corporation 
and will eventually owr all of the ma- 
chines used in its 66 operating divi- 
sions—a total investment of about 
$6,000,000, 

Charles F. Johnson, Jr., president, 
speaking at a dinner honoring retiring 
employes of seven production divisions 
here, explained that the company has 
elected to purchase the machinery be- 
cause it will make possible substantial 
savings in shoe production. 

Lease-purchase agreements with 
USMC are maturing over the next sev- 
eral years 

Mr. Johnson also noted that the com- 
pany’s tannery division is experiment- 
ing with several new processes which 
will improve the product or reduce 
costs. Among these new processes is one 
which removes hair and flesh on hides 
at the point of origin. It is estimated 
that this step would cut freight charges 
by more than 80 per cent. 


New Company Opens Plant 


NEWARK, N. J.—A new organization, 


The Leatherflex Products Company, 
manufacturing a material for the shoe 
industry called “Leatherflex” a combi- 
nation of 90 per cent leather fibres and 
various chemical elements, opened a 
plant here at 52-72 Badger Avenue. 
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Compo Shoe Appoints 
Sheehan Purchasing Agent 


Boston—James J. Sheehan, who has 
heen associated with the Compo Shoe 
Machinery Corporation for 20 years, 
during the last nine of which he has 
been manager of production and 
planning, has been appointed pur- 
chasing agent of the company, ac- 
cording to Charles W. O’Conor, Compo 
president. 





JAMES J. SHEEHAN 


A resident of Medford, Mass., and a 
graduate of Medford High School, Mr. 
Sheehan completed his education by 
taking special courses at Massachusetts 
Institute of Technology, as well as at 
Northeastern University and Boston 
University. He is well acquainted with 
machinery manufacturing. 






Canadians See Argentine 
Hide Exports Easing Price 

TORONTO—The big news in the Cana- 
dian leather industry is the expected 
resumption of Argentine exports of 
hides in mid-1956 which, industry 
spokesmen believe, will have a soften- 
ing effect upon current hide prices. 

It is doubtful, though, that any re 
duction in hide prices will be passed on 
to the manufacturing industries, and 
even more doubtful that the savings 
might reach the consumer. Both Cana- 
dian tanners and Canadian manufac 
turers are operating on extremely slim 
margins. 

International hide prices have been 
subject to three major influences. The 
first of these was the drying up of 
Argentine hide exports as the friction 
increased between farmers and Peron 
over the latter’s farm policies. 

The second influence was a reversal 
of U. S. practice, from that of import- 
ing to that of exporting hides, a re- 
versal which derived its initial inspira- 
tion from steadily increasing cattle 
kills in the U. S. 

The third influence has been Russian 
buying on the world market, in con- 
trast to earlier self-sufficiency. 

The return to the world market of 
Argentine hides will relieve some of 
the pressure on American hides with a 
consequent easing of price which Ca- 
nadian manufacturers hope to partici- 
pate in. 


Wisconsin Tanners Hold 
Fifth Annual Symposium 


MILWAUKEE—F ive hundred members 
and guests of the Tanners Production 
Club of Wisconsin attended the all-day 
fifth annual symposium on tanning 
January 14 at the Plankinton House 
here and heard William L. Shirer, 
author and radio-television commenta- 
tor on foreign affairs, at the closing 
banquet session. 

In the daytime meetings, talks were 
given and panel discussions held on 
trade topics, including aspects of 
grading and curing hides, processing 
techniques and tannery organization, 
water repellency treatments and rela- 
tive merits and functions of top finishes 
of leather. Speakers and panelists in- 
cluded Dr. Fred O’Flaherty, Tanners 
Council Laboratory, who served as a 
moderator; F. L. Dennett, Dow Corn- 
ing Company; Francis Person, Koppers 
Company, Inc.; John Eley, E. I. Du- 
Pont de Nemours Company; Dr. Robert 
S. Stubbings, Lehigh University, 
division of leather technology; Jack 
Weiller, Jack Weiller & Company; L. 
H. G. Kortright, A. R. Clarke & Com- 
pany, Ltd., Dr. F. L. Debeukelaer, 
American Meat Institute Foundation; 
A. H. Levitan, Levitan & Company; 
William Vallera, Swift & Company; 
Louis Stahl, Stahl Finish Company; 
Dr. Robert Shaw, Rohm & Haas Com- 
pany, and V. B. Hooper, S. & F. 
Chemical Company. 
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Weeks Tells NESLA 


Prosperity Continues 


30STON Government, management 
and labor, working together, can help 
sustain the country’s prosperity at its 
present high level, declared Secretary 
of Commerce Sinclair Weeks in a 
speech made here before the annual 
meeting of the New England Shoe and 
Leather Association. 

Government’s part, the speaker said, 
its current determination to 
climate which is healthy 
for business refraining from abuse 
of that segment of the economy, by 
resisting the restoration of government 
controls, by taking government out of 
business in situations where it finds 
itself competing with private capital 
and by balancing the budget, thereby 
insuring dollar stability. 


is seen in 
maintain a 


DY 


Management, he declared, should ab 
stain from pricing policies designed to 
“get all the market can stand” and 
should also take an intelligent interest 
in the character of consumer indebted- 
In defining the word “character” 
in this connection, Mr. Weeks cited ad 
vertisements he has offering to 
deliver used cars for a down payment 
of as little as $5. 

Labor can contribute, he said, by 
interesting itself as much in what the 
dollar will buy as in the number of 
dollars in the weekly wage envelope. 

He predicted that will be 
good during the first half of this year. 

The business session of the meeting 
was marked by the re-election of all 
officers and eligible Hold- 
over officers are: 

President, A. W. Berkowitz; vice 
presidents, Robert C. Erb, Saul L. Katz 
and Wallace J. McGrath; treasurer, G. 
Elliot Stickney; executive vice-presi- 
dent and secretary, Maxwell Field. 

New directors include: Barnet B. 
Stein, Harry A. Bass, James L. Forma, 
Joseph S. Porter, John T. Heald 
Lucian D. French. 

Re-elected directors are: Maurice J. 
sernstein, Israel A. Borkum, Philip F. 
Brian, Edward E. Cohen, C. Chester 
Eaton, Jr., Harvey B. Evans, Alan H. 
Goldstein, Ray W. Heffernan, H. Sher- 
man Howes, Jr., Joseph Kaplan, Barton 
M. Kramer, Herbert C. Lee, Paul O. 
MacBride, Saul N. Nectow, Fred N. 
Phillips, Jr., Ralph L. Pope, Jr., Lester 
EK. Rosenburg, Arthur Rubin, 
L.. Slosberg and Sidney Spiegel. 


ness. 


seen 


business 


directors. 


and 


Samue! 


In his annual report, President Berk 
owitz summarized the activities of the 
association during 1955 and called at- 
tention to the fact that the New En- 
gland shoe states produced during that 
year 37 per cent of all shoes made in 
the United States, having shown 
increase of 12 per cent over 1954 as 
with a national increase of 
10 per cent. New England production, 
he said, totaled 215,000,000 pairs with 
an estimated value of $700,000,000. 


an 


compared 
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Wellco-Ro-Search Chemist 
Wins $10,000 Award 


WAYNESVILLE, N. C.—Wellco’s sug- 
gestion system, according to H. W 
Rollman, president of the Wellco-Ro- 
Search organization, has again paid off 
handsomely, this time, Ear! Mashburn, 
assistant chemist of the companies. He 

sugges- 
an idea, 
Rollman, 
makes supe 
rior to anything known heretofore. 

Mr. Mashburn has been with the 
Wellco-Ro-Search organization since its 
1941, and has trav 


has been awarded the highest 
tion award for submitting 
which, according to Mr. 
a sponge rubber sole far 


inception in eled ex 


tensively foreign countries, 
Wellco-Ro-Search 


award in the 


in 
up affiliated 
The 


cash 


amount 


setting 
plants 


of 


$10,000 is being paid in five yearly in 


stallments of $2,000 each. 


Heads Shoe Cancer Division 


New York—John Reed 


Kilpatrick, 


president of the New York City Cancer 


Committee, announced that the | 
of the New York City 
Committee has appointed Joh 

of 
chairman 


Group 


sales manager 


Cor poration, 


and Shoes Division 


mittee’s 1956 April Cancer Cru 
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Receives Award for 40 Years of Service 


Marking 40 years of service with the United States Rubber Company, Raymond 
F. Keller, right, is awarded an "Atmos" Century clock by Eugene A. Luxenberger, 
vice-president and general manager of the company's footwear and general 


products division. 


Mr. Keller started with U. $. Rubber January 1, 1916 as 


@ stock clerk in the Chicago branch. He has been branch merchandise manager 
of the footwear and general products division since 1941. 





Milliken to Head Goodyear’s 
New Shoe Products Division 


AKRON—A new sales and service 
office has been established in New York 
City by the Shoe Products division of 
Goodyear Tire & Rubber Company. 

Robert 8S. Milliken, products 
manufacturer's representative, is head- 
ing the new office, which is located in 
the company’s district office at 292 
Madison Avenue. He will service manu- 
facturers and retail users of the com 
pany’s Neolite, rubber and other shoe 


shoe 


products, 


ROBERT S. MILLIKEN 


Mr. Milliken joined Goodyear in 1939 
in the sales accounting division. He 
served with the firm’s foreign account- 
ing section before becoming secretary 
to R. P. Dinsmore, vice-president in 
charge of development and research. 
He was secretary to Goodyear’s presi- 
dent, E. J. Thomas, from 1945 to 1947, 
then joined the Shoe Products division. 


92 


He was transferred to the New York 
office from a similar post at Cincinnati. 
C. R. Jarvis, shoe products manufac- 
turer’s representative for Goodyear at 
Nashville, will take over the duties 
performed by Mr. Milliken. 


Father-Son Team Acting 
For French Shriner Shoes 


BostON—French Shriner, makers of 
quality men’s shoes, now has a father- 
acting as its midwest 
The men Edward 
Sr. and Edward K. Dennis, 


son team sale 


representatives. are 


K. Denni 


EDWARD K. DENNIS, JR. 


Jr. Ed Jr. is the newcomer; his dad 
represented French Shriner since 1927. 

Since 1946, Ed Jr. has been employed 
as a manager by the Edison Brothers 
Stores. During World War II he served 
with the chemical warfare branch of 
the U.S. Army. He has attended North 
Park College in Chicago and the Bab- 
son Institute of Business Administra- 
tion, Wellesley, Mass. 


Newly Formed Shoe Company 
Also Opens Die-Making Plant 


MILWAUKEE—A new firm of Wil- 
manns Company has been formed and 
its first die-making plant has been 
opened in Belvedere, Ill., Fred Wil- 
manns, president of the new company, 
announced. Mr. Wilmanns is also ex- 
ecutive vice-president of Albert H. 
Weinbrenner Company, manufacturers 
of Thorogood, Bondshire, Youth-Bilt 
and Proud-Fit shoes. Other plants will 
be set up later to cover major shoe 
manufacturing centers, Mr. Wilmanns 
said. 

The new company is specializing in 
the manufacture of Swedish steel dies 
and its own marking patterns and also 
is acting as sales agent for machinery 
of S.A.G.E.M., Paris, France. At pres- 
ent, Mr Wilmanns said two S.A.G.E.M. 
machines are equipped and ready for 
the market in this country, including a 
Goodyear outsole stitcher and a Good- 
year inseam trimming machine. With 
the Swedish steel dies manufactured in 
Belvedere, he said, savings of 15 to 20 
per cent can be effected as compared to 
conventional dies. Similar savings are 
predicted in the marking patterns. 

Two other Weinbrenner officials are 
associated with Mr. Wilmanns in the 
new company: Edward A. Ott, general 
superintendent of Weinbrenner, who 
has been elected vice-president of the 
new firm, and Fred O. Haas, secretary 
and controller of Weinbrenner, who is 
secretary-treasurer. 

The new plant, which occupies about 
8,000 square feet, will provide employ- 
ment for 35 workers. 


Walker’s Men’s Shoe Plant 
To Operate This Month 


Asnesoro, N. C.—The B. B. Walker 
Shoe Company has announced 
that its new men’s shoe factory should 
be in operation either the first or 
second week of February, several weeks 
earlier than had been anticipated. 


just 


A company spokesman also made 
known that the plant’s controller and 
superintendent, Earl E. Henley, will 
be superintendent of manufacturing, 
and Marshall R. Williams, certified 
public accountant, will be controller. 

Officials said the new plant, a part 
of Walker’s ever-expanding shoe whole 
saling business, is nearing completion 
behind the firm’s building on Dixie 
Drive and the Highway 64 bypass. The 
structure contains approximately 25, 
000 square feet of floor space, and is 
of masonry construction. 

Mr. Henley and Coble Maness, who 
will be in the plant’s making and last 
ing department, currently are in Keene, 
N. H., at the firm of Roberts Hart, 
Inc., work shoe manufacturers where 
they are training. 

Walker said it is anticipated the 
firm will employ 100 to 125 persons and 
will have a payroll of about $250,000 
annually. 
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Selby Climbs Back to a Leading Spot in the Shoe Industry A wont) SUES DORE WETS 
PortsMoutH, O.—After several sea- several other good-selling lin 
sons ses, the Selby Shoe Cc t Te le, ple supe ndent saic Ne ¥ : 
ns of losses, th by ho Company, Ted Hyle, plant superinten le nt said, Fisendrath Signs Union Pact, 
manufacturer of women’s fine shoes, “While the Arch Preserver line was |) : 
has climbed over the hill on the road not kept in full operation all year, we lannery to Remain Open 
back to a top spot in the shoe industry. did make a remarkable improvement RACINE, W1 Their jobs at stake, 
2 > r . « , « ac > » | »e XY Ce ’ Ireace > 
Phe Selby company is back in the All of the lines, except Arch Preserver, embers of AFL Amalgamated Meat 
profit column under the leadership of increased about 12 per cent and Arch (44, and Butchers. Local voted 
“ tle i »uLcHhe : Oct ii ote 
Homer C. Selby, chairman and presi- Preserver production was about 20 per 
’ “ : January 18 to accept a two-year con 
dent. cent ahead of our estimate. All of the ' 
“ . ' » ‘ tract in a move that will keep B. D 
The employes of the company are employes who suffered seasonal layoff 
proving again that Selby has the best have been recalled. Demand for Selby 
. ” " ° . _ closing 
shoemakers in the world,’ Mr. Selby shoes means we'll employ new people | 
said. “Our people know how to make in 1956. We currently are employing ‘ 
fine shoes. Their expert craftsmanship about 1,400.’ 
in producing top-quality shoes and the Ralph F. Pl ; 

: le talp ‘ *leatman termed “prob 
outstanding styling of our shoes is er oc , ' ent, Ralpn ays | 
winning back the higher bracket shoe N.Y. Shoe Wholesalers Sell roms Of oe a7 pee and oa saber 

fa si , . , ‘ costs in the ca tanning industry 
market. Women’s Easter Dress Shoes npn tre ahi 

“Our recovery in 1955 was remark- 
able. It was wonderful, almost too 
good to be true. We expect 1956 to be 


as good throughout all of our lines 
“We’re happy that the response of ‘ hurch Streets and West Broadway in vides for a five per cent wage increase 
our employes to our program produced ‘¢W York City, held their fifth Market effective October 1, 1956, a seventh paid 
such fine results. We’re happy that our Week and Open House, January 8&8 holiday, severance pay totaling $2,000 
people are proud to be associated with through 11 and the net results were at the age of 65 for retiring employe 
our firm. They have proved what can described as very satisfactory vith 25 years or more of service, a 
be accomplished by working together.” Orders adding up to substantial pai: 500 paid-up life insurance policy at 
Mr. Selby had called employes 4g¢ were placed by buyers who came » age of 65 for employes with 25 
together and told them frankly of the from New Jersey, Pennsylvania, Con “ars or more of service and, finally, a 
company’s financial position and what necticut, upper New York state, as well production standard and job classifica 
had to be done to regain lost shoe as New York City and its suburb tion set up as originally proposed by 
markets. There was a concentration on women’ the company. First workers were re 


given as prizes to the lucky winners 


Kisendrath Tanning Company from 


e tannery, in operation since 1887 
began shutting down its plant January 


} because of what executive vice presi 


ceptance of the contract, which 

New YorK—The New York Shoe vill expire August 1, 1957, was voted 
Wholesalers Association, whose mem y a two-to-one majority The new 
bers cover the circuit of Duane, Reade, contract offered by management pro 


During the past year the company dress shoes for delivery in time for called January 22. Chairman of the 
dropped less profitable lines and con- Easter selling and casuals were bought board of the tannery is David B 
centrated on the Arch Preserver and for earlier shipment Fisendrath 
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We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


cancellation 
shoe stores, drive-ins and 
shoe promotion buyers 


Our prices on fine shoes, 


bought direct from the best known 


for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You Set Up a Profitable Operation 


New Paule Chemical Finish 
CHARLESTOWN, MAss The Paule 
Chemical Corporation here announced 
it had introduced “trouble-free white 
renovators” to overcome the prevalent 
problem of yellowing, cracking, streak- 
failure-to-cover difficulties in 
with white leather and 


ing and 
connection 
dressing 

The company said these finishes can 
be effective with just a cov- 
erage, which, it said, provided excellent 
fil 


one-coat 


Shoe Plant Ups Work Time 


RipLey, O.—The U. 8S. Shoe Corpora- 
factory started a five-and-a-half- 
day work week, according to Ray Kaske, 
Mr. Kaske said extra 
time would be put in on Saturdays until 
He said the new schedule would 
least through Janu- 


tion 
uperintendent. 


noon 
be maintained at 


ary and February 


Smuckler Joins Tober-Saifer 
ST. Louis—Harold E Presi 
dent of Tober-Saifer Shoe Manufactur 
ing Company, recently announced the 
appointment of Harry Smuckler to the 


ales and merchandising division. 


Tober, 


HARRY SMUCKLER 


Mr. Smuckler has a long and exten 
sive career in the shoe business, having 
served for the past 30 years with Bar- 
ack Shoe Company in sales and met 
chandising 


94 


National Shoe Distributing 
Forepart Sanding Machine 


BosTON fore 

manufactured 
of Haverhill, 

Na 


Corporation of 


Distribution of a new 
part sanding machine 

by Braley & Walker, Inc., 
Mass., has been undertaken by 
tional Shoe Products 
this city. The machine, which employs 
a four-inch wide abrasive belt, is used 
in removing stock to 
a more level bottom on flat-lasted shoes 


excess produce 

National also has been appointed ex 
clusive distributor to the shoe industry 
of the Redi-Last line of shoe last re 
pair materials made by the United 
States Dowel Company of Milwaukee. 
This line plugs and 
which have been thoroughly tested and 
proved in the field. 


includes cut rods 


Advance Fall Shoe Market 
Set to Begin April 8 in Boston 


Boston The Advance Fall Shoe 
Market Week, sponsored by the New 
England Shoe and Leather Association, 
will be held from April 8 through April 
12, according to Maxwell Field, execu 
tive vice-president of the sponsoring 
organization. 

Designed to give members and othe 
shoe manufacturers the opportunity to 
show samples early to their southern 
and western wholesale and _ other 
volume accounts, exhibits will be held, 
as usual, in the Hotels Statler and 
Touraine. Companies with Boston sales 
offices will show their Fall lines in their 
offices. 


Research Head Promoted 


St. Louis 


directing 


George Herpel, who has 
market 
International Shoe Company, has been 
the post of 
A! Johnson, the firm’s advertising di 
vector. Mr. Herpel will assist Mr. John- 
son in all phases of market 
public relations, sales training 
advertising. Mr. Herpel also wil] take 
on special projects for such key execu- 
tives of the firm as Henry Rand, 


been research for 


promoted to assistant to 


research, 
and 


president. 


makers are in line with our 


nationwide reputation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 
“While in Town See Weil” 
1215 Washington Ave., Saint Lovis 3, Mo 


Sample Rooms: Los Angeles * New York 


Midwest Footwear Elects 
Blesi V-P and Secretary 


Paul Blesi recently was elected vice- 
president and secretary of Midwest 
Footwear, Inc., manufacturers of wo- 
men's slippers at Sullivan, Mo. A grad- 
uate of Missouri University, he has been 
associated with the firm since 1952. 





Wilmer Grants Wage Increase 
Me.—A wage increase of 
eight cent, covering all depart 
ments of the Wilner Wood Product 
Company, became effective January 1, 
according to Joseph R. Wilner, presi 
dent of the company. This company, 
said to manufacture approximate}; 
one-third of all wedge used in 
the United States, has its factory and 
headquarters here in Norway. 

In announcing the increase, Mr: 
Wilner said, “The effort and hard work 
of every man and woman in our 
organization have made this increase 
possible. I am more than pleased to be 
able to share the results of this in 
creased productivity with you.” 


NORWAY, 
per 


heels 


American Hide V-P Resigns 
LOWELL, MASs. Francis Y. Rice, 
since 1953 vice-president in charge of 
production for the American Hide & 
Prior 


as vice-president, M1: 


Leather Company, has resigned. 
to his election 
Rice had been hide and skin buyer 
many serving in 
various production and sales capacitie 


years, as well as 
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Canadian Tanners 
Have Record Year 


TORONTO—It took a total of almost 
40,000,000 pairs of shoes and nearly 
6,000,000 hides and skins to keep 
Canadians stepping lively last year, ac- 
cording to Leather Industries, spokes- 
man for the nation’s leather manu- 
facturers. 

Recent technological advances that 
improve the durability, appearance 
and colors of leather, plus new fashion 
developments in footwear including 
an almost complete re-styling of men’s 
shoes—are two of the major factors in 
the record increase. 

In general, shoe prices 
stable as compared with 
of other consumer products. 

Father, as always, remained the 
last in the family to get a new pair 
of shoes. Women were still the biggest 
shoe buyers, getting about half the 
shoes, with youngsters taking about 30 
per cent. 

In 1955, women bought 19,000,000 
pairs of shoes, men, 9,600,000; children, 
from infants to youths, 11,000,000. 

To supply materials for this record 
production, Canadian leather manu- 
facturers tanned 2% million cattle- 
hides, 1.2 million calfskins, 1.2 million 
sheep and lamb skins, and approxi- 
mately a million skins of goats, horses, 


remained 


price rises 
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alligators, reptiles, kangaroos, buf- 
faloes and seals. 

The abundance during the _ past 
twelve months of available cattlehides, 
from which 75 per cent of all shoe 
leathers are derived, proved to be an 
important factor in the shoe 
production. 

In addition to cowhide, 
total calfskin supplies 
grown. Other hides and skins, such as 
all goat and kid, the majority of horse 
hides, and all kangaroo skins, were 
imported from the far corners of the 
world. Suppliers included India, Iraq, 
Africa, Greece, Australia, New Zea 
land and Iceland. 

Many new leather grains and finishe 
were introduced in 1955, and a variety 
of leathers in more than 120 
were developed. Greater emphasi 
was placed on leathers that provide 
softness and suppleness, while retaining 
their durability 

Along with leathers 
Canadian tanners produced million 
of feet of leather for use in luggage, 
handbags, belts, gloves, upholstery and 
leather goods 


record 


almost the 


were home 


colors 


, too, 


used in shoes, 


personal 


Sandlers Set Up School Fund 


WALTHAM, MASS 
Abraham Sandler 
ler Company, 
ers, have established the Abraham and 
Dora Sandler Scholarship Endowment 
Fund to provide tuition for 


late 
Sand 


Son of the 
founder of A 


Soston shoe manufactur 


needy and 


teams 


*Littleway Construction 


Manufacturers * 
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BERNED SHOE COMPANY 


207 Essex Street, Boston 11, Massachusetts 


Distributors 


tudents at Brandeis Unive 
Preference is to be given 


deserving 
ity, here 
students 


whose families are in the shoe 


or allied trades. Three of the sons par 
ticipating in the gift are now officers of 
the Sandle: They are 


president and 


Jac} 


Max 


company 
samuel, treasurer; 


andler, clerk 


N. Y. Boot and Shoe Group 


Reelects Anthony Favor 


Anthony Favor was r 
of the Boot and Shoe 
of New Yor! 


Y ORK 


ident 


NEW 
elected pre 
Travelers’ Association 
Inc at the 
organization 

Officers elected to 
1956 Dan 5S. Griffin, first 
William Monsees, 
vice-president; Herbert Spahn, 
Charle Havranck, 
McCann, assistant 
of the board of dire 
for three 
Harry J 


Hoskinson 


annual meeting of e 


erve with him 
are 
president; second 
trea 
urer; ecretal 
and Kd 


yew member 


secretar 


tor elected to serve 
are Harr K 
Harold Steven 
A! Lewi 

Those 


directors 


unze, 
Jim 


continue to serve 
for two years are Myron Wolf 
E. J. Crowell, H. A. Rhodes, H. Spahn 
and William Garvin; for a 
term WwW. |! Kolkebeck, John 
J. S. Getty, Ben Barnett, and ( 
less 
George A. Ecele 

two-year director ex 


who wil a“ 


one 
Holden 
Kim 


jeat, 


ine was elected a 


officio 





Newest Branch 
Of Famous Store 
[CONTINUED FROM PAGE 62] 


three hundred this area. 

Close to the rear entrance is a street 
display window arranged with chil- 
dren’s shoes and small colorful back- 
ground pictures. Styles for children 
and the teen-age group include low- 
heeled suedes, moccasin type saddles, 
white and beige ties with red foam rub- 
ber soles, hand sewn loafers, Mary 
Janes ornamented with frou-frous, and 
boys’ cowboy boots. The children’s sec- 
tion is directly inside the rear entrance. 
Bright yellow leather covers the seat- 
ing here. There is a large bright shadow 
box, and in this section there is the 
only visible stock in the store. The 
teen-age section is across from this. It 
has a wall of Tropicana bamboo type 
wall paper. The chairs are of pink 
plastic tweed with black wrought iron, 
with matching fitting stools. A shadow 
box is done in orchid, pink, and gray. 

There are six large shadow boxes 
spaced throughout the store and each 
has a decorative background of attrac- 
tive colors. In the center of the store is 
a handbag case, cashier and wrapping 
section. In this unit, besides handbags, 
are socks and hosiery. 

The men’s section is in the front. It 
is attractively walled with knotty pine. 
The chairs and fitting stools here are in 
deep orange tone plastic tweed with 
black wrought iron 


Cars in 


All of the shadow boxes are framed 
in green wood that matches the floor 
covering. Displays of women’s shoes 
are separated into spectator or tailored 
types in one case and dress types in 
another. Stock areas are concealed in 
back of every section. 

The interior of the store is very 
bright considering the fact that it is 
a row store with a long stretch from 
front to back. This is due to the way 
the fluorescent lighting in recessed 
troughs is arranged and spaced. 

William S. Toller, Geuting’s display 
man and interior decorator planned the 
store. Emmanuel J. Wachstein and 
William H. Piper, company vice-presi- 
dents, selected the site in the fast- 
growing suburban shopping develop- 
ment. Frank E. Kirk is manager and 
has sales help that has been trained 
to fit and handle high quality shoes. 


Calderazzo Footwear Firms 
Declared Bankrupt in N. Y. 


Utica, N. Y.—The Eastern Foot- 
wear Corporation, the Newport Foot- 
wear Corporation, and Cals of Calde- 
razzo, Inc., of Newport and Little 
Falls, N. Y., were declared bankrupt 
January 4 by U. S. Bankruptcy Referee 
David J. Goldstein. 

Mr. Goldstein’s action followed a 
series of meetings of creditors here in 
proceedings which have been under way 
for several months. 


Claims against the three corpora- 
tions total more than $600,000, the 
referee’s records show. 

The adjudication was made on the 
grounds that the footwear firms failed 
to perform the provisions of a plan 
they themselves had proposed under 
Chapter XI of the Bankruptcy Law, by 
which they were to have met certain 
obligations on specified dates. The 
court said they failed to do this. 

Referee Goldstein appointed Donald 
W. Maloney, Syracuse, as trustee. He 
fixed bond of $20,000 for Eastern Foot- 
wear; $5,000 for Newport Footwear 
and $100 for Cals of Calderazzo. The 
case was adjourned to Feb. 6. 

All three firms are headed by Domi- 
nick Calderazzo. 


Glotzbecker Appointed 
To Tanning Oils Division 
HARRISON, N. J. B. A. Schiller, 
manager of the tanning oils division 
of the Nopco Chemical Company, an- 
nounced the appointment of Gerald 
R. Glotzbecker as a new addition to 
the sales staff. 
Mr. Glotzbecker 
division in 
New Jersey 
graduate 


will represent the 
metropolitan New York, 

and Pennsylvania. A 
of Fenn College with a 
chemical engineering degree, he at- 
tended the Leather and Tanning 
Technology course of the Pratt Insti- 
tute. He was previously employed by 
the Reaser Tanning Company. 
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Trimfoot Company Appoints 
Claire McCardell Designer 


FARMINGTON, Mo.—The Trimfoot Com- 
pany, manufacturer of babies’ and chil- 
dren’s shoes, announced the appoint- 
ment of Claire McCardell as a new 
designer for babies’ footwear. 


CLAIRE McCARDELL 


Mrs. McCardell is also a designer for 
Townley Frocks in New York City. 
This firm gave her carte blanche to 
“design as she pleases.” She followed 
her natural bent toward baby clothes 
and shoes, and last Fall, these were in- 
troduced by Saks Fifth Avenue. The 
baby shoes she designed were a finish- 
ing touch to match each outfit and oc- 
casion. Her conviction that color and 
line must flow naturally with the body 
is reflected in everything she designs, 
Trimfoot reports. 

Mrs. McCardell is a graduate of Hood 
College and Parson’s School for De 
signing in New York. 

She has numerous awards and cita- 
tions for her work. 


Draghetti Vice-President 
At Knapp Brothers Shoe 


BROCKTON, Mass.—Raymond L. 
Draghetti, who joined the executive 
staff of Knapp Brothers Shoe Manu 
facturing Corporation about a year and 
one-half ago, has been elected vice- 
president of the company. In this ca- 
pacity, he will be active in originating 
and heading up special projects in the 
styling and sales promotion depart 
ments. Prior to joining Knapp, Mr. 
Draghetti was in charge of styling the 
line of the Commonwealth Shoe and 
Leather Company, in Whitman, Mass. 

The vast majority of Knapp shoes 
are sold direct to the consumer al- 
though a new retail store was recently 
opened on Summer Street, Boston, re- 
placing one which had operated for 
years on Atlantic Avenue, near the 
South Station. The pbuilding which 
housed this Atlantic Avenue store has 
now been torn down to make room for 
a new traffic artery. 
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Eagle Ottawa Names Hatton 
Superintendent of Production 


GRAND HAVEN, Micu.—Julian B 
Hatton, president of the Eagle Ottawa 
Leather Company, announced the ap 
pointment of Ralph D. Olson, as gen 
eral superintendent in charge of all 
production. 

Mr. Olson, 37 years old, joined the 
firm in 1937 after graduating from 
the Grand Haven High School. He 
attended Pratt Institute in 1948 and 
1949. He was promoted to assistant 
superintendent in 1950, superintendent 
of the Bark Leather Division in 1953 
and superintendent in 1954. 

From 1942 to 1945 Mr. Olson served 
in the Air Force in England, France 
and Italy. He is married and has three 
sons. 


Bakelite Company Announces 
Vinyl Resin Price Reduction 

New York—A substantial vinyl resin 
price reduction is announced by Bake 
lite Company, a division of Union Car- 
bide and Carbon Corporation. 

“Effective January 9, 1956, Bakelite 
Company has reduced vinyl resin price 
in a range of from 8.5 to 13 per cent, 
depending on the type,” according to 
George C. Miller, president. 

Polyvinyl chloride type resins, of 
which the Bakelite Company’s grade 
designated VYNW is typical are re 
duced from 31 cents to 27 cents per 
pound, and the vinyl chloride-acetate 
copolymer VYHH is reduced from 35 
cents to 32 cents per pound. VYNW 
type resins have for many years been 
the base materials used in compounds 
for many applications including rain 
wear. 





Testimonial Plaque Presented 
To 210 Associates’ Counsel 


The Honorable Arthur E. Whittemore, 
Justice of the Supreme Judicial Court 
of Massachusetts, left, is presented with 
a testimonial plaque at the annual meet- 
ing of The 210 Associates, for his past 
services as general counsel for the 
association. Kivie Kaplan, of Colonial 
Tanning Company, and retiring presi- 
dent of the organization, makes the 
presentation. 
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Your customers will 
appreciate the soft 
comfort of Kangaroo 
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Enid Justin, President 
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boxes Order now, right now, your 
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Everyone Who Knows Comes to BARIS 
SURPLUS SHOE STOCKS 
from best sources always on hand 
at action prices 


BARIS 


79-81 READE ST. N.Y.7> 


THE NATION'S FINEST 
CANCELLATION SHOES 
wo 2-5180 


Clark Shoe Launches Drive 


New York—The Clark Shoe Com- 
pany, Auburn, Me., has named the 
Rockmore Company, New York adver- 
tising agency, to launch an intensive 
promotional and merchandising cam- 
paign for Fiancees, its nationally dis- 
tributed women’s dress line retailing at 
$9.95 and $10.95. 
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Cowboy Boots Presented to Jack Benny 


Jack Benny receives a pair of custom-styled Justin Boots from Colorado's ex- 
governor Dan Thornton, right, while Joe Alpert, left, admires the new footwear. 
The presentation was made at the Brown Palace Hotel in Denver, where Mr. Benny 
arrived to see the Western Stock Show. The copper and silver encrusted saddle 
above was exhibited in conjunction with the show. It is valued at $12,000. 





Tanning Firm Observes 80 Years of Leather Progress 


GLOVERSVILLE, N. Y.—G. Levor & 
Company, Inc., a tanning firm that 
started originally as a part-time ven- 
ture in Gloversville, has been observing 
80 years of progress in the industry. 

Since its founding in 1876 by Gus- 
tave Levor, a spokesman for the com- 
pany the firm held a front 
while remarkable changes took place in 
the shoe and leather trades. 

Standard last measurements and 
half-size fittings became the rule rather 
than the exception. Chrome tanning 
processes were and, in time, 
became a major method for producing 
upper leather. The first shoe depart- 
ment came into existence. In 1908, wo- 
men’s skirts cleared the ground for the 
first time in history and soon thereaf- 


said seat 


invented 


ter the era of high boots came to an 
end. 

Leather for 
come more diversified to keep abreast 
of a new and colorful 
leather was a major requisite. 

The white washable leathers for 
which the firm is internationally famous 


shoe uppers had to be 


era in shoes 


was started shortly after World War !. 
white 


The company pioneered a true 

tannage now trademarked, “The Whit 
Whites.” 

Expansion continued as it 

more diversified production before 

World War II when the Tan-Art Com 


pany was established as a_ wholly 


est 


entered 


owned Levor affiliate to produce suede 


kid leather in white, black and colors. 

Levor interests maintain a separate 
tannery in Gloversville—Framglo Tan- 
ners, Inc.—which produces a_ wide 
range of white and colored glove and 
garment leathers. The firm has still 
further diversified its production with 
the current introduction of kip and col- 


calf 
handbag trades. 

Samuel Rothschild, who has devoted 
to the growth of the company, 
is chairman of the board. Frank H 
Miller, who started in the business as 
apprentice to Mr. Levor, is 
president. G. Alan Rothschild is 
president and treasurer and is in 
charge of production. Robert S. Roths- 
child is vice-president in charge of 
Fred A. Moller is secretary and 
W. Gordon Goff is comptroller. 


ored leathers for the shoe and 


50 years 


an office 


vice- 


sales. 


Shoe Firms Start Action 
To Force Credit of Payments 

HARRISBURG, Pa.—The Payne-Shoe- 
maker Company, Harrisburg, and the 
Lancaster Shoe Company, of Elizabeth- 
town, started proceedings to compel the 
state to credit payments made by them, 
and other employers, to the Pennsyl- 
vania Unemployment Fund so that the 
fund will not drop below the $350,000,- 
000 mark. 

The three judges conducting hear- 
ings conferred with lawyers but took 
no immediate action. State officials are 
given 20 days to file an answer. 

Counsel for the companies agreed 
that employers’ payments will be held 
by the Bureau of Employment Security 
until the court decided whether they 
are properly included in the fund bal- 
ance for the purpose of determining 
what the rate of the 1956 contributions 
shall be. 

It was claimed that failure of the 
Bureau of Employment Security to 
accept payment from other employers 
prior to the close of 1955 would mean 
increased 1956 payments of $45.,- 
000,000 
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Classified AND Want Ads 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








We are makers 
pening for the right man. 


1 referenc es, ta tory 


$8.95. We have a very fine customer relationship. 
All inquiries 


connections, age 


ONLY TOP MAN WILL BE CONSIDERED 


Reply to Box 428, BOOT and SHOE RECORDER, Chestnut & Séth Streets, Philadelphia 39, Penna. 


PRIME TERRITORY 
OHIO - MICHIGAN 


KENTUCKY 


ot branded sport and casual shoes—retail $7.95 and 


This is a wonderful 


will be kept confidential. Send 


and experience in first letter. 











popular ed Women's « 


iness lor over filty years—1 


s! but 
elling succe: write u in jive 
experience 
. North and South Carolina 8 
. Kentucky-Tennessee 7. 
. Texas 
. Oklahoma 8. 


LOOKING FOR UNUSUAL SALES OPPORTUNITY ? 


inufacturer, rated AA I 


SELECT NG. not "REC -RUITING, shoe 
ran become more succe ful n errit , I 
1 the loo 1 ry icn 1 Opportunity 

‘e have 


evera 


if you 


jetails ir 


Territories open: 
5. Louisiana-Mississippi-Alabama 


Washington-Oregon-Idaho 


. Minnesota-Wisconsin-North & South Da- 


kota-Montana 
Colorado-Utah-Wyoming-New Mexico 


Reply to Box 433, BOOT and SHOE RECORDER, Chestnut & Séth Streets, Philadelphia 39, Penna 











AGGRESSIVE 


Salesmen Wanted 


Manufacturer of well-known 
line of Men's fine shoes has 
openings for several good 
salesmen to call on dealers. 
Prefer men with background 
of retail experience. Confi 


dences respected 


‘“Oppertunity 100," BOOT & SHOE RECORDER 


Chestnut & 56th Sts.. Philadelphia 39, Pa 


TOP OPENING 


Expanded Sales Coverage has resulted 
in several territorial openings on travel- 
ing sales force. Leading Line of Casual, 
Sports and Protective Footwear. Quality 
Manufacturer with unusual dealer-con- 


sumer acceptance. Strong year ‘round 
advertising—promotional backing. Draw- 
ing account against commissions. Re- 
tirement plan, benefit program. Offers 
excellent income and advancement pos- 
sibilities. Car necessary. Write in con- 
fidence to: 


Box No. 437, BOOT & SHOE RECORDER 
Chestnut & 56th Sts, Philadelphia 39. Pa 








SALESMAN WANTED 


To carry fast line of $2.98 and $3.98 Infants’ 
and Children's Shoes. Growing Girls Fiatties, 
Loafers, Saddles $2.98 to $4.98. Factory con 
nected in-Stock Service 6% commission 
Sideline permissible Territory Louisiana 
Mississippi, Alabama, Georgia, Florida 


HIGHLAND SHOE CO., Inc., Akron, Pennsylvania 











WIEN EXPERIENCED, Ql ALIFILED 
f tr Line of Men's, Boys 

Medium and Low 

ount to men of proven 

Territories open 

Ohio, Missour 

#438, Boot and 


oth Streets, Phila 


OUR LINE Ol 
CHILDREN 


00 retailers 


GALI MAN lO ELI 
" MEN LADIES AND 
Or ‘ ‘ ($1.00 to $2 

ahve Hard Sole Slippers 

retailers) to Jobbers and 

a Leading Manutacturer 

hich we have success 

to Variety Chain 
busines to the 
Reply to Box 

Chestnut & 56th 


ne 
Trade 
e Recorder 


Penna 


( hai 


ALESMAN WANTED for 
‘ ting of Northern Ohio 
' nia F.stablished 
Work and Dress Shoes 
«pense basis, plus liberal 
ce and trade efer 

hoe 


aT MEN WANTED NATIONALLY 
KNOWN MANUFACTURER of Men's 
and sua lesire Capable Men t 

Trade Marked n Stock 

of the i 

lalificationa 

we Recorder 


PPORTUNITY 
MEN ONLY 
Mer H 


FOR EXPERIENCED 
‘ Medium priced line 





FOR SALE 





THREE SALESMEN 
WANTED: 


Territories — Tennessee, Mississippi, 





Arkansas, Louisiana—Oklahoma and 
Kansas — Maryland, Virginia, West 





SALESMAN WANTED 


To carry Line of Children’s Pre-Welts and Ce- 
ments, Luther Brand, 
Commission basis. Can be carried with non-con- 
flicting Line. Established territories: Tennessee, 
Mississippi and Alabama. 


Orwigsburg, Pa 





Stock and Make Ups; 


Reply, with references. 


THE KEPNER-SCOTT SHOE CO., INC. 


Virginia and Eastern Pennsylvania. 
To sell Well Known Line of Chil- 
dren's Stitchdowns and Patent Straps. 
Liberal Commissions. Send refer- 
ences and application to: 


Box 430, care BOOT & SHOE RECORDER 
122) Loeust Street, St. Lowis, Missouri 











\MILY HOK STORE. Only 
f 4,500 population North 
nia Fstablished four years 
Te Will sell for Invent 
Ke ty Bow 2 427, Root 
Chestnut & S6th Sts Philadel 





FOR SALE 


LANDIS McKAY STITCHER 
REASONABLE 


SHEBOYGAN SLIPPER CO. 
505 South 9th St., Sheboygan, Wisconsia 


ONE 
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SIDE LINE SALESMAN WTD. 





HELP WANTED 


HELP WANTED 














WANTED SIDELINE MAN 






To Sell Miller Shoe Trees and Cordo 
Hyde Lacing to Men's Retail Stores ond 
Jobbers on West Coast or Denver 


Write for full particulars. 
©. A. MILLER COMPANY 
Plymouth, New Hampshire 


West 











O KNAMENTS hoe Bows, small tray, HOT 

number Highest commission Address 

31 Boot & Shoe Recorder, Chestnut and 
Philadelphia 39, Pa 


care 
56th Streets 
SALESMEN for 
SMITH, 
Mo 


ANTED SIDELINE 
Children’s Casuals GARDNER 
Mir., 3647 Ohio Avenue, St. Louis 14, 





ATIONALLY KNOWN LINE of Quality 
} Boots and Moccasins has some territory open 
in Midwest mthwest and West Colt-Crom 
well C« Inve 610 Atlantic Avenue Boston 10 
Mass 
WANTED YOUNG, AGGRESSIVE SIDF 

LINE SALESMAN to carry Nationally Ad 
vertised Line of Casuals and Flats in Pacifu 
Northwest and Mountain State Medium Price 
Write in confidence. Reply to Box #432, Boot 
and Shoe Recorder, Chestnut & 56th Streets 


Philadelphia 39, Penna 


ers and Fabrics 


lars regarding previous experience 
dence. 
the industry 


MERCHANDISING DIRECTOR WANTED 


One of the most Successful Footwear Manufacturing Firms in the Country Seeks 
a Man or Woman Capable of Supervising the Planning, Styling and Fashion Co- 
ordinating of a Line of Children’s Footwear. Must be fully acquainted with Leath 
Experience in working directly with sources of supply of materi 
als desirable, but not essential. No experience at Pattern making required. Must 
be able to determine style trends and be able to evaluate reports from Sales 
Department regarding trade and consumer preference. Please send full particu 
Your reply will be held in strictest confi- | 
Our staff knows about this ad. This will be one of the finest jobs in 


Reply to Box 434, BOOT & SHOE RECORDER, Chestnut & 5éth Streets, Philadelphia 39, Penna. 










































SHOE STYLIST 
AND DESIGNER 


National Manufacturer of Casual 
Fabric and Leather Shoes needs an 
experienced man for Shoe Styling 
and Designing. Excellent opportunity 
for right man. Salary commensurate 





- APTITUDES - 


Makers of sport and casual shoes is interested 
in @ salesman for 


North Dakota * South Dakota * Nebraska 


We will consider a side-line man who carries 
a non-competitive line. If you have been o 
buyer ond know merchandising you will be 
considered. Please send all references, age 
and experience in first letter. If you have a 
line, please advise name of line. This is a 
wonderful opening for the right man. All in 
quiries will be kept confidential 


APT SHOE MFG. CO. 


43 Leon $F. Boston, Mass. 


with ability and experience. All em- 
ployee relations benefits normally 
offered by progressive companies 


Submit resume of experience, salary 
requirements, etc., to 


Box 426, care BOOT & SHOE RECORDER 
Chestnut & 56th Sts., Philadelphia 30, Pa 











Three Williams Employes 
For 54 Years, Retire 

PorTSMOUTH, O.—Three veteran em- 
ployes, of the Williams Manufacturing 
Company, with a combined total of 54 
years of service, have embarked on a 
life of retirement. 





They are Daniel O’Neil, former vice- 





OPPORTUNITY! 


We have several openings for side line rep- 
resentatives for our wonderful line of open 
stock, in-stock low priced Juvenile Footwear 
All open territories are well established 
6% commission, plus bonus. Write: 


NEIL CARLSON, SALESMANAGER 


president and manufacturing head; 
Lawrence Daniels, maintenance depart- 
ment supervisor, and Vinia Shuter, 
lunchroom employe. These three em- 
ployes are joining 28 other members 
of the company’s retired group. 

Mr. O’Neil, a native of Lynn, Mass., 





SEABOARD NATIONAL SHOE COMPANY 
529-535 W. Pratt St., Baltimore 1, Md. 





where he entered the shoe manufactur- 




















ing field in 1911, has been associated 
with Williams since 1940. 

Mr. Daniels served with three Ports- 
mouth shoe firms since 1910—first with 
Selby, then the late Excelsior Shoe 
Company and he has been with Wil- 
liams since 1935. 

Miss Shuter came to Williams 
1936. She spent 19 years there. 


in 





BUSINESS OPPORTUNITY 












HOLESALERS--TO DISTRIBUTE OUR 
LINE of Men's, Ladies’ and Childret Soft 
Sole Slippers ($1.00 to $2.00 Retailers and 
Men’s and Ladies’ Hard Sole Slippers ($2.00 to 
$3.00 retailers), to the retail trade. We are a 
leading Manufacturer of the above Footwea: 





ssfully distributed for 
and seek to expand ou 


We 


which we have succe eat 
to Variety Chair 


business to the 





stores 





retail trade can offer e> 
































clusive territories to reputable Wholesalers 
throughout the United States. Reply to Box 
43 Boot and Shoe Recorder, Chestnut & 56th 
Streets, Philadelphia 39, Penna 
POSITIONS WANTED 
OSITION WANTED SHOE FACTORY 
EXECUTIVE, 20 years’ experience ac 
counting, Credit Manager, Manufacturing, Sty! 
ing, Merchandising and Sales. Will travel, and 
willing to relocate. Age 47. Reply to Box 2441 
Boot and Shoe Recorder, Chestnut & 6th 
Streets, Philadelphia 39, Penna 
XPERIENCED MERCHANDISER AND 
FITTER ON BETTER GRADE WO 
MEN'S ORTHOPEDIC AND DRESS 
SHOES Capable of taking over complete 
Management Proven ability to make outside 
contact with Chiropodists and = Orthopedic 
Doctors. Wishes to locate family in Southwest 
or Far West Reply to Box #429, Boot and 
Shoe Recorder, Chestnut & 56th Streets, Phila 
delphi 9, Penna 
HOEMAN— RETAIL, Wants to relocate 
Five Years’ Experience Managing, Buying, 
Merchandising, etc. College graduate. 611 High 
land Avenue, Jeannette, Pennsylvania 






Potter Shoe Reelects Seven 
The Potter Shoe Com 






CINCINNATI 
has announced the re-election of 







pany 
the seven directors of the firm. They 

are: A. D. Bullock, E. C. Orr, Eleanor ’ 
S. Orr, H. E. Ritchie, H. T. Simpson, 4 






James Potter, Marianne Quackenbusch. 








accepted 18 words, $3.60. 
and charged at the word rate. 
at word rate. Classified advertising 





opened for classified advertising except for regular advertisers on contract. 


CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. 
When a box number is desired, addressed to any of our offices, 12 words must be added for this 
If advertiser's own name and address is used, count each word (street number is one word) 
Send check or money order with your copy 


is payable in advance. 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 46 words per inch 


Notice: All Classified Advertisements Should be Addressed to Our Philadelphia Office—Séth & Chestnut Streets, Philadelphia 39, Pa. 










Minimum ameunt 










No accounts are 
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WANTED TO PURCHASE | WANTED TO PURCHASE 


WANTED TO PURCHASE 








YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 


SAM CAMITTA & SONS 
Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks @ Closeouts @ Complete Stocks @© Your Name and B: 





95 Reade St., New York 13, N. Y. 


COrtlandt 7-6378-9 


und Protected 


aE 











TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th S#. Phila. 6, Pa. 
Phone: LO 3-9533 











WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 


74 READE ST., NEW YORK 7, N. Y. 
WORTH 2-6358 


RALPH VOGEL 








For 
Your 
SPRING STOCK 
CLEANING 
CALL 


OR WRITE 
Half a Century 


of Satisfactory 
Service 
LOUIS CAMITTA & SON 
91 READE ST., NEW YORK, N.Y 
WO 2-5063 
formerly with S. CAMITTA & SONS 














WE PAY CASH 
for your 
* SURPLUS STOCK 
* DISCONTINUED LINES 
* CLOSE-OUTS 
Entire Stock or Portion 
High Quality Shoes Preferred 
Ladies’ * Men's * Children's 
31 No. 4th St. 
BARSH & CO. phi «, ra 


Write or PHONE - MA 7-1666 


FOR CASH 0] 


V Quality Shoes \V Complete Stores 
J CLOSEOUTS OR SURPLUS 
from Mfr. or Retailer 
Any Quantity ... Any Timel 


tt ( 


For Quick Action, 
Write, Wire or Phone 


CE 1-4898 CE 1-3762 
QUALITY SHOES SINCE 32 
“WHILE IN TOWN SEE WEIL” 


git oe eee oe 





MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 


uti th. e808 


teeseeae: 














~BARIS BUYS for CASH” 


Quick decision on your offers of discontinued and 


(BARTS 


THE NATION'S FINEST 
CANCELLATION SHOES 


surplus men's, women's and children's shoes. 
Also complete stores considered 


Jobs in Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. - New York 7, N.Y. . Tel: WOrth 2-5180 


ide 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST NEW YORK 7, N. Y¥ 
Telephone WOrth 2-2515 











WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 











ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 
George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 


TOP prices 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fam ae- 
tion quality men’s, 
women's and children’s shoes, 


ine > oo FOR OVER 40 YEARS § 


MOSINGER-COHN 


1235 WashingtoO $1. levis 3, Mo 

















Max L. Meltzer, Pres. 


WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN’S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. |., N. Y 





Ivanhoe 1-9830 





Me CASH FOR 
MM CLOSEOUTS 


MMM SURPLUS 
GM DISCONTINUED LINES 
MS COMPLETE STORES 


BROITMAN - GAFFIN 


146 DUANE ST., N. Y. C. BE 3-7290 
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MERCHANTS’ NEEDS 








WANTED TO PURCHASE 

























Accepted throughout the entire | 
shoe industry as the most accu- 
rate and practical foot measur- 
ing device for proper shoe fitting. 


ALL MODELS $15* 


*Available at special cooperative price 
if ordered through certain shoe manufac- 
turers. For this list and full details write to 












THE BRANNOCK DEVICE CO 


Syracuse 2, New York 












Wlals wan Ydeas 


Ow 





Your 


NEWSPAPER ADVERTISING 






—if youadvertisein newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


2. Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets 
of ads of shoe stores; you se- 
lect the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


. 
VINCENT EDWARDS & CO. 
World's largest advertising 
service organization 
342 Madison Ave. 
New York City 
































Sheldon Consolidates 


St. Louts—Sheldon 
consolidated its 
Avenue between 
tional Shoe, Wohl Shoe and 
Shoe companies. Sheldon is a 
saler of women's handbags. 





Handbags has 
at 1519 
Interna- 
Brown 
whole- 





operations 





Washington 










102 














MORRIS BAYROFF 


formerly with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 


Complete Stores & Closeouts 
Leases Assumed 














FINDINGS FOR SALE 








FEBRUARY SPECIAL OFFER 


Tongue pads in bulk packing, Child's $8.75 or. prs., 
Women's $8.75 or. prs., Men's $10.50 gr. prs. Pinch 
pads in bulk $8.75 @r. prs. Hose savers in bulk $9.60 
fr. ors. Feit heel pads, 100 prs. to a box, 70 (baby) 
2.00, #1-2 $2.35, 25-7 $2.35,29-11 $3.15, 21-2 
and 25-7 grey felt $2.10 p/e 


BERKO SALES COMPANY 
27-22 30th Ave. Long Island City, N. Y. 











Pierce Names Western Rep 


BROCKTON, Mass.—Donald Marshall, 
general sales manager of the C. S. 
Pierce Company, here, has announced 
the appointment of the Mission Manu- 
facturing Company as West Coast re 
presentative for Pierce. Headquarters 
of the Mission company are at 1322 
South Main Street, Los Angeles. The 
company will handle the complete 
Pierce line of shoe forms and shoe 
trees made of plastic, of wood and of 
fibers. 


Cecil M. Pike Resigns 

RocHestTer, N. H.— Cecil M. Pike 
has resigned as vice-president of the 
Spaulding Fibre Company, manufac- 
turers of shoe counters, after being as- 
sociated with the firm for 30 years. 

Recovered from a recent period of ill 
health, Mr. Pike said he is due for re- 
tirement in two years, and in the mean- 
time has been named as one of the co- 
executors of the estate of former Gov. 
Huntley Spaulding, head of the fibre 
company, who died several weeks ago. 


American Hide Promotion 


LOWELL, Mass.—Lawrence F. Car 
boney, who has been personnel manager 


of the American Hide and Leather 
Company since June, 1954, has been 
elected assistant treasurer and as- 


sistant secretary of the 
In his new position, he will be in charge 
of the accounting, payroll and person- 
nel departments. Mr. Carboney received 
his education at the Bentley Schoo! of 
Accounting and Northeastern Unive 
sity. 


corporation. 


Trimfit Showroom in Boston 


New York—Kramer Brothers, Inc., 
announced the opening of a new Trim- 
fit Hosiery showroom in Boston. Lo- 
cated in Room 505 at 115 Chauncey 


Street, it will display the complete line 
of Trimfit hosiery and socks for men, 
women, girls, boys and toddlers. Trim 
fit representative is Joe Pascal. 


New York University Sets Up 
Economic Research Unit 

NEW YorkK—Establishment of a Ke- 
search Institute in the Economics of 
Distribution by New York University 
and appointment of Dr. Emanuel Stein, 
head of NYU’s economics department, 
as director of the unit were an- 
nounced by executive vice-chancellor 
Carroll V. Newsom. 


new 


The Research Institute will seek more 
efficient ways to move goods from farms 
and factories to the consumer. Its three 
basic functions will be to conduct re 
search in the field of distribution, study 
selected problems, and maintain a clear- 
ing house of information on the subject. 

Pointing that there is no 
place to which business concerns, labor 


out one 


unions, and research personnel can go 


for information on the economics of 
distribution, Dr. Stein said that the 
Institute will set up a specialized li- 


brary to serve these groups. 

For special projects, Dr. Stein added, 
the staff of the Institute will be 
mented by faculty members drawn from 
the entire University. It is anticipated 
that a number of projects will be sup- 
ported by agencies outside the Univer- 
sity. 

Dr. Stein has 
NYU for more than 30 years as student, 
alumnus, and faculty member. He 
his B.S. degree in 1928, his 
M.A. in 1930, and his doctorate three 
years later. He assumed the post of 
teaching fellow in 1930, and by 1946 
had advanced to full professor. He 
is chairman of the economics depart 
ment of NYU’s Washington Square 
College of Arts and Science and is head 
of the department at the University’s 
School of Arts and Science. 

Active in labor relations, he is a 
member of the arbitration panels of 
the New York Board of Mediation, the 
New Jersey Board of Mediation, the 
Federal] Mediation and Conciliation Ser 
vice, and the American Arbitration As- 
sociation. He is executive director of 
NYU’s Institute of Labor Relations and 
Social Security. 


aug 


heen associated with 
re- 


ceived 


Graduate 


Among the books he has written are 
“Labor Problems in America,’ “War 
Economics,” Cases Ma- 
and “Government and the In- 
vestor.” He resides at 234 East Penn 
Street, Long Beach, N. Y. 


“Labor and 


terials,” 


A University Advisory Committee 
to the Institute also has been appointed. 
the group will be Dean 
Norton of the School of 
Accounts, and Finance. 
include Dr. Jules Back 
man and Darrell B. Lucas, pro- 
fessor of and chairman of 
the marketing department, respectively, 
at the School; Dr. Lincoln H. Clark, 
professor of marketing at the Grad- 
School of Business Administra- 
Dean Charles M. Edwards, 


Chairman of 
Thomas L. 
Commerce, 
Members will 
Dr. 


economics 


uate 


tion; and 


Jr., of the School of Retailing 
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7. 
eFht€ Crompton’s steady volume growth comes from two 
sources: from old clients whose volume increase 


Growdlh 
SOCowetht comes from the steady flow of cash we supply for 


receivables; and from new clients. The latter are 


Y be , 
Sac Ct in two categories: those who were never factored 


before coming to Crompton; and those who were 








factored but prefer the Crompton service. 







All three types benefit from our flow of cash, our 
CROMPTON 


RICHMOND 
COMPANY 


INCORPORATED 


guidance, and our sympathetic understanding of 






their business problems. 











FACTORS | The Human Faclor 








CROMPTON-RICHMOND CO., INC. 


1071 Avenue of the Americas, New York 18, N. Y 


Crompton- Richmond -Joel Hurt Co. 


Glenn Building, Atlanta 1, Georgia 
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UNITE fit your lasts — every time! 
§ H A They’re “‘tailor-made”’ to fit. 


Not one, but several master models in key sizes are individually ‘‘hand-tailored” 


to fit your lasts. 

There’s no guess-work either . . . every line and curve of each model is checked 
with exacting care right on your last with your insole attached . . . checked for a 
firm last-hugging fit or with spring as necessary. 

By grading the master models over a complete run of sizes United’s skilled 
model-makers give you shanks that fit . . . VITA-TEMPERED shanks that preserve 
and protect the style for the life of the shoe. 

For shanks that fit . . . designed and individually fitted to meet your particular 


requirements, call United. 


VITA-TEMPERED STEEL SHANKS 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


Boot and Shoe Recorder 





SAFE, SOUND AND SOFT... 
for those 
first 
important 


steps 


Dr. POSNER 


SCIENTIFIC 


SHOES 


JOLONIAL TANNING Cx 





he Money... 
And ALL You Need 


ra SUCCESSFUL 
s Shoe Business 


YOUTHS 12%-3 
BOYS 1-6 
BIG BOYS 6-11 





Because they find just the styles they want, 
youngsters the country over, have made 
Gerberich Dealers their style headquarters. 
One boy tells another about these swell shoes 


and soon every kid on the campus turns up 
to be fitted with a new pair. Gerberich Quality 


keeps them coming through three size runs 
into the men’s department. 


OFFICES: NEW YORK, Marbridge Building, 


Room 417, LOS ANGELES, Haas Building, 


Room 919, PHILADELPHIA, 12 S. 12th St., 
Room 914. 


In Canada: J. Leckie & Co., LTD. 


SC ib 


IN-STOCK FOR 
GERBERICH DEALERS 





—m, 
Ff 


“a a i 


id 


“Bg / 


from 


Gerberich- 


... the Finest Name 


Payne in Boys Shoes 


SHOE COMPANY 
MOUNT JOY PENNSYLVANIA 


tn. 





